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Sparks |Dealer Auto Stocks 
Show Slight Increase; 


State of the nation’s economy: 
Up 
Auto Ovutput—Week’s total of 
198,677 vehicles in U. S. plants is 
2,785 units above previous week’s 
195,892, and well ahead of the 149,- 
479 in the same week a year ago. 

Sree.—The industry last week 
ent into its 10th week of a cycle 

of production unequaled in history. 
Over that period it has operated 
at above 100 percent of capacity. 
Last week’s operations were sched- 
uled at 101.2 percent. 

-Hovuse BuitpiInc—A new record 
was set in May when work was 
started on 140,000 units. Previous 
high was in April of this year 
when 126,000 dwellings were start- 
ted. May’s level was 50 percent 
above that of May, 1949. 


Crupe Ow—Daily average produc- 
tion set its seventh consecutive 
high for the year in week ended 
June 17. Average was 5,279,150 bar- 
rels, 32,900 over preceding week. 

ENGINEERING CONSTRUCTION—Con- 
tracts awarded in-week ended June 
15 totaled $277,411,000, up 84 per- 
cent from same 1949 week and 30 
percent over average 1950 week. 

Auto Financinc — Installment 
sale credit totaled $3,478,000,000 
at close of April, almost 60 per- 
cent greater than year earlier and 
about 2% times the total of two 
years ago. 

Tires—Factories delivered 7,525,- 
562 auto, bus and truck tires in 
April. This was 11 percent above 
March and 14 percent over April, 
1949. 

DePpaRTMENT Srores—Sales__in- 
creased 5 percent in week ended 
June 10, compared with like week 


last year. 
* * * 


Down 


INpiviuALs’ INcome—Amount re- 
ceived in April dipped to annual 
rate of $216,900,000,000 from $222,- 
800,000,000 a month earlier. Decline 
was due to slowdown in payments 
of veteran’s insurance dividends. 

Farm INcome—Amount received 
from crop and livestock market- 
ings in first six months of year 
will be about $10,600,000,000, or 9 
percent less than in 1949's first 
half, estimates Agriculture de- 
partment. 

Business INventories—At end of 
April, value was set at $54,900,000,- 
000, about $200,000,000 under month 
earlier and $3,000,000,000 less than 
April, 1949. 


Top Cars 


New-car registrations for two 
months, plus 48 states in March 
and April, and 16 states in May: 
1950 Pos. Make 1949 Pos. 

1—448,434 Chev. 238,941— 2 
2—381,551 Ford 256,814— 1 
38—165,711 Buick 117,306— 4 
4—140,607 Pontiac 83,711— 5 
5—118,854 Olds. 76,114— 6 
6—101,865 Mercury 53,372— 9 
7— 98,643 Stude. 54,045— 8 
8— 92,302 Plym. 145,929— 3 
9— 57,467 Dodge 67,823— 7 
10— 53,978 Nash 42,676—11 
11— 47,838 Hudson 50,607—10 
12— 28,981 Chrysler 38,709—12 
13— 24,829 Packard 31,191—13 
14— 23,457 Cadillac 27,087—15 
15— 20,707 DeSoto 30,938—14 
16— 11,911 Kaiser 17,401—16 
17— 10,717. Lincoln 14,206—17 
18— 8,783 Willys 8,515—18 
19— 3,727 Frazer 8,230—19 
20— 2,215 Crosley 4,440—20 
21— 2,055 Austin 943—22 
22— 343 Ang.-Pref. 2,385—21 
* Total All Makes 
1,846,612 1,373,356 

For further details see page 

20, today’s issue. 
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The oe of the Industry 


Average 


Further Rise Seen This Month Due to Record Output; 
Typical Outlet Has One More Than Month Ago, 
But Two Less Than Year Ago 


By Bernie Thomas 
Associate Editor 

HE NATION’S plants turned 

out a record 582,404 passenger 

cars in May, but on June 1 the 
average U. S. dealer had a poten- 
tial inventory of less than 10 cars 
—only one more than a month 
before. 

Automotive News’ tabulations 
show that on June 1 stocks of 
new cars at dealerships through- 
out the nation totaled onlky 396,- 
243 units. Of that total, 236,043 
were actually on hand while an- 
other 160,200 were still in transit. 
A month previous U. S. dealers 

had 196,738 cars actually on hand 
and were waiting for 152,500 from 
the factory for a total potential 
inventory of less than nine cars 
each. 

Thus, the average dealer on June 

1 had two cars less than at the 

same time last year and less than 

three more than on July 1, 1948, 

when “new-used” cars of most lines 

were selling for over-list prices. 
* * * 

ATE reports from representative 
4 areas show new car sales in 

June running at the fastest pace 
of the year. However, an expansion 


Studebaker Plant 
In East to Up 
Output 85,000 


OUTH BEND, Ind.—Studebaker 
announced last week that it 
will begin immediate construction 
of a new passen- 
ger-car assembly 
plant near New 
Brunswick, N. J., 
with a capacity of 
85,000 cars a year. 
The plantis 
scheduled to go 
into operation 
about May 1, 1951. 
It will cost $5,- 
500,000 to build 
and equip the 


Harold S. Vance 


plant. 
Harold S. Vance, president, said 


Studebaker is currently building 

cars and trucks at the rate of 

360,000 units a year. 
* * + 

E SAID the new structure will 

give Studebaker one of the 
most modern assembly plants in 

the country and will facilitate de- 
livery of cars to dealers in the 
vast Eastern market. 

The project will be on a 165- 
acre tract in New Brunswick 
township, acquired from _ the 
Pennsylvania railroad. It is on 
the main line of the Pennsylva- 
nia. Building contracts have al- 
ready been let. At the start it 
will employ some 2,500 people. 
The new plant will be a one- 

story structure, with more than 
400,000 square feet of floor space. 
+ * x 


TUDEBAKER will assemble, 

paint and trim passenger car 

bodies there as well as assemble the 
complete automobile. 

“The New Brunswick operation 
will have a beneficial effect on 
the South Bend area in the form 

(See STUDEBAKER, Page 44, Col, 5) 
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Is Now 10 


of dealer stocks this month is still 
likely. 

U. S. plants have plans for the 
production of about 680,000 cars| 
this month, It isn’t likely that sales 
will be able to eat up all that vol- 
ume, 

Indications are that the aver- 
age dealer will start his July 





business with two more cars on 
hand, with the prospect that his 
stock will increase at about that 
rate through the rest of the year 
until inventories are near a more 
normal level. 

Despite the slight increase in to- | 
tal dealer stocks as of June 1, the | 

(Continued on Page 41, Col, 1) 
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Prices Continue 
To Hold Steady 
On Used Cars 


ppaaAtens who predicted a steady 
course for used-car prices in 
June can sit back and call them- 
selves prophets because the month 
has been one of “smooth sailing” 
for wholesale prices. 

The overall average price of 

(Continued on Page 46, Col. 3) 


RAMBLER STATION WAGON BOWS—The new all-steel addition to the Nash line went 
on dealership display Friday. With an advertised-delivered price of $1,808, 
Nash calls the station wagon the lowest-priced "Custom" 
the market. The wagon is on the Rambler 100-inch wheelbase and is the first to use con- 


same as the 
wagon on 


struction in which body and frame are of one unit. 


Nash Rambler Wagon 


NASH last week expanded its 100- 
inch-wheelbase Rambler Cus- 
tom line with introduction of a 
five-passenger station wagon priced 
|competitively at $1,808. 

| The advertised-delivered price of 
| $1,808 includes as standard equip- 
ment such extras as radio, Weather 
Eye heater, directional signals and 
foam rubber cushions. 

Sales Vice-President H. C. Doss 
called the new model the lowest- 
priced “custom” station wagon 
on the market. 

Dealer display of the _ station} 
wagon followed by two months un- | 
|veiling of the first Rambler model | 
—the convertible. Due this autumn | 
|are a two-door sedan and business 
coupe. 





| 


* * * 


frok comparison, Doss said, the 
station wagon is $251.95 to 
$257.70 less than similarly equipped 
station wagons available in the 
lowest-price field. Other equipment 
offered at no extra cost includes 
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Is Priced at $1,808 


chrome wheel discs, electric clock 
and courtesy lights. 

The car has been in limited pro- 
duction for several weeks and deal- 
ers are being supplied with models 
as rapidly as possible, he said. 

Doss said the new station 
wagon is designed to meet the 
needs of owners requiring ample 
passenger and cargo space. 

According to Doss, “the new 


Rambler is nimble and arma 
(Continued on Page | 44, Col. 1) 





‘ord of 7,130,000 vehicles. 
| 6,249,988 units—5,118,293 cars and 
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198,677 Vehicles 
Set 3rd Output 
Mark in Row 


Increased Schedules 
In GM, Chrysler Offset 
Packard Changeover 


NCREASED schedules at General 

Motors and Chrysler plants last 
week more than offset a model- 
changeover shutdown at Packard, 
sending vehicle output in this 
country to a new alltime high for 
the third week in a row. 

Rolling from all U. S. assem- 
bly lines last week were 165,776 
cars and 382,901 trucks for a total 
of 198,677 vehicles, according to 
Automotive News’ estimates. 
That effort, only 1,323 units be- 

low 200,000, was nearly 3,000 vehi- 
cles better than the previous week’s 
turnout of 165,423 cars and 30,469 
trucks—a total of 195,892. 


Thus, U. S, plants rolled into this 
week still producing vehicles at a 
rate of better than 10,000,000 annu- 
ally, and virtually certain of round- 
ing out June having produced some 
701,000 cars and 122,000 trucks for 
an unprecedented monthly total of 
823,000 units, 

* + + 
Most production observers fore- 
cast that June output will es- 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


198,677 
195,892 


149,479 


Last Prev. 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 46. 


tablish a record that will stand for 
a long time to come. They antici- 
pate the producticn of about 1,400,- 
000 cars and trucks in July and 
August, with each month account- 
ing for about 50 percent of that 
volume. 

September is expected to see the 
auto industry’s overall volume 
start a downward trend that will 
gradually level off at probably 40 
percent below current levels. 

The last four months of this 
year are likely to see about 
2,000,000 cars and trucks roll from 
U. S. plants, as compared with 
2,205,000 in the first four months. 

Total 1950 production in U. S. 
plants is seen including 5,950,000 
cars and 1,180,000 trucks for a rec- 
A total of 


(Continued on Page 46, Col. 1) 


Auto Pax Deliv Seen 


By Bethune Jones 

Staff Correspondent 
NONTINUING a trend which al- 
ready has seen such measures 
enacted since the war by more 
than half the states, higher gaso- 
line and other automotive taxes 
will be presented next year in the 
legislatures of at least 27 states, 
according to a survey of state cap- 

itals. 

To aid in making up a $2,000,- 
000,000 annual deficit between the 
current level of highway con- 
struction and estimates by fed- 


eral and state officials of the 


| amount needed to bring the na- 


tion’s highways, rural roads and 
urban streets up to modern stand- 
ards, highway bond issuance, 
toll roads and use of general tax 
revenue for highways also will 
continue to be widely proposed, 
it is predicted. 

Motor fuel taxes have been in- 
creased since the war in 27 states 
—California, Colorado, Connecticut, 
Delaware, Georgia, Idaho, Iowa, 
Kansas, Kentucky, Louisiana, 

(See LEGISLATION, Page 44, Col, 3) 
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Supplier Labor Score 
Ts Still Confused 


O SOONER had the auto in- 
dustry eliminated one threat to 


tor Products, it intensified opera- 
tions against the Briggs Mfg. Co. 





























THE NEW VOLKSWAGEN—The Porsche 354 is said to be a streamlined version of Hitler's 


dream car for 


tep speed of 90 miles r hour 


the people. It has twin carburetors and does 30 miles to the gallon, with e 
according to the designer, Ferdinand Porsche, who Is 


standing at the right with his son, Ferry.—(Acme phote). 























United Jewish Appeal 
Pays Tribute to 5 





were: Mayer M, Lasker, New York, 
Chrysler line; Joseph Cherner, 
Washington, among Ford dealers, 
and the three Schnurmacher bro- 
thers—Charles, Adolph and Irwin 
—for work in the GM group. 


The awards were given to them 
by J. A. O'Malley, Chrysler gen- 
eral sales manager; Harry J. Kling- 
ler, Pontiac general manager, and 
Walker A, Williams, Ford division 
general sales manager. 




















flush with the floor; removable floor boards 





MERCURY'S 1950 STATION WAGON—A feature is the center seat which can be folced 


and new support arms for the tailgate permit 


a flat floor surface from the rear of the driver's seat to the end of the tailgate. New 
terior trim combinations are available In this latest addition to the line. 








its record production pace last Three Briggs plants were 
week than it was faced with an-| closed that day while 9,600 work- ACT 
other. This time it was a jurisdic-| erg attended “a union meeting,” € 
tional dispute between two unions| which the UAW said was called eae | 
which threatens to curtail Ford) xo that Briggs workers could be _— 
Motor Co. operations. informed on the status of nego- Seven 
The week’s activity made the | tiations with the company. rovett 
score in the major labor disputes Apparently the only progress fn the 
league: One ended, one started | made was physical as company and Vane, 
and one tied. The one ended was | union negotiators shifted to the ager, c 
the Motor Products tieup, and | Book-Cadillac hotel in downtown try on 
po Par continuing is the Briggs | Detroit to continue their discus- bontrac 
conflict. ; : sions. NAD 
The UAW served notice i ~~ A Briggs strike would idle some Commi 
that a strike would begin. at  10|%:000 of the company's workers in resulte 
‘ nine Detroit area plants and one in| w ISTRIBUTOR COUNCIL CONVENES—PI for developing a field organization geared to increase Willys-Overland's retail contrat 
a.m. today (June 26). Negotiations Evansville, Ind. Much worse, how- “wan ae vretined to the group, which met in Toledo. The "eouncll, formed to strengthen the relationship = ry ore” = ng dealers 
were scheduled to continue at a ever, would be the effect on plants | distributing organization, meets three tenes 0 ee members (left © ed tenes as eae ah Ry i. 0. Sehwenhe 
»ti i i ose a > anf 1 : i : i + We ; C. S. Dennison, ; . ' , Z 
oe ee supplied by Briggs. These include gs idesdem: B. 0. ge ieoriden Lyman W. Slack, distribution vice-president; W. S. Venn, general sales manager; associa 
wae sald. Chrysler divisions and Packard,| 6G. W. Mcininch, Omaha; Tom Slade, Jacksonville, Fla.; W. H. Becker, Indianapolis; K. M. Mueller, assistant to the owe pees, man trade | 
The jurisdictional dispute threat-|anq the strike’s effects would be| ager; R. Fraker, substituting for Lawrence Miller, St. Louis. Seated (front): L. L. Myner, Shreveport, La., and L. H. Johnson ir., Dallas mulgat 
aw an os te = mecmend felt immediately by these com-|~ ie or | a . . Dem: 
the - an e Brotherhood | panies, 2 T; soon tl 
of Blacksmiths, Drop Forgers and * * & B tl 2 R ZS [ to Give eet an 
Helpers (AFL) in Canton, O. froRD's troubles in Canton began we +" a 0Oo e in ria ald Ri 
oo eee, Sue last Tuesday when the com- anned in Cambridge = 2 * « ht i. 
HE conflict in Canton tended|pany was forced to close the re- CAMBRIDGE ian atin Distri ution nsig’ better 
temporarily to draw attention|cently established forge plant in nolay het-reds jalopies or loud ing tha 
away from the troubled labor scene|that city. The action was dictated honk horns will ~ alowed in By Bernie Thomas sense, none of the five can b Ber 
in Detroit. There was still plenty|/by the attempt of the AFL Black- this city The city council Associate Editor termed “automobile people.” then 
of action in the motor city, how-|smiths Brotherhood to move the : a : ; er . ; . « © 
ever membership of UAW Local 542 into| ©macted an ordinance prohibit [JETROIT.-It_ appeared certain) seveRAL days of testimony | "nse 
Last Monday (June 19) the |the AFL union | ing loud, disturbing and unnec- at presstime Thursday that five | \ inted a picture of the ring’s this s 
UAW ’ ‘o1 Ww essary noises from 10 p. m. tO | members of a multi-million-dollar > 7 ace turers 
and Motor Products Corp. Both the UAW and Ford took| 7 including th of ja- ; : . : dealings with Rund Motor Sales as 
7 } a. m., including those J automobile bootlegging ring would | aes confe! 
negotiators reached agreement on (immediate steps to end the rebel- lopies “so out of repair or 80 | have to stand trial here for alleged | ‘OWS: ; 
a pension plan. An all-night bar- |jion. Ford filed unfair labor prac-| overloaded as to create loud | "2° ‘© of Mi hie hen tanen Members of the ring first made of the 
gaining session preceded the tice charges against the AFL union| and unnecessary grinding, grat- |°’2S!0" Of Mic ao an ‘pre- | contact with Charles Wilson, refuse 
agreement which ended a strike |in Cleveland, while the UAW] ing, rattling or other noise.” aan ere i vive inci | SeMeral manager of the Rund less t 
begun five days previously. scheduled a special meeting of its The ordinance was simed at ae ae ie a Sicies * | dealership on Fort St. (Rund has vielen 
The terms of the Motor Products| 23-man executive board to consider| farvard and MIT students. wee ’ e th Is| ag aati vy bee | another Cadillac-Oldsmobile out- agend 
agreement were ratified by a 947|placing its local under an admin-| Blowing of horns, ringing of outs anadinmana wan aa 4 let at 3801 Cass Ave., Detroit.) The | 
to 369 vote by members of UAW | istrator. gongs is also banned if the re- io oh to ; Wilson Bape ps a the pret me en en 
Local 203, and the company's 3,700 A UAW spokesman blamed the | sultant noise may be heard 100 Out of a maze of testimony pre-|°Ve™ to Mare meyee, Diff - roads, 
workers returned to the job Thurs-| trouble on William M. Owen, Lo- feet away. sented te Resesder’s Court Seka J. salesman a firm. Di oe discune 
day (June 22). cal 542 president. Owen was ac- Maher regarding the bootleg sale — o— page pe Any d 
Ee : cused by Kenneth Bannon, UAW of hundreds of new cars obtained th “ = a el ale the fac- derson 
Was the UAW was settling up| Ford director at Canton, of con- CATA’s Yarnall last year from Detroit new-car | ,0°¥ Were GenVEr e leader. 
eccree tcettrece a: aaa an aie a ae : | dealers came these charges: = some cases, Chappus is said rte 
on an cae te CAG . 1. That Rund Motor Sales (Cad- * Parl ite | 
Truck Tax Hike | ari.'%z2it te UAW contract |Says Auto Sales ini. Cistmonit, smo w. Pore Se, [82 Mave met Marx, Parker or Harper 
aS he rane. ° | Detroit, sold 88 cars—39 Cadillacs |~~. a : Close 
‘a Ford warned Owen that his at- Will Hold Pace and 49 Oldsmobiles—to the ring in Po _ ee uae sald = FAI 
Urged at Council tempts to force a strike might re-| Gpycaco. Automobile sales|# three-month period, giving dis-|pind’s business office. des 
sult in the company filing a civil). . ; counts as high as $500 per car. : ; 
Of ~ B di suit for liabilities for any damage|W#!! continue at a fast pace the ee * + manuf: 
tate oaies ‘ . : rest of the year, Frank H. Yarnall, N ALL cases, no license plates and h 
or loss or production resulting from THAT Clark Auto Sales (Pon- that 
WHITE SULPHUR SPRINGS, |such a strike. Chicago Automobile Trade Assn. bthen) S8kt Weeteesd Ane were put on the cars nor was a.” 
W. Va. — A recommendation oo Del S. Harder, Ford manufactur- | President, told the group’s 46th an- Detroit, ‘sold 86 Pontiacs to the (Continued on Page 43, Col. 1) ent 
motor a oe ing vice-president, said that if the |nual meeting. ring in a similar period at dis- distrib 
= yl igher E are oO e _— strike is not ended shortly, all divi-| He based his forecast on such|counts ranging from about $200- Crosley Reduces With 
he t Ss wig d — aot ke elas th — 1 sions of the company may be forced | factors as heavy demand and pro- | $335 per car. - many 
ast week in a report to the Council | +, cose. duction, the obsolescence of mil- 3. That the ring did business on| P 1ces $63 to $86 avenue 
of State Governments meeting here. ah ae) ge een ae 7 t f “seein irr ; ; 
The 198-page report on motor cars, and the return of/the same volume basis with as| legislat 
dene lati 4 thee THER labor news last week|labor peace to the industry. many as 35 other new-car dealers O All M d l proven 
ruc regulation concede ha neestus di tn | a ; : nh odets , 
highway transport is a most im- made more cheerful reading. Another speaker, Harry G.|in Detroit; and that in most cases | ; sentati 
portant and necessary adjunct to|#4dition to the Motor Products set-| Moock, former Plymouth Vice-|the dealers obtained the cars on| CINCINNATI.—Price reductions their r 
the agricultural and _ industrial Ses SS ee SSS) president and now a sales coun-|an “over-quota” basis from the/on all passenger and commercial federal 
economy. a e selor, said that of the various kinds | factory, often with the approval of | models, ranging from $63 on the Dealer: 
However, it said that violations Buick Continues of auto salesmen the “creative type” |one or more factory sales officials.|Super sports roadster to $86 on the have a 
of weight. limits by some truck jis best. Capt. Edward Cooper of the |Super sedan, were announced by home. 
operators are causing material Hot Sales Pace “The creative type of salesman| Michigan State Police said that |Crosley Motors, Inc., last week. — Eve 
“ cs isn’t afraid to let the cus r do| More than a $1,000,000 in cash- New retail factory delivered pric- to obi 
damage to roads and “are gradu : a aoe i e tome en 5 : : h Mari Ind 1 é ji 
ally destroying, in large part, the FLINT.—Sales of new Buicks in|some of the talking,” Moock as-| ier’s checks involved in the car jes at the Marion, In “ — are: Neithe 
$50,000,000,000 investment which the | the first 10 days of this month con-| serteg. “He doesn’t carry the bal]| Purchases had been subpenaed, Station ee a = gover: 
American people have in highway tinued at the rate of 50,000 8! all of the time. He must have the and that much of the ring’s ac- dan, $882; convertib e, $8 2; road- cand 
systems.” month, according to Ivan L. Wiles, curiosity of a cat, the tenacity of tivities still remained to be in- | ster (Hotshot), $872; pickup truck, aveten 
Volume of American industry and Buick general manager. a taxi driver, the enthusiasm of a| VeStigated. $825, and panel delivery, $856. pe cc 
commerce concerned with the high- Wiles revealed that 16,231 Bu-|Sinatra fan, and the energy of a Defendants in the _Case are: Retail factory delivered prices on aaa 
ways was estimated at 25 percent. |icks were sold in the first 10 days | bill collector.” George Parker; his wife, Esther; | Super models are: Station wagon, ome 
i i i ; th his was her son, Kenneth Pence; Edward | $984; convertible, $953.50; sedan, ’ 
Th 1 d that th 1 of June, and added at this ird | 
e council sai a is volume Hat , Dealers can do no better than Gail a Robe FH 1 $951 d dster (Su Sports) that 
will continue to grow, “yet very|39 percent over the similar period|train star salesmen as eventual|C®!! 2” overt ». Harper, alas = wr oF ; ments 
; i ; : several other names. In a strict | $925. 
few of the roads now in use were|0f June, 1949. Total sales in the/heads of their businesses when cancel 
built to carry loads exceeding an | Jan. 1-June 10 period were 246,761,/they are ready to retire, Moock —$_$____— = Ee seta a aa ts 
axle weight of 18,000 pounds.” Wiles said. said. portur 
De Rn aT ten = oe cb - —~- Chills 
when 1 
Dealers Honored regula 
ustry. 






NEW YORK. Five Gotham / 
dealers were honored at the annual ne 
banquet of the new-car dealers ee 
division of the United Jewish Ap- Adverti 
ra eae 

Presented with scrolls for out- Coming 
standing leadership in the relief aon | 
drive among their line dealers Reales 
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(The opinions ex 
Munn and are not 


ACTORY contracts are like the 

weather. Dealers talk about 
them, but little has been done about 
them. It is true that NADA has 
given much attention to the im- 
provement of the dealer contract 
in the 33 years of its history. Chris 
Vane, when he was general man- 
ager, constantly traveled the coun- 
try on the subject of unilateral 
contracts. 

NADA inspired a Federal Trade 
Commission hearing in 1936. This 
resulted in some improvement in 
contracts. Factory influence on 
dealers resulted in a negative vote 
on a referendum taken by the 
association, and as a result fair 
trade regulations were never pro- 
mulgated. 

Demand for contract revisions, 
soon thereafter, again asserted it- 
self and the NADA employed Don- 
ald Richburg at a fee of $25,000. 
His experience in negotiating a 
better contract was so disappoint- 
ing that he resigned in six months. 

More recently, M. O. Anderson, 
then president of NADA, ar- 
ranged a meeting to talk over 
this subject with the manufac- 
turers’ association. When the 
conference was called a number 
of the manufacturers’ executives 
refused to sit in the meeting un- 
less the subject of contract re- | 
vision was erased from the 
agenda. 

The manufacturers agreed to talk 
on excise taxes, highway safety, | 
roads, parking, etc., but refused to 
discuss dealer factory relations. 
Any dealer who knows M. O. An- 
derson can’t think of a_ better 
leader. He exemplifies a friendly, 
diplomatic attitude, and sound and 
fair judgment. 


+ * * 





Closed Door Policy 
EALERS don’t like this closed | 
door policy on the part of the 

manufacturers. They feel frustrated 

and helpless. Many dealers say 


pressed herein are those of Columnist 
necessarily those of Automotive News). 






out: 
ter off with some federal regula- 
tions in force to prevent private 
interests cutting all the timber in 
leaving much of the 
upper part of the state denuded 


Michigan, 
and lost to succeeding genera- 
tions?” 

As we live closer to each other 
and become more and more de- 
pendent on each other, surely there 
are occasions when the government 
must be the agency to act as a 
referee and protect the interests of 
the entire population. What would 
a bal game be without an umpire? 
Many dealers urge that the govern- 
ment be used as an umpire in the 


contract situation. 
* + * 


| 
“Wouldn't we have been bet 


Dealers’ Argument 
|b gre gprs arguing the necessity | 

of government aid in contract | 
revision say that small businessmen 
located in every community must 
be given every consideration be- 
cause they are such important fac- 
tors in the economy of this nation. 
If all profits go to large corpora- 
tions, there would be nothing left 
to hold this nation together. 


Asks States to Name Industry Groups... 





NADA Activating Program 


WASHINGTON.—Stepping up its 
program for immediate action, 
NADA’s Industry Relations com- 
mittee last week called upon every 
state dealer association president 
“to move at once in appointing a 
state industry relations committee,” 
according to Chairman George 
Ziesmer, 

Pointing out that there will be 

54 such state groups, Ziesmer said 





that “such a nationwide commit- 
tee structure will result in ap- 
proximately 1,000 dealers being 
organized to study and work on 
industry relations problems at 
state levels” 

State committees, he added, will 
screen information and forward to 
NADA's national committee all 
factory-dealer relations problems 
of a national character which 





STATE, LOCAL ASSN. OFFICERS MEET—Discussing dealer problems at a meeting of the 
Middletown (N. Y.) Automobile Dealers Assn. are officers of the local organization and 


the New York State Automobile Dealers Assn. 
Harold M. Stanton, state association director; C. D. 


dietown association vice-president; 


Left to right are Joseph B. Greenwald, Mid- 


Henderson, state association executive vice-president; Robert H. Baker, Middletown asso- 


ciation president, and George D. Gardner, state association president. 


the first automonile contract was PPlqntis Mum on Ad Costs, 


written. Then opportunities and 


oy te ge ee 4 Freigh t Marku |p Plans 


far we can go now with the sale 
of new cars depends upon the ex- 
tent of the satisfaction the owners 
of 45,000,000 vehicles now on the 
road obtain from their use. 

It is the automobile dealer and 
his independent investment, they 
say, that determines just how far 
this industry can develop. The 
strength of the dealers is auto- 
matically the strength of the fac- 
tories. Dealers have many things 
to worry about besides contracts. 
Their internal relations with their 
own organization, public relations 
and keeping themselves liquid, | 
for instance. 

These items are more or less | 





ITH the exception of one auto 
manufacturer, all factories 
withheld comment last week on 
the subject of dealers marking up 
freight charges and passing factory 


advertising charges along to the 
car buyer. 
The problem came up when 


NADA told dealers: 

“It appears that you have the 
option to mark up your freight 
and pass on the advertising 
charge on your retail sales, as 
many dealers are presently do- 
ing and as is common practice 
in other industries.” 

NADA cited a survey of 13,519 
dealers, of which 86.6 percent felt 


that manufacturers have always|under their own control and their|they were entitled to a normal 


taken too little share of the re- 
sponsibility in the final profitable 
distribution of the product. 

With direct negotiations denied, 
many dealers feel that the only 
avenue left is through national 
legislation. Dealers have already 
proven their influence with repre- 
sentatives and senators. In fact, 
their record in obtaining favorable 
federal legislation is outstanding. 
Dealers, being small businessmen, 
have a lot of political influence at 
home. They control a lot of votes. 

Every dealer I have ever talked 
to objects to police state methods, 
Neither do they want a socialized 
government. They want a con- 
tinuation of our free enterprise 
system and speak for it in no 
uncertain terms. But the free 
enterprise system, to continue to 
work, must be free. They feel 
that with their huge _ invest- 
ments, a contract that specifies 
cancellation without cause does 
not bring them freedom of op- 
portunity. 

Chills run down their backbones 
when there is talk about federal 
regulations in the automobile in- 
dustry. But many dealers point 
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| today: 


own responsibility. But factory | 
contracts are basic. They affect oy 
departments of the dealership. 
That's why dealers feel frustrated | 


in their inability to negotiate a 
better one. 
They feel the door should not 


be closed on this subject. A change 
is as important to the factories as 
it is to the dealers. It is a subject 
that must be, and will be, solved. 

Dealers have hopes that it can be 
done through negotiation rather 
than legislation. But, whatever is 
done must be done soon. The need 
for a change will be more apparent 
as volume production continues to 
roll off the assembly lines. 

One dealer gives me as a slogan 
“Beware the Ides of March, 
1951.” 

Let’s get contract negotiations 
now! Not for the benefit of the 
dealers, or for the benefit of the 
manufacturers, but for the benefit 
of the public who buy and use 
motor vehicles. 


Arkansas Dealers 


Name Ben jamin 


LITTLE ROCK, Ark. — W. L. 
(Link) Lewis, associated with the 
automotive industry in Arkansas 
since 1912 and manager of the 
Arkansas Automobile Dealers Assn. 
since 1940, resigned Thursday. 
Lewis is retiring for reasons of 
health, and will remain in an ad- 
visory capacity to the association 
which he has successfully man- 
aged through the difficult war 
years. 

He will be succeeded by George 
H. Benjamin, former bank employe, 
purchasing agent and public rela- 
tions director, who comes to the 
position from his present post as 
public-relations director of the 
Keep Arkansas Green Assn., fores- 
try development organization. 














Price Declares 


NADA Plan Is 
Right Step 


DALLAS.—The 10-point factory- 
dealer relations program projected 
last week by the Industry Rela- 
tions committee of NADA was de- 
scribed by Dick Price, Dallas auto 
dealer, as “very definitely a step 
in the right direction.” 

Price, who is sponsoring or- 
ganization of Chrysler Corp. deal- 
ers independently, said that the 
proposed election of dealers to 
act on dealer relations councils 
will necessitate meetings by | 
Chrysler Corp, dealers through- 
out every state. 

“It is hoped,” he added, “that 
the Industry Relations committees 
established at state levels will be 
composed of dealers elected by 
their representative groups of like 
dealers in order that dealers in the 
state will feel duly represented.” 

“The appointment of a full- 
time staff member will be an ag- 
gressive step if that staff mem- 
ber will be a man looking for a 
job and not for retirement, 

“Chrysler Corp. dealers,” Price’s 
statement continued, “will be the 
ones to derive the most benefit | 
from this program, inasmuch as 
the other two large manufacturers 
have dealer councils of one type! 
or another. 
“The dealer-elected council rec- 
ommended by NADA is the type of 
council used by Ford Motor Co., 
and the chairman of the Industry 
Relations committee (George Zies- 
mer) bringing this program out is 
a Ford dealer. 

“I can agree with most of the 
recommendations of NADA, but 
it is my frank opinion that the 
one way to eliminate so-called 

(See PRICE, Page 45, Col. 4) 









profit on investment in freight and 
transportation costs. Also, 90.8 
percent said they felt they should 
include in the delivery price the 
advertising charge made by the 
manufacturer. 

* + * 

;ACTORY reaction was evasive 

in most cases, 

One member of the Big 3 admit- 
ted to having a policy but said it 
would rather not reveal what it is. 
“Let a sleeping dog sleep,” a spokes- 
man for this firm said. 

He then said he believed it 
was not a major problem as yet 
but that it might be when sell- 
ing became tougher. 

The independent company which 
replied said it suggests to its deal- 
ers that they pass along actual 
freight charges to the customer 
but that they make no profit on it, 
and that dealers should absorb fac- 
tory advertising charges. 

“And in no case do we know of 
a violation of either,” the firm 
stated. 

. + * 
ANOTHER Big 3 firm said, “off- 
the-record,” that dealers could 
do as they please—because it’s le- 
(Continued on Page 45, Col. 4) 


On the House 


should properly come to the atten- 
tion of the NADA group, 

“Industry relations committees 
organized on a state basis repre- 
sent a very practical approach, and 
can do much to effectively assist 
the national body in furthering 
dealer-factory relations to the mu- 
tual advantage of both,” Ziesmer 
stated. 

The national committee, he 
said, is now ready to set in mo- 
tion other activities to carry out 
various phases of the long range 
10-point program adopted at its 
June 6-7 meeting in Washington. 
A special committee of the full 

NADA industry relations committee 
was in session here during the past 
week, 


Out-of-State 
Used-Car Law 


ALBUQUERQUE, N. M.—Dealers 
have been asked by the New Mex- 
ico Auto Dealers Assn. to report to 
the state motor vehicle department 
any out-of-state automobiles being 
sold on used-car lots. 

The department, cooperating with 
the NMADA, has agreed to enforce 
a 1941 law that requires registra- 
tion, within 10 days of its entry, 
of any used car brought into the 
state for resale. 

The law also requires the seller 
to post a bond with the motor ve- 
hicle commissioner in order to pay 
any damages that may arise due to 
failure of title or breach of war- 
ranty as to quality, condition, use 
or value of the vehicle. 

If the regulations are not com- 
plied with, the dealer or finance 
company is prohibited from recov- 
ering the car or the balance due 
on the purchase price, plus being 
subject to a maximum $500 fine 
and six months imprisonment. 





Kans. Implement Dealer 


Acquitted of Fraud 


WICHITA, Kans.—C. M. O'Leary, 
Kingman implement dealer charged 
with using the mails to defraud, 
has been acquitted in federal court. 
The government charged him with 
accepting deposits on combines, 
failing to deliver and failing to 
return the money, in an accusation 
containing 23 counts. 

O'Leary contended he was pre- 
vented from returning deposits be- 
cause the government seized his 
property for income tax deficiency 
July 1, 1947, and subsequently sold 
$70,000 worth of his property at 
auction for $9.000. 


Top GM officials—from C. E. Wilson on down—paid a glowing 
tribute to Dave Ralston, Oldsmobile’s former general sales chief, at 
a farewell dinner staged last week by Detroit Olds dealers. It was 


Lansing (Mich.) 


obsoleted “the 





dealers will be 


largest array of top brasshats to attend a testi- 
monial dinner in many moons. 
been with GM for 31 years and two months (17 
years with Oldsmobile), is going to Europe after 
his retirement June 30 and will devote his time 
thereafter to farming and the directorship of a 


... Ralston, who's 


bank. . . 


Dave Griffith, dean of Detroit Olds dealers, 
toastmastered the elaborate dinner in the DAC; 
presented Ralston with a 19-inch screen tele- 
vision set as a gift from Detroit dealers. .. . 
Wilson, declaring that “the man in a car” had 


man on a horse,” wondered if 
able to sell again when it be- 


comes necessary. Discussing GM’s recent five-year contract with 


the UAW, Wilson told me he 


provement factor” in the 


first thought of the “annual im- 
pact when he was laid up nine years 


ago after breaking his hip ice skating (he gave up skating but 
kept working on the idea of how to let workers share yearly in 


technological advances). . . . 


Among other top officials present 
GM's distribution 


Jones of Olds; Bill Hufstader, 


E. Skinner and Ray 
vice-president; 


were S. 


Herb Gould, Motors Holding’s general manager; C. L. McCuen, for- 


mer Olds general 


manager and now head of GM research... . 


Hufstader reported retail used-car sales are also booming in GM 


dealerships. . . 


. George D. Spinks, 


Olds dealer in Bristol, Va.-Tenn., 


who got Ralston his first job with Chevrolet in 1919, came up for 
the dinner after reading about the affair in this column a few 


weeks ago. 





—Perre WEeMHorr, 
Editor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
the dealer on used vehicte accepted in partial payment for a new 
car or truck. ry a doliar of 


ine tax collected by state or federal 
governments applied to the building and maintenance of highways. | 4. The 


elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the ‘rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


The Problem Is Ancient 
But Not Unbeatable 


ECEIPT of a little booklet the other day reminded us 

that the problem of bootlegging of new cars existed 
before the first World War, to say nothing of the second. 

A New York “new-car cut-price merchant,” who adver- 
tises all makes of new cars at a discount, ends his booklet 
with the notation: “Established in 1916.” 

However, just because it has been going on for a long 
time doesn’t mean that nothing can be done about it. 
Recently, several approaches have been made toward a 

solution. 

NADA has promised to act to clarify the legality of ter- 
ritorial security clauses. Some time ago General Motors 
eliminated such clauses, citing the trend of antitrust de- 
cisions. 

NADA’s approach seems to be logical, but here again it 
should he pointed out that security clauses are only effective 
if they are enforced. Many dealers say that few factories 
did a good job of enforcement. 

Texas dealers have another approach. They are seek- 
ing to halt bootlegging through a district court suit 
under the state’s Certificate of Title act. 

The suit would force state officials to refuse to issue 
licenses for new cars, unless the application was accom- 
panied by a manufacturer’s certificate. 

In New Mexico, the state dealers’ association reports that 
state officials have agreed to enforce a statute requiring 
registration with the Motor Vehicle department of any car 








brought into the state for resale within 10 days from its) 


entry, and the posting of a bond for the benefit of the pur- 
chaser of the vehicle, conditioned to pay all damages that 
may arise due to failure of title or breach of warranty as 
to quality, condition, use or value of the vehicle. 

Another approach is that of North Carolina, where 
the state association reports every 15 days on cars sold 
by non-enfranchised dealers. The association supplies 
manufacturers with the motor number, name of buyer, 
selling dealer and previous transfers, if possible. 


Any or all of these methods may be effective—but only 
if strong pressure is exerted consistently for enforcement. 
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Dealer on 


Forum — 
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Epiror’s Note: Believing that 
dealers in every state have their 








peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area, 


THE SEAT of 
tte TROUBLE 


By Paul Johnson 
President, Missouri Dealers 

nS in the questionable days of 

1928, your writer was a drug- 
gist in a small south Missouri town. 
As a pharmacist, I had compounded 
and filled many 
prescriptions. The 
one person I 
hadn’t compound- 
ed for was me, 
and I was mull- 
ing over in my 
mind the pre- 
scription, com- 
pounding, dosage 
and therapy. 
Finally, I arrived 
at a diagnosis 
and prescribed 





Paul Johnson 
the automobile business. 


July 4, 1928, found me off with 
a bang as a Ford dealer for West 
Plains, Mo. After five years’ repre- 
sentation, I took on Chevrolet and 
have been a Chevrolet dealer ever 
since. I enumerate these points 
only as a record of my length in 
the business plus experiencing some 
very unusual times. 

Problems facing the Missouri 
dealer are not unlike those con- 
fronting any other motor-car 
dealer in the United States today. 
Of course, the problem of para- 
mount importance is shortage of 
cars. 

May 23, the Missouri Automobile 
Dealers Assn. had its annual con- 
vention. Out of the nearly 300 
Missouri dealers registered, I talked 
with a good many of them; and in 
general, a healthy, optimistic spirit 
prevailed. 


—— Letterbox 


used, if you so request. 


Enjoyable 
We have received the 1950 AuTo- 


NE ge motive News Almanac. You should 


‘Fine Information ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 





NONE can tell you from where 

or why this continued new-car 
demand comes or stems, but all 
can tell you very definitely they 
like it and see no early slow-down 
of the buying pace. 

However, this is where I take 
issue. With the long-range labor 
peace plans which General Mo- 
tors has just effected and the 
recent conclusion of the Chrysler 
labor difficulties, I see only 90 to 
120 days remaining in this four- 
year-old seller’s market. Just my 
personal observation, gentlemen 
—take it or leave it, Business 
won't be bad; it will be good. 
Yes, business will be good for 

many months yet to come. But 
bear in mind, this good business 
will have to be smoked out, devel- 
oped and consumated. This is 
where the smart dealer fits into 
the picture. The necessity of a 
well-trained, hard-hitting and effi- 
cient dealer organization will make 
itself felt most keenly to the dealer 
who isn’t prepared. 

“Survival of the fittest” will cer- 
tainly prevail in this era. The 
dealer front-door market will be 
as fresh and inviting as yesterday's 
head of lettuce. If you aren’t pre- 
pared—get prepared. 

+ * + 


NCE that customer is smoked 
out and sold, don’t let him for- 
get you. Because we are dealing 
with a more intellectual customer 
than before the war, customer rela- 
tions is taking on a new signifi- 


|eance. They’re going to remember, 


if you forget, so just don’t you 
forget to remember a customer. 
Be available around the dealer- 
(See FORUM, Page 42, Col. 3) 


25 Years Ago er 


The Big Story 


A series of foreign vehicle demonstrations, sponsored by the Soviet 


indeed be proud of this as it really 
contains a great deal of very fine 
information. I enjoyed very much 
reading same.—W. K. PERKINS, 
sales manager, International Har- 
vester Co., Chicago. 
* * * 
Surpasses Others 


May I compliment you on a 
huge job—well done. I would say 
the 1950 Almanac surpasses all 
others. You are to be congratu- 
lated—Wmn. L. HvucGuHson, pres- 
ident, Wm. L. Hughson Co., San 


Francisco. 


* * * 


Creative 

I have just been browsing 
through your Silver Anniversary 
issue. 

It certainly evidences a prodigi- 
ous amount of fine, creative work. 
And I would like to congratulate 
all of you on a magnificent achieve- 
ment.—WituiaM K. Bearp Jr., the 
Associated Business Publications, 
New York. 





* 
Treasure House 


Congrats on the latest Almanac! 
Its added attractiveness is more 
than cover deep. 

To any marketer who has gotten 
away from the “blue sky” school 
of promotion and is keying his 
planning to today’s and tomorrow’s 
market of intensifying competition, 
it is a treasure house of facts.— 
Roy F. Moore, Miller Advertising 
Agency, Detroit. 

+ 


* * 


* * 


Outstanding 


I have looked it (Almanac) over 
‘from cover to cover and really 


government in 1925, was completed by 300 machines, ranging from 


motorcycles to five-ton trucks. 


Most of the Americans who took part in the trials considered 
Russia a market with great possibilities. They found a new wealthy 
class developing that was anxious to buy goods not available in Rus- 


sia. 


Three years later a collectivization drive wiped out the nou- 


veaux riche in the workers’ paradise. 





~—-From the files of Automotive News. 
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No attention is given to unsigned 





think you have done an outstand- 
ing job in selecting and compiling 
this interesting and valuable infor- 
mation on the automobile indus- 
I, « oe 

I want to take this opportunity 
to extend my congratulations to 
Automotive News on its 25th anni- 
versary.—WALKER WILLIAMS, general 
sales manager, Ford division, 
Dearborn. 


Most Valuable 


Congratulations upon the 1950 
Automotive News Almanac, com- 
memorating the 25th year of AuTo- 
MOTIVE News publication. 


The information contained there- 
in is most valuable to all of the 
industry, and, all in all, the publi- 
cation is a credit to you and your 
staff. We appreciate it greatly.— 
H. C. Doss, sales vice-president, 
Nash Motors. 

* 


Which? 


Your story May 22 on “Pinch 
on Equipment” proved to be very 
interesting to me. I am pleased to 
see that Automotive News stands 
for the interest of the motor truck 
dealers. 

The manufacturer of truck equip- 
ment should not be in both the 
wholesale and retail business. If 
they want to sell equipment through 
truck dealers, they should not sell 
to owners, too. It would be bene- 
ficial to them, as well as the truck 
dealers, if the customer would be 
able to buy complete units includ- 
ing bodies from the truck dealers. 

Many times the owners do not 
know the exact size chassis they 
should have for a given body, and 
when they buy their body sep- 
arately they get mismatched equip- 
ment. The equipment manufactur- 
ers are not in a position to contact 
the independent customers for 
bodies like the truck dealers. 

No truck dealer is going to con- 
tinue to give his business to an 
equipment manufacturer who sells 
directly to the consumer. 

Finally, any truck dealer is en- 
titled to make a small profit on 
selling equipment of the body man- 
ufacturers, when he has the body 
mounted on the right chassis for 
the right job. I believe we are al! 
being hurt by this practice. 

The dealer is losing part of his 
precious profit. The manufacture: 
of the body is losing the goodwil 

(See LETTERBOX, Page 6, Col. 4) 


* * 


* * 














ia No wonder the biggest 
7 tudebaker buying wave of all time 


sweeps fhe country! 
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Can Buy from Anyone... 


Standard Tells Dealers 
Of Purchasing Rights 


coast by Standard Oil Co. of Cali- | 


CHICAGO.—Motor & Equipment 
Wholesalers Assn. has informed its 
membership that retail dealers 
handling Standard Oil products are 
free to purchase and handle pe- 
troleum products and automotive 


accessories from any supplier of|the exclusive dealing provisions in 


their choice. 

This has been substantiated by 
an official notice sent to all 
Chevron Outlets on the west 


Pa. Assn. Urges 
Dealers to Aid 


Driver Training 


HARRISBURG, Pa. — (UTPS) — 
Claude S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn., in a bulletin under the head- 
ing “Driver Education Pays,” has 
urged new-car dealers to get be- 
hind driver education programs in 
the state’s high schools. 

“There are 927 high schools in 
Pennsylvania,” Klugh pointed out. 
“Possibly the school in your town 
would be interested in starting a 
course in safety education.” 

Pledging PAA assistance to inter- 
ested dealers or dealer groups, he 
said: 

“In 1945 only three Pennsylvania 
high schools offered behind-the- 
wheel instruction. This year 250 
high schools participated and many 
more are laying plans to start this 
fall. During the past five years 
several hundred teachers have been 
certified to teach safety education. 
To our knowledge, all of the cars 
being used are loaned to schools 
by interested dealers.” 

He cited a recent study involv- 
ing the driving experience of 1,600 
teen-age drivers by the Delaware 
motor vehicle department showing 
that only 100—or 12.5 percent of 
800 trained drivers—-were cited for 
violations involving arrests, acci- 
dents and warnings, while 769—or 
96 percent—of 800 non-trained driv- 
ers were cited for similar viola- 
tions. 


Powerglide Output 
Tops 100,000 
In Six Months 


DETROIT. —- Chevrolet has pro- 
duced more than 100,000 Powerglide 
automatic transmissions, it was an- 
nounced last week 
by T. H. Keating, 
Chevrolet general 
manager. 

Keating said 
that this feat, ac- 
complished in six 
months, sets a 


sion production. 


1,100 a day. It will 
T. H. Keating go up to 2,000 a 
day as soon as the necessary equip- 
ment can be _ installed, Keating 
said. 
Orders are still running ahead of 
production, Keating declared. He 





predicted a continued growth in| 


the demand for the devices. 





SAFETY AWARD GOES TO U. S. RUBBER—H. E. Humphreys jr. (second from left), presi-| Charles T. Fishe 
Beck (extreme right), company safety director, the 


dent of U. S. Rubber Co., shows E. W. 


record for auto-| 
matic transmis- | 


Present rate is} 





fornia and Standard Stations, Inc. 
The Standard Oil of California 
notification was sent out in com- 
pliance with the U. S. Supreme 
Court’s decision which outlawed 


| Standard Oil’s contracts. 

(In this respect, industry ob- 
servers believe that the Standard 
Oil decision gives added support 
to the right of auto dealers to 
buy parts and accessories from 
whom they please.) 

“Gasoline service stations are an 
important outlet for automotive 
products,” states the MEWA bulle- 
tin, “and wholesalers should take 
advantage of this opportunity to 
recapture this market. 

“Notify your salesmen of this | 
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important development and plan 
an aggressive sales program to 
help them.” 

Standard Oil’s letter to its inde- 
pendent dealers follows: 

“This will advise you that, in 
accordance with the provisions of 
a decree entered in proceeding No. 
6159-Y in the United States District 
Court at Los Angeles, neither 
Standard Oil Co. of California nor 
Standard Stations, Inc., shall any 
longer enforce the provisions of, or | 
hereafter enter into, any agree- 
ment, arrangement or understand- 


ing, written or oral, express or 
implied, with any independent 
dealer whereby the independent 


dealer is required to purchase from 
us all of his requirements of any 
petroleum product or automotive 
accessory, to be used or sold by 
such dealer at a retail outlet. 

“It is also provided in said 
decree that neither of us shall 
hereafter sell, or attempt to sell, 
any petroleum products or auto- 
motive accessories to any inde- 
pendent dealer on the condition 
that said independent dealer 
shall purchase from either of us 
any other petroleum product or 
automotive accessory or shall not 
handle or sell petroleum products 
and/or automotive accessories 
supplied by others. 
“In other words, under the de- | 

cree you may handle or purchase | 
any petroleum products or automo- | 
tive accessories which you may | 
desire to use or sell at your retail | 
outlet from any supplier, including 
ourselves. 

“The decree provides, however, 
that we may restrict the use of | 
any pump, tank, container or re- 
ceptacle furnished by us to you 
marked as such, to the storage, 
handling or dispensing of our pe- 
troleum products. 

“Should you care to do so, the| 
decree may be examined in the 
Federal Court clerk’s office in the 
Federal Bldg. at Los Angeles or 
you may secure a copy thereof by 
writing to the Antitrust Division, 
1602 Federal Bldg., Los Angeles.” 


Doss on School Board 


DETROIT. — H. C. Doss has 
been elected to the board of di- 
rectors of Cranbrook School for 
Boys, Bloomfield Hills, Mich., it 
is announced by Gordon O. Rice, 
board chairman. Doss, also a 
trustee of Duke university, is 
vice-president in charge of Nash 
sales, 








National Safety Council distinguished service to safety which was presented to the firm 


by Ned H. Dearborn (center), 


McGovern, 


president of the council. 
vice-president and general manager of the company’s tire division. 


Smiling in approval is J. W. 





NADA ADVISORY COUNCIL REGION I! CONVENES—Shown at the group's recent parley in New York are, from left going around 
the table: E. Ditenfass, first vice-president, Brooklyn and Long Island Auto Dealers Assn.; James R. Johnson, first vice-president, Con 


necticut Automotive Trade Assn.; Carl R. Lane, manager, Connecticut Automotive Trade Assn.; Robert E. Parsons, president, Connecticut 
Automotive Trade Assn.; Thomas H. McElvein, NADA immediate past director, New York; Charles D. Henderson, executive vice-president 
New York State Automobile Dealers Assn.; George D. Gardner, president, New York State Automobile Dealers Assn.; Albert Richard 
second vice-president, New York State Automobile Dealers Assn.; Otto P. Henneberger, manager, New Jersey Automotive Trade Assn.; 
Harry M. Sloate, NADA director, Connecticut; William L. Mallon, NADA Region I! vice-president; Elmer Blauvelt, president, Essex 


| County (N. J.) Automotive Trade Assn.; Carl E. Fribley, NADA director, New York; LeRoy Smith, NADA field representative; William 


Frame, NADA director, metropolitan New York; M. Robert Deo, NADA managing director; Harry D. Doerr, president, New Jersey Auto 
motive Trade Assn.; C. Ray Palmer, manager, Brooklyn and Long Island Auto Dealers Assn.; C. J. Truelson, president, Brooklyn and 





Long Island Auto Dealers Assn.; Stuart C. 


Automobile Merchants Assn. of New York; Charles Schnurmacher, president, 
| first vice-president, Automobile Merchants Assn. of New York. Blauvelt, Smith Deo and Ballard are not members of the council, but 


Aging Seller’s Market’ 


Mo. Assn. Urges Members to Train Salesmen, 


| were in attendance 


NADA Region 
Asks Study of 


| Reorganization 
NEW YORK. — The majority of | 


members of the NADA Advisory 
Council of Region II has recom- 
mended that NADA give serious 
thought to reorganization of NADA 


jand to obtaining services of an 


individual whose duty would be to 
represent the association in all 
matters of importance. 

The original recommendation was 
made by the Connecticut Automo- 
tive Trade Assn. and the council 
then considered it. 

The group also discussed the 


| value of promoting line associations 
and | 


within the present national 
state associations. 
Then the council went on record 


as recommending that NADA de-| 


velop package membership dues to 
cover national, state and local as- 
sociations. 


At the end of the session, mem- | 


bers agreed that the meeting was 
beneficial and expressed a desire 
that a similar parley be held in 
the fall. 


Chrysler Names 
Kelley Secretary 


DETROIT. Nicholas Kelley jr. 
was elected secretary of Chrysler 
Corp. Thursday, succeeding R. P. 
Fohey who has 
been given a leave 
of absence due to 
his health. Kelley, 
with the corpora- 
tion for 15 years, 
will 
supervise the le- 
gal department in 
Detroit. His 
father, Kelley sr., 
is a_ vice - presi- 
dent. 

The board also 
declared a dividend of $1.75 payable 
Sept. 12. This compares with a pre- 





Nicholas Kelley 


ceding payment of $1.50 June 12. 


F bh ose Plan 
New Building 


DETROIT. — Construction of an 
11-story, $10,000,000 office building 
in Detroit’s New Center district 
will begin Oct, 1, it was announced 
by the Fisher brothers last week. 
The new structure, to be known as 
The Brothers Building, will be op- 
posite the General Motors and 
Fisher buildings. 

It will be completely air-condi- 
tioned, with stores on the first 
floor and 10 floors of office space. 
The building will cover about 300,- 
000 square feet of space. With 


announcement, 
William A., Lawrence P., and Al- 
fred J. Fisher. 


continue to) 


Ballard, secretary, Syracuse (N. Y.) Automobile Dealers Assn.; Joseph W. Farlow, manager 
Automobile Merchants Assn. 


of New York: Walter Pape, 





. 





With Hard-to-Get 


JEFFERSON CITY, Mo. To- 
day’s aging new-car seller’s market 
will be sated enough in the next 
90 days to provoke a hard-to-get 
attitude on the part of customers, 
the Missouri Automobile Dealers 
Assn. has warned its members. 


In its official bulletin, MADA ad- 
vised dealers that “the 11th hour 
is at hand for rounding out and 
training your sales organization.” 

Noting that all statistics point to 
a great many more potential own- 
ers than there is potential produc- 
tion, the association said there will 
be plenty of customers but before 
long they will have to be persuaded 
to buy. 

Recommending daily sales meet- 
| ings, that should have been started 
a year ago, MADA said they are 
|“highly important in a continual 
|changing market as they afford 
sales management a chance to keep 
the sales force up-to-date on events 
affecting its market, quotas and 
| product. 
| A well-informed, 





efficient salés 


| organization a will assume nearly 
Letterbox 
(Continued from Page 4) 
of the dealer organizations. The 


customer is not getting perfectly 
matched equipment. The _ body 
manufacturers will have to make 
up their mind, if they want to be 
a retail or wholesale business. 
Harry Esert, Ebert Motor Co. (In- 
ternational), Lansdale, Pa. 


Conference to Fete 


C. E. Wilson Oct. 3 

NEW YORK.—A dinner in honor 
of Charles E. Wilson, president of 
|General Motors, will be held by 
|the automotive division of the Na- 
| tional Conference of Christians and 
| Jews Oct. 3 at the Waldorf-Astoria 
hotel, announces Charles Schnur- 
macher, of Manhattan Pontiac 
Corp., dinner chairman. 















Buyers Returning 





|equal importance to that of the 
| sales agreement, the dealer group 
declared. 

Stating that there are a lot of 
customers yet to be sold, MADA 
urged dealers to “go get ‘em, talk 
to ’em, drive ’em, get an appraisal, 
and get the deal because buyer 
resistance is coming as sure as 
winter weather.” 


Holley Carburetor 
Names Two New 


Vice-Presidents 


DETROIT. Holley Carburetor 
Co. has appointed John C. Holley 
as sales vice-president and E. V. 
Moore as finance vice-president, it 
Was announced here by George M. 
Holley jr., vice-president and gen- 
eral manager. 

John C. Holley attended Cornell 
university and entered the Army 





John C. Holley E. V. Moore 


in 1942. He began his training at 
the company in the engineering de- 
partment during summer _ school 
recesses before the war. 

He has been a member of the 
board of directors since 1946, and 
for the past year has been general 
sales manager. 

Moore was formerly executive 
assistant to the president’s division 
of U. S. Steel Corp. and before 
that assistant to the finance vice- 
president of Willys-Overland. 








| WISCONSIN DEALERS CONFER WITH LAWMAKERS—A three-county district session was 


r, who made the|held in Manitowoc. Seated (left to right) are: Walter Braun, district director; Aelred 
were his brothers, | LaFond, Two Rivers, president of the Manitowoc County Auto Dealers Assn.; State Senator 


Everett LaFond, Two Rivers, and Assemblyman Julius Stangel of Kewaukee county. Standing: 


Assemblyman Adolph Strouf, 
| of the Wisconsin Automotive Trades Assn. 


of Gibson (left), 


and Louis Milan, executive vice-president 
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AGAIN! /S TOP NEWS IN 
THE ACCESSORY LINE 
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Because there is 30 to 40% more Vision Area on 1949-1950 cars, naturally increasing the element of Glare, TRU-VU SAFTY 


r VISOR eliminates this increase Glare, with just a simple finger tip adjustment. TRU-VU SAFTY VISOR eliminates GLARE 
SPECIFICATIONS caused from Sun Reflections on Hood Chrome Trimmings, Snow, Sun and Approaching Head-Lights. Thus at the end of any 

TV 100—All GM Cars Up 1940 ‘ ‘ , : f f d a 
TV 200—All GM Cars 1941-1950 motoring trip day or nite you are at your physical and mental best, because you are free o oe and eye strain. Any 
_ TV 300—Universal Model ALL FORDS, trip is a pleasure when you have a TRU-VU SAFTY VISOR in your CAR. TRU-VU SAFTY VISOR is a welcome replacement 
ley Chrysler product Cars, and other makes. because it adds to the beauty of the interior of any car, being manufactured of polished chrome and installed in place of 





the old cloth visor. 


cn FOR FORDS FOR CHEVROLET AND PONTIAC 


REAR FENDER CROWN MOULDING LICENSE LITE COVER 


FOR YOUR 1949-50 





FC-1 FORD — 2-4 DOOR 
FC-2 FORD — COUPE 
LIST 


Chrome Moulding is simple PRICE 
to install - Fits All Models. 

95 
Made of Chrome Finish $595 
Stainless Steel. per set 
GET THIS FAST MOVING 
ITEM TODAY 


per pair 


A sure fire, fast selling item to fit 1949-50 Chevrolet and 
Pontiac. This high lustre chrome finished cover fits right 


over the present dull and painted light shields. Adds eye 
appealing beauty, and gives additional protection to the 
license lights. Every Chevrolet and Pontiac owner will 


want a pair. 


GLOBE AUTO GLASS COMPANY 


6548 N. Clark Street ¢ Chicago,26 Illinois 
IF YOUR JOBBER CANNOT SUPPLY YOU — SEND YOUR ORDER TO US FOR FORWARDING TO OUR NEAREST JOBBER 

















ATAM to See 
Film Depicting 


Work of NADA 


COLORADO SPRINGS, Colo.—A 
color motion picture entitled “Deal- 


er Dividends” will be _ publicly 
shown for the first time during the 
meeting here of the Automotive 
Trade Assn. Managers, June 29- 
July 1. 

The film is a product of NADA’s 
promotion division, under the di- 
rection of Walter M, Kiplinger. 

According to Kiplinger, the 20- 
minute film tells a narrative story 
in “March of Time” technique, with 
an account of NADA’s services to 
its nationwide membership. 

The picture goes on to portray 
the founding of NADA in 1917 and 
shows in more than 60 views actual 
meetings of important NADA com- 
mittees, convention scenes, and 
panoramic shots of the association’s 
various Washington headquarters 
departments. 

Kiplinger said the film will be 
made available first to state asso- 
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To Replace ICC... 


WASHINGTON. — Creation of a 
federal transportation commission 
to replace the Interstate Commerce 
Commission and other government 
agencies in the federal regulation 
of transportation under the present 
setup was urged upon Congress last 
week by a special committee of the 
trucking industry. 

Edgar S. Idol, general counsel 
of the ATA, was the spokesman. 
He appeared before the Senate 
Interstate and Foreign Com- 
merce subcommittee now holding 





NEW FARM TIRE—An all-purpose tractor 
tire was announced last week by U. S. Rub- 
ber Co. In making the announcement, Presi- 


dent Harry E. Humphreys jr. said that the : 
U. S. Royal Grip Master was designed for| hearings on domestic land and 


farm use in every kind of soil and with every) water transportation. 

oe oe eee | Idol told the committee that the 
- ; organized trucking industry be- 
|ciations for use at conventions and |jjeyves “the lack of a fully coordi- 
state meetings. Later it will be|nated government policy with re- 
released to local dealer groups|spect to transportation is due to 
throughout the country. lthe lack of participation by the ex- 








For leather sotiales ‘the desire to possess, the 
practical and economical. Leather asks no w 








1950 


Transport Bureau 


Urged by Truckers 


ecutive branch in the transporta- 


|tion policy. 

“The centering ot both adminis- 
trative and judicial authority in a 
body reporting to the Congress,” 
he said, “is in fact, a departure 
lfrom our constitutional principle 
|of a separation of legislative, judi- 
cial and executive powers.” 

The ATA _ spokesman asserted 
that in order to effectuate a com- 
plete and clear separation between 
judicial and administrative func- 
tions involved in the economic reg- 
ulation of transportation, the ad- 
ministrative functions of the na- 
|tional transportation policy should 
|be placed within the executive 
|branch of the government. 

“An administrator,” he contin- 
ued, “with broad rule-making 
power and with full administrat- 
ive authority, will not appear be- 

| fore a commission to which he 


American Leather Manufacturing Company, Newark, N.J. + The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N. J. * Delaware Tanning, Inc., New York, WN. Y. 
Eagle-Ottawa Leather Company, Grand Haven, Michigan + The Lackawanna Leather Company, Hackettstown, N. J. * Radel Leather Manufacturing Company, Newark, N. J. 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 





reports on the same footing a 
other parties in interest.” 

He said the trucking indust;, 
strongly feels that “any admini - 
trator reporting to a commissi: » 
will always be in much the sar 
preferred position.” 

Idol pointed out to the subco: 
mittee the “cumbersome procedur 
and inexcusable delays in arrivir 
at decisions” under the prese 
system. He said it is not unusu 
for these procedures to delay 
decision for as long as “two 
three years.” 

The trucking association spoke 
man said that “decentralization 
fully as important as separating 
the judicial and administrative 
work.” He asserted that the elim- 
ination of the “examiner system” 
is essential to the proper handling 
of economic regulatory work. 

In addition to separation of the 
judicial and administrative func- 
tions and the vesting of adminis- 
trative authority in the executive 
branch, he urged the decentraliza- 
tion of both judicial and adminis- 
trative work. 

The ATA general counsel said 
this decentralization would “elim- 
inate 75 percent of the delay and 
result in better work if split 
among regional commissions and 
the cases heard by the men who 
would decide them, 

Outlining - specific recommenda- 
tions for formation of the federal 
transportation commission, as sug- 

gested by a special committee of 
the ATA, Idol said the commission 
cs consist of nine members, 
with a chairman named by the 
| President. Each of these members 
jshould be appointed for life and 
;}command salaries and retirement 
provisions on the same basis as 
members of the supreme court. 


In addition to the central com- 
|mission, he suggested the forma- 
tion of eight regional commissions 
located in New England, the At- 
|lantic states, southern states, cent- 
ral, midwestern, Rocky Mountain 
and Pacific states. 


Idol suggested that the under- 
|secretary of commerce for trans- 
|portation be the principal admin- 
istrative officer and coordinator of 
transportation. He suggested fur- 
ther that the undersecretary be 
given the “rule-making authority 
now vested in the ICC.” 


In addition to this “rule-mak- 
ing authority,” the undersecre- 
| tary should have “administrative 
| jurisdiction” over all matters per- 
taining to safety, service, insur- 
ance, accounting, records, tariff 
forms and filing and enforcement. 
He emphasized that the trucking 
industry strongly believes there 
| cannot be “impartial regulation 
through functional bureaus 
staffed largely with railroad- 
| trained men.” 


In the field of law and enforce- 
| ment, the trucking industry advo- 
cates a single bureau in Washing- 
ton charged with the responsibility 
of handling these problems for all 
|types of carriers, Idol said. 
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‘Firestone Given 
‘Credit in Rubber 


‘Price Decline 


AKRON.—Close observers of the 
rubber industry here are giving a 
large measure of credit to Harvey 
S. Firestone jr. for the recent sharp 
decline in the price of natural rub- 
ber which will save American con- 
sumers millions of dollars. 

Returning from the International 
Rubber Conference in Europe, the 
chairman of Firestone stated on 
May 30: 

“Unless the price of natural rub- 
ber becomes more realistic in the 
reasonably near future, the result- 
ing situation may become a deter- 
rent to the progress of the economy 
of Southeast Asia through a de- 
crease in the use of natural rub- 
| ber.” 

Natural rubber was then selling 
for 34 cents a pound, the highest 





price in 22 years. Shortly after 
|Firestone’s statement was _ pub- 
|lished the price commenced to 
| break. 


On June 9, the U. S. State De- 
partment supported his views with 
a similar statement. 

The decline in price continued to 
|a recent low of 28 cents a pound. 
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PROVED! TEXAS DEALER Sells MORE Cars 
with the NEW CELOCAR SET 


Aluminum straps hold sign by 
bending them over sun visor 
or door window. 





*Puts the Price in 

the Customers Eyes 
So writes this Texas dealer with 
his re-order for enough CELOCAR 
SETS for all his cars. ‘‘More than 
satisfied," he adds. 







Year Numbers : Names of 
> All Cars 
Sales and 
<< Descriptive 
Headings 
All Letters 
5-Inch Are 
Red Sun-Proofed 


Price Figures 


—---> Laminated plastic film cov- 


ers all printing to resist 
action of sun. 


Use for Down 

~___Payment Only. 
Turn to Blank Side 
for Full Price 


Illustrated Half Its Actual Size — 12'/2 x 10% Inches 
These Plastic Price Cards Last for Years . . . Stay Clean 


The Interchangeable Names and Sales Headings and Bright Figures Attract More Buyers! 


Sell MORE Used Cars SET OF 200 PLASTIC PIECES, only 7 5 
Enough for 10 Cars of Any or All Makes 





No more dauby painting! No more soiled cards that must be 


h ! Instead d mm dienloy thelr full 10—12'2" x 10%” Frames 60—2-inch Year Numbers 
en Si eee eee veer ee ee eee eee 100—5-inch Red Figures 29—Names of Cars 





price or down payment, together with the make, the year, 10—"Down" for Down 31—Sales or Descriptive F.0.8. Factory, Alameda, Calif. 
and a snappy sales message. Every card will be as neat as Payment Heads California Dealers Please Add 3% Sales Tax 
a new pin—always! CELOCAR CARDS are easily cleaned 
: EXTRA PIECES AVAILABLE 
: ee 
WP © COND COM. MNO SP HOw Ce & o BE te~—ene 122" x 10%" FRAMES 2-INCH YEAR NUMBERS SALES HEADINGS 
the CELOCAR Set on your used cars and see the difference— Each, $1.00 Per doz., 30c Each, 8c 
in looks, and in sales! SS i o CAR NAMES (ALL CARS) DESCRIPTIVE HEADINGS 
Per doz., $1.00 Each, 8c Each, 8c 

Sell More NEW Cars ° 

Sell More Cars... Faster... Easier... START NOW! 
With every car showing its full price or down payment (or Yes, you'll sell more cars, faster, when CELOCAR CARDS are on each car. Others have proved 
both, using two cards per car) your sales room will become it to their satisfaction. Send your order today for one set—enough for ten cars—and prove . 


it to your own satisfaction! Write to: 


all its name implies. Use the CELOCAR Set on your new cars. 


You'll see and feel the difference. CLAMP 7 SWI NG PRICI NG CO. 
SELL MORE! PROFIT! ALAMEDA, CALIFORNIA, U.S.A. 1 
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Standard Oit 
Improves Process 


For Oil Additives 


CHICAGO.—Perfecting of a new 
cracking catalyst, an improved de- 
tergent additive for lubricating oils 
and a method of replacing oil origi- 
nally present in grease, was made 
known here last week by Standard 
Oil Co. of Indiana. 

The announcement followed the 
company’s joint technical meeting 
in French Lick, Ind., at which 73 
papers were presented. 

The new cracking catalyst is of 
the silica-alumina type and is said 
to be superior to present commer- 


cial catalyst because “it maintains | 


its activity longer in service.” 

The improved detergent additive 
for lubricating oils, it was pointed 
out, “is particularly helpful with 
diesel fuels that are high in sulfur 
content and require special lubri- 
cants.” 

Grease can now be extracted 





AUTOMOTIVE NEWS, JUNE 26, 1950. 
FOB FACTORY 


Purchasing 


forecasts, so that buying pol 
advance and commitments¢ 
made for materials and parts. 
If those whose job it is had 
overestimated the first half by the 
degree that they underestimated, 
the industrial economy of the na- 
tion would have a far different 
complexion today. 

Because most estimates for the 





CINCINNATI FORD DEALERS WINNER—They present a treasure chest of prizes to Mrs. 
J. W. Rowlette, Ft. Mitchell, Ky., winner of a "lucky license contest'' which recently high- 


lighted the dealers’ weekly TV variety show. Left to right: Jim Davidson, Fuller Automobile | 
Co.. |. R. Hicks, Hicks Motor Co., Mrs. Rowlette and Danny Bauer, Lou Bauer, Inc. Each 
week five contestants, who had previously registered their automobile license numbers with 
one of the dealers, were called by phone and asked to identify a mystery tune played 
on the show. Mrs. Rowlette was the only person to supply the winning answer in 12 weeks. 
All others called received a free lubrication job from the dealer with whom they registered. 





Low Forecasts Bring 


Pressure 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


ECORD-SHATTERING production achievement of the 
automobile industry in the first half of the year 
up the tough job it is to forecast even the near-term future 
with any degree of accuracy. It is almost essential to make 
icies can be mapped out in 
-————— cin 


oints 


sure on sources was multiplied all 
along the line. 


That is one explanation for the 
inflationary movement of many 
price levels, It is 
the old law of 
supply and de- 
mand. When 
there is not 





enough to go 
around and de- 
mand is strong 


without changing either the micro- | 
scopic or macroscopic structure of | liquids; for example, silicons, which | were Pan American Petroleum and 
the soap fibres, the company dis-|cannot readily be incorporated in| Transport Co., Stanolind Oil and 


January-June period were on the 
low side, purchasing schedules fell 





closed, adding that it also is pos-| greases by direct methods.” 


sible “to replace the oil originally 
present in the grease with 









| 


other | addition to Standard of Indiana, | Chemical Co. 


short of requirements, additional 
releases were necessary to keep as- 
|sembly lines moving, and the pres- 


'Gas Co., Utah Oil Refining Co., 


Represented at the meeting in | Pan-Am Southern Corp., and Indoil 


Are you my parents? An eighteen 
year old girl told the New York police she 
couldn't remember who she was... and 
was taken to Bellevue Hospital. Her picture 
was published in The News on Feb. 6. Her 
parents in New Rochelle saw the picture, 
came to her aid at once. 


Best picture in 25 years! A picture 
of an 80 year old man in Cleveland was 
published in the gravure section of The 
Sunday News of Jan. 29! A woman in 
Babylon, L. L., 


it might be the brother she hadn’t seen for 


saw the picture, suspected 
25 years! She phoned Cleveland. It was! 


Jitters pay—$150 aclip! 4 man on 
a Long Island train gave a fidgety two year 
old on the seat ahead a brooch to play with 
... The baby’s mother thought it was junk 
jewelry. Later she asked a jeweler—learned 
it was platinum set with diamonds and 
emeralds, worth $750... The News printed 
pictures of baby and brooch. The owner 
turned up, paid the baby $150 reward. 


Finds daughter! 
Finds brother! 
Finds brooeh £ 


That The News is good at finding people and 
things ...is hardly news! Not to the New York 
retailers, anyway. They have been using it for 
thirty years to find customers and sales...And 
last year gave The News more retail advertising 
than any newspaper ever carried at any time— 
28,758,731 lines—28.1% of the New York total! 
With more than 2,225,000 circulation, The 
News can find customers for anything in the 
metropolitan market. And the national 
advertiser finds it just as efficient and 
economicalas the retailer. The News can 


be your whole schedule in New York! 


Circulation now exceeds 


Daily... . 2,225,000 
Sunday . . 4,250,000 








from all points, 
prices edge up on 
the theory that 
higher prices will 





wash out a cer- A. H. Allen 
tain amount of 
demand and a balance can be 


struck, 

The reverse may prove to be true 
in the second half. Should produc- 
tion requirements call for less than 
the present intake of materials and 
parts, then commitments will be 
extended, releases stretched out 
over a greater period of time, and 
some vendors on the fringe may be 
tempted to lower prices to attract 
buyers who have moved away. 

Most predictions for the second 
half indicate sustained production 
at or near current levels, But there 
again, they could be as wrong as 
the forecasts for the first half 


proved to be. 
* * o 


Steel Wins Favor 

REND from wood to steel in 

station wagon construction, ini- 
tiated four years ago by Willys- 
Overland, has gained momentum. 
Several manufacturers have dis- 
carded all wood sections used on 
exteriors in favor of steel, and are 
now figuring on doing the same 
with wood components on interiors. 

While wood has a flashy ap- 
pearance when first installed and 
freshly varnished, it is necessary 
to do a refinishing job about 
twice a year, and this is an ex- 
pensive proposition, even for 
owners of station wagons in the 
upper income groups. 

Steel panels can be finished to 
simulate wood, although it does 
seem a little silly to make a ma- 
terial look like something it isn’t, 
and the metal finishes will survive 
the elements for a_ considerably 
longer period. 

Replacement of wood with steel 
logically could lead ta lower prices 
on station wagons which now are 
the highest of any passenger car 
model in a given series. 

* + e 


Stainless Steel Going Up? 
PRICE of 18-8 stainless steel scrap 

has climbed from about $100 to 
$150 a ton and this, together with 
the eight-cent jump in the price 
of nickel, has lifted costs of stain- 
less steel producers to the point 
where they say a $10-per-ton in- 
crease in price is inevitable. 

More stainless is being used in 
moldings and grilles for automo- 
biles these days, a flash chrome 
plate being applied to exposed 
surfaces to provide a good match 
with other chrome-plated parts. 

This arrangement is claimed to 
avoid the old troubles with pitting 
of copper-nickel-chrome plated car- 
bon steels, and to be decidedly 
worthwhile in spite of the higher 
cost of stainless as against carbon 
steel. 


Duramold Plant Sold 


JAMESTOWN, N. Y.—The Dura 
mold plant here, constructed dur 
ing the war at a cost of $1,500,000 
has been purchased by the James- 
town Metal Corp. and will houss 
the automotive division of the com 
pany. The new plant has 145,00 
square feet of floor space, 
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5 Pontiac Builds for the Future — 


| to 
loes 


= | With a Complete New Engineering Laboratory 





ibly 
teel 
ices 
are 
car . : . , . ‘ 
Pontiac will soon have an en- With the new Pontiac engineering laboratory, plus the 
gineering building described vast facilities of General Motors, Pontiac can promise 
rap by experts as “the finest machine even greater quality and value in the future. 
t , —— 
ith for engineering we have been able to conceive”. 
rice The same skill which contributed more than 50 impor- 
\in- ; ‘ i doi ; ‘ ‘ c ; , 
int This latest move in Pontiac’s expansion program 1S tant engineering advancements to the automotive in- 
in- : ‘ ‘ ‘ : 
commensurate with the talents of its engineering staff, dustry can be counted on to improve even further the 
which rates among the most progressive in the industry. Pontiacs of the future. 
ne 
od 
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t Dollar for Dollar— you cant beat a 


PoOWrTrAc 


ar- 
PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 





dly 
ner 
yon 





12 

















Epitor’s Note: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he _ built 
(1916-1931) and the words he 
wrote about it. 


N A recent issue of 


mobile 





someone will 


the human race. 

A father, who 
sounded really 
angry, once 
wrote me from 
Peoria saying 
that his daughter was always 
talking about having a Jordan 
Playboy and he just wanted to 
tell me that here was one in- 
stance in which my “flossy” ad- 
vertising had failed. 


Ned Jordan 


My reply, dictated offhand, which 
went 


had an _ interesting result, 


something like this: 
* + + 


Jordan’s Letter 

EAR Mr. Jones: 

Your letter certainly struck a 
responsive chord. I have two 
daughters of my own, Jane and 
Joan. In fact I have just re- 
turned, after taking them on 
their first visit to New York, 

They had looked forward to 
the trip for a long time. Their 
mother bought them new hats, a 
couple of smart handbags and 
some pretty swanky shoes. When 
we got off at Grand Central I 


x x x with Ned 











AUTOMOTIVE 

News someone was talking about 
giving the woman’s slant to auto- 
advertis- 
ing. The next 
thing you know 
be 
telling us that 
Eve had some- 
thing to do with 
the creation of 





Jordan 





thought they would be thrilled 
by their first ride on the elevated. 


So I led them down to Third 
Ave. and then down to the Aqua- 
rium. I was always fascinated by 
those fish. From there we had 
an exciting subway ride up to 
the Museum of Natural History. 

Of course, I thought they would 
like to see the slot machines in 
the Automat, so we had what I 
thought was a good lunch, 

Finally, my daughter Jane said 

. “Daddy, aren’t we going to 
see Park Ave.?” ... “Y-e-a-a-h, 
Daddy,” piped up Joan, “Where 
is Hattie Carnegie’s? She must 
have some swell dresses in her 
windows.” 

Well the truth is, Mr. 
Jones, I was licked. I couldn’t 
make a case for the fish in the 
Aquarium or hide behind the 
dinosaurs in the Museum, 

I took the girls over to the 
Ambassador for dinner. But... 
for heaven’s sake, don’t let me 
influence you. Your daughter 
could not possibly know what she 
wants. Use your own judgment. 
Maybe your daughter is different. 


A few days later I received a 
short note in lead pencil from Mr. 
I've 
bought one of those damn Play- 
boys. Now, maybe I can have some 


Jones , . “You go to hell. 


peace.” 
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DEALER HOSTS WHOLESALE PARTS CUSTOMERS—About 300 persons attended the affair 





Auto I Rejections 
In Ariz. Reach 
6,094 in May 


PHOENIX, Ariz.—Arizona’s hig) - 
way patrol during May ordered (.- 
094 motorists to repair faulty equi »- 
ment on their automobiles, accor j- 
ing to Assistant Superintendent 
Jack Smith. 

The repairs were ordered as tie 
result of a statewide traffic safety 
check made by the patrol. In April 
only 1,785 faulty equipment orders 
were issued. 

Cooperating in the safety drive 
with sheriff’s officers and local po- 
lice, the patrol also handed out 
1,853 written warnings in May, 
compared with 1,436 in April. 

It was disclosed that the patrol 
traveled 270,689 miles during May, 
made 1,154 traffic violation and ac- 
cident arrests, and collected fines 





given by Kemper Motor Co. (Chrysler), St. Paul. Entertainment was furnished by Kramer's 
Kilty Klan, which is composed largely of automotive men and their wives and daughters. 
The group was brought together and directed by Don Lawrence of Pennsylvania Oil Co. 


mas Night,” that rare perfume|act words he was to use in case any 
which retailed then at 24 bucks| woman made any comment. 


per flagon. Those words and not another 


!GMC Exhibit 


Shows Twenty 


| totaling $24,538. 





Of course, there were some 
raised eyebrows at the Mayfield 
and Kirtland clubs when _ its 
subtle odor dominated the dance 
floor, but only one little girl had 
the bravery to whisper that her 
mother had taken her last gift 
bottle down to exchange it “for 
a half dozen bottles of the stuff 
She uses.” 

“Besides,” added little Mary, 


“mother said she didn’t want to 
smell like every girl on the water 
front.” 


Exclusive 


N THE heyday of my social and 

economic prowess in Cleveland, 
when the children were in school 
in the East and their mother was 
visiting the distant Shangri Las of 
the world, my social rating was 
high because each lady who invited 
me for dinner was entered upon 
an ‘exclusive list which, now and 
then, yielded a bottle of “Christ- 


The Payoff 


Ts idea paid off when we put 
the first little Custom Jordan 
in the New York show. I had se- 
cretly sprinkled a few drops of 
“Christmas Night” on the uphol- 
stery of the rear compartment and 
schooled each salesman on the ex- 












CELLO GRILLE GUARD 
WITH WINGRAILS 


FENDER GUARDS 
1949-1950 FORD 
1950 PLYMOUTH 















CELLO- YOUR GUARD For Life 


THE (CELLO) PRODUCTS CO. 


___ BAST BOSTON 28, MASS. 


ee ee ee eee 


HERE IT IS! 


The red-hot accessory item 

you've been looking for. Hun- 
dreds of dealers have already found 
“diamonds in their own back yard” 
by easy sales of Cello Grille and 
Trunk Guards. “A few dollars spent 
on Cello Guards may save you many 
times the cost of repairing damage” 
— this bit of selling wins many a 
sale. Try it on both new and used- 
. and convince 















car customers 


yourself, 





Custom styles for 1950 cars. Similar 
guards for 1946-49 models. Gleam- 
ing beauty — “looks like a million”. 







Guaranteed Super-Chrome finish. 






Installed in § to 8 minutes. Order 









from your nearest jobber or direct 
from factory. Specify car make and 
year when ordering. Send for FREE 


catalog and price sheets today. 






CELLO LICENSE 
PLATE FRAMES 
Over 1,000,000 
pairs sold 
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ona, New Trucks 


“Just say,” I told them, “‘Oh.,.. WASHINGTON. — Public inspec- 
Mary Pickford and Gloria Swan-/|tion of the new 1950 trucks at the 
son keep coming back to sit in that |GMC Truck Show in Uline Arena 
car. It must be them.’” was held here last week. 


Special color paint jobs on the 

As the word spread around the -hli 
h ° 
show, we had to post a man huge trucks highlighted the ex 


; : N | hibit, which included an animated 
uniform in the booth to handle the| color movie on diesel power, a cut- 
traffic. away diesel engine, and a 1915 
|GMC truck believed to be the old- 
est truck still running. 

Meanwhile, truck operators in 
Washington, Virginia and Mary- 
land who attended a preview of 
the show returned home with im- 
pressions of the lineup of new 
truck models which had been se- 
lected to meet transport require- 
ments on the eastern seaboard, 

Truckers, who attended as guests 
of GMC dealers, saw a new light- 
weight diesel truck-tractor, the 
GMC 650, locally named the “Vir- 
ginia diesel” because it is the first 
such diesel to permit increased 
payloads while remaining within 
Virginia state axle load limitations. 

Teamed up with the light diesel 
were the big model 750 and model 
913 diesels, the latter one of the 
largest manufactured by GMC. 

Another of the 20 models dis- 
played was the new GMC six- 
wheeler, generally adapted for the 
mounting of concrete-mix equip- 
ment. More of these type trucks 
are registered in the District than 
in any state in the country. 

Because 90 percent of all trucks 
in the area are of two-ton capacity 
or less, the General Motors truck 
show was predominant with panel 
deliveries, pickups and stake bodies. 


Pontiac Cites Webb 


Byron S. Webb, St. Louis, who 
recently moved into a new build- 
ing at 4141 Lindell, has won a Chief 
Pontiac painting for qualifying as 
a better Pontiac dealer. The pre- 





Chevrolet Sales 
Of Cars, Trucks 
Pass 800,000 


DETROIT. — Retail deliveries of 
Chevrolet passenger cars and trucks 
this year have passed the 800,000 
mark, W. E. Fish, general sales 
manager, announced last week as 
|June got away to a faster sales 
pace than any previous month. 

Fish said dealers sold 42,406 cars 
and 12,319 trucks in the first 10 
| days of June to bring retail busi- 
jness so far this year to 811,300 
units. 








Medical Check Plan 


Started by Packard 


DETROIT.—Packard has 
launched a program of voluntary 
physical examinations each year 
for approximately 700 members 
of its management team, accord- 
ing to Hugh J. Ferry, preSident. 
“Most people agree the idea of 
| having annual physical examin- 
ations is good,” he explained. 
“But only a few ever get around 
to having one.” 

The examinations, for which 
no charge is made, are given in 
the main hospital at Packard, 
with all results kept confidential. 


sentation was made by Allan Ives, 
St. Louis zone manager. 





great savings in time and labor 
— Unconditionally Guaranteed. 
SEE PAGE 35 
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“During the week of the promotion many people who were 
passing by stopped to look at the LIFE tie-in. When they 
came in they always had something to say about Plymouth 
being advertised in LIFE. The promotion attracted lots of 
attention.”” That’s what Tom May, owner of Arcadia 
Motors of Arcadia, California, had to say after featuring 
a full-scale LIFE promotion in his showrooms. 


First in magazine circulation 
First in advertising 
First in audience 


FIRST WITH NEW CAR BUYERS! 


LIFE, 9 Rockefeller Plaza, New York 20, N. Y, 
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| More new 
PLYMOUTH buyers 


: read LIFE than any other magazine! 


Aves oe Ree i ee ‘ e) 
b RPA bt ak Bika ee Ce aes 
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{dae ES 
Look 11.0% 





% Watch for results on other makes in succeeding ads. 


By far, LIFE leads all other magazines 
in coverage of new Plymouth buyers! 


In the fall of 1949, the R. L. Polk Company conducted a survey of the mag- 
azine reading habits of 10,000 most recent new Plymouth buyers. Over 3000 
answered the question: ‘‘What magazine or magazines do you read regu- 
larly?” Here are the figures proving LIFE is first with Plymouth buyers... 
just as LIFE is first with all new car buyers! 


PERCENT 
MAGAZINE READING 





LIFE 42.0% PUP UR baa Aas 
Saturday Evening Post 26.0% 
Time 18.0% 


Collier's 16.0% 
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The purchase office of General 
Motors Acceptance Corp. in Green- 
ville, S. C., has been converted to 
a field branch, with R. A. Morris 
as manager. 

Morris has been with GMAC in 
Greenville since 1934, where he first 
served as a field representative op- 


erating out of the Columbia branch. 
* + * 


Rosenberg Elected 


Elmer C. Rosenberg, director of 
education and training for GMC} 
Truck & Coach, has been elected | 
to the presidency of the Michigan 
Training Council, which provides 
opportunity for exchange and dis- 
cussion of information on training 
methods and problems encountered 
by business and industrial estab- 


lishments. 


+ + + 


Mack Truck’s Fenner Cited 


By Standards Assn. 


David C. Fenner, vice-president, 
Mack-International Motor Truck 
Corp., has been awarded an hon- 
orary certificate by the American 
Standards Assn. in recognition of 
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ENGIN 


Chevrolet, model '41-'42. Cylinders, 6. Dis- 


placement, cu. in., 235.5. 


RPM, 3,100. Brake horsepower, 83. Oil, quart 


capacity, 7. Oil filter—hea 


TIRES 
7.50x20—8 ply. Mud and 
budd, 6-hole wheels. 

BODY 


Length, 108 


", Width, 86". 
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dustrial standards. 


| past 12 years, representing the Au-| 
tomobile Manufacturers Assn. The} 
association is one of 101 national 
technical societies and trade asso- 


ciations that work together in 
| ASA. 

a * + 

Dr. Marschner Named 
| Dr. Robert F. Marschner, of | 
Standard Oil Co. (Ind.), has been | 


elected chairman of the American) 
Chemical Society, Chicago section. | 
x * * 


Heil Names MacDonald 


Joseph F. Heil, president of Heil 
Co., Milwaukee, announces the ap- 
pointment of R. G, MacDonald as| 
director of industrial relations. 
MacDonald had been holding a sim- 
|ilar position with Geuder, Paeschke 
|\& Fry Co. 

During World War II, he was 
| midwestern regional supervisor for 
the U. S. conciliation service. Mac- 





Donald is now a member of Pres- 


ee id 


market for 


Oe ae TLL 


dustrial safety. 


|General Tire Names Goldie 
his work in the development of in- Head of New Sales Section 


Fenner has been a member of|Tire & Rubber Co. sales depart- | ” 
the ASA standards council for the} ment with J. J. Goldie as manager, 


|administration since 1946. 
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ident Truman’s conference for in- 
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* * + 





preee 


Organization of a new General 


has been an- 
nounced by Vice- 
President L. A. 
McQueen. 

In his new as- 
signment as man- 
ager of distribu- 
tion Goldie will 
be in charge of 
all finished goods | 
inventories, cas- 
ings, tubes, repair 

t material, etc., at 
J. J, Goldie the company’ s 
Akron and Waco (Tex.) plants, and | 
|all field warehouses and branches. 

A General Tire executive since 
1926, Goldie has been director of | 





met recently in Detroit. Shown are, 
Hodges and J. C. Clennan. 
promotion manager; Joseph E. Bayne, 
chandising manager. 





Fletcher, who became 





Frank B. Harrington retired. 


. * * 


|I-H Moves Madery 


* 


Fisher Promotes Klaasen 
Leonard H. Klaasen has been | 
appointed assistant resident man- 'To Detroit District 
ager of the Grand Rapids (Mich. )| LL. W. Madery has been named | 
Fisher Body plant. In his new as-|assistant manager of the Detroit | 
signment Klaasen succeeds T. C. | district for International Harvest- | 


+ * 





IDEAL FOR 
OIL EXPLORATION 


PIPELINE WOR RK 
RURAL ELECTRIFICATION JOBS 
ANCH W 


HEAVY CONSTRUCTION 


LOGGING 
OFF-ROAD REQUIREMENTS 


Eee 


1142-TON 4X4 with winch 


SPECIFICATIONS 


Four speed heavy duty 
Governed speed 


vy duty Fram. 


BRA 


Hydraulic vacuum. 


snow tread, 7" 


WINCH TYPE 


Height, 36”. Capacity—1!0,000 


TRANSMISSION 


fer case to drive front end; 
ranges—one for road work—one for off the 
road work, making a total of 8 speeds for- 
ward, 2 speeds reverse. 


“line-pull." 


SPEED 
In high, Low Side, 27 miles. In high, High 
Side, 48 miles. Shock absorbers on front. 
HOOKS 
Pintle hooks on rear for towing trailer and 
tow hooks on front. 
FRONT DRIVE 


Heavy duty Banjo Type Axle. Drive through 
front axle. Can be DISENGAGED for high- 


way driving. 


rear drive. One trans- 
two complete 


KES 


Electrical system, 6-volt. Gas tank capacity, 30 gals. Wheel base, 145 inches. Weight empty, 7,545 pounds. Spare tires extra. 8.25x20 tires 
can be installed on same wheels. If tires are changed to 8.25x20, all 6 tires must be changed to keep ring gear and pinion in alignment. 





Reconditioned from front to rear...both in mechanical and looks. These trucks have the appearance of new 
or unused Army Surplus. 


Below, 1,000-gallon, one compertment, gravity 


emptied . . . with 12 
hose at rear. Two 30 x 
extra drums. 145-inch 





- 
. 
+ 


1'/2-TON 4x4 TANK, 


-foot quick coupling dump 


34 side compartments for 
wheelbase. 


elitr 





Below, 660-gallon, gasoline one compartment 
tank ... centrifugal pump. Meter and 50-foot reel 
and hose on right and left sides. 164-inch wheel- 
base. . 








NINTH at LANCASTER 
THRU TO JEFFERSON 
DALLAS, TEXAS 

















DISCUSSING L-M SALES PLANS—Regional sales promotion managers of Lincoln-Mercury 
left to right, seated: W. L. Hall, 
Standing are Robert F. G. Copeland, 
general sales manager, 


C. S. Stewart, F. H 
advertising and sales 


and R. W. Straughn, mer- 


resident|er’s motor truck division, accord- 
manager at Grand Rapids when/ing to J. F. Adams, motor truck 


central regional manager. 

| Madery succeeds T, E. Aughin- 
|baugh, who has been transferred 
|to the Indianapolis district, where 
| Madery was formerly assistant 
| district manager. 


Andrews ond eure Get 


Reo Branch Managerships 

| Appointment of E. V. Andrews 
as manager of Reo’s Kansas City 
|}branch, and the transfer of Jasper 





J. D. Moore 


E. V. Andrews 


\D. Moore from Kansas City to the 
;}same post in Denver has _ been 
announced by A. L. Struble, man- 
ager of branches for Reo Motors, 
Ine. 

| Andrews has been connected with 
International Harvester Co. and 
Kenworth trucks, both in Denver. 
Moore was named Kansas City 
|branch manager for Reo last year. 
| He formerly was with the truck 
department of the Buchanan Chev- 
|rolet Co. of Spokane, Wash. 

* * * 


Williams Named President 


Of A. Schrader’s Son, Inc. 


Selden T. Williams has _ been 
named president of A. Schrader’s 
Son, Inc., Brook- 
lyn, N. Y., a divi- 
sion of Scovill 
Mfg. Co. 

Williams, who 
joined the firm 
in 1929, is vice- 
president of the 
Scovill company 
and general man- 
ager of the Schra- 
der division, 
which supplies 
tire valves, gauges 








S. T. Williams 
|and other air-operated mechanisms 
. * * 





Ford Appoints West 


|To Mexico Plant Post 


Appointment of Henry H. West, 
| & member of the business com- 
munity of Mexico for a number 
of years, as assistant general 
manager of Ford Motor Co., S. A., 
has been announced by Fraine B. 
Rhuberry, general manager, 
From October, 1945, West has 
until recently been associated 
with financial interests in Mon- 
terrey, automotive, grocery and 
other activities in that city, in 
Mexico, D. F., and other parts of 
the country. 
- 


e J 
Hood Names Leland 


As Vice-President 


Harold B. Leland has been ap 
pointed vice-president of manufac 
turing of Hood 
Rubber Co., Wa- 
tertown, Mass., a 
division of B. F. 
Goodrich Co. 

Leland has been 
manager of em- 
ploye and indus- 
trial relations at 
Hood since 1937. 
He joined the 
| company after his 
graduation from 
| Tufts college as 





H. B. Leland 
a chemical engineer in 1917. 
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AMERICAS MASS MARKET 


OF BEST CUSTOMERS 
FOR NEW CARS 


TIME 


THE WEERLY BEWSMAGAZINE 
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AUTOMOTIVE WASHINGTON 





Wage-Hour Law’s 
Coverage Explained 


By William Ullman 


Washington Correspondent 


oe to employers now is an interpretive bul- 
letin on the principles to be adhered to in construing 


coverage of the revised wage-hour law. It was announced 


last week by Administrator McComb of the Department of 


Labor’s wage and hour division. At th 


pointed out that the effect of ®— 


changes in coverage made by 


Congress will be a reduction 
—not yet determined—in the num- 
ber of employes entitled to the 
benefits of the 1949 amendments to 
the Fair Labor Standards act. 


As explained in the new bulletin, 
the act’s wage provision requires 
that the statutory minimum wage 
of 75 cents an hour must be paid 
by an employer to “each of his 
employes who is engaged in com- 
merce or in the production of 
goods for commerce,” including 
those employes in 
“any closely re- 
lated process or 
occupation direct- 
ly essential to the 
production. 

With respect to 
overtime pay, the 
general require- 
ment of the hours 
provision of the 
act is that such 
employes must be 
paid not less than 
time and one-half their regular 
rate of pay for all work in excess 
of 40 hours in a work-week. A 
number of exemptions from both 





William Uliman 





The Otis Proving Stand — sketched with floor plates re- 
moved — consists of an electric motor, a controller unit, 
3-button control, structural steel pit frame, the driving 
and absorption mechanism, steel floor plates, and the in- 
strument panel with these big easy-to-read dials: Balance 
Meter, Master Speedometer, Vacuum Gauge, Change-of- 
Speed Meter, Adjusting Knob, Power Meter and Driving- 
Braking Meter. Engine Tachometer and Fuel Meter are 


optional. 


STAND 





Manufactured « Installed « 


Avenue, New York 1, N. Y. 


A Chassis Dynamometer 


Serviced 
OTIS ELEVATOR COMPANY 


The Otis Proving Stand is sold, installed and serviced by 
the Otis Elevator Company through its 263 local offices. 
For further details, contact your local Otis representative. 
Or, write direct to: Otis Elevator Company, 260 11th 


the wage and hours provisions are 
provided in the act, but this bulle- 
tin does not deal with these nor 
with the child-labor provisions, 
which are discussed in other pub- 
lications. 

The bulletin states that “every 
employe whose engagement in 
activities in commerce or in the 
production of goods for com- 
merce, even though small in 
amount, is regular and recurring, 
is covered by the act.” However, 
the bulletin explains, the appli- 
cability of the act is determined 
on a work-week basis, so the 
fact that an employe who at 
some particular time may be cov- 
ered does not mean that, by 
reason of that fact, he therefore 
will be indefinitely entitled to the 
act’s benefits. 

It is pointed out that “some em- 
ployers in a given industry may 
have no employes covered by the 
act; other employers in the indus- 
try may have some employes cov- 
ered by the act, and not others; 
still other employers in the indus- 
try may have all their employes 
within the act’s coverage.” 

This is true because coverage or 
noncoverage of an employe is “pri- 


e same time, McComb 


The only chassis dynamometer 
that also drives the car 


. which means—you can also make downhill tests—as 
well as level and uphill road tests right in your shop on 
both front and rear wheels! The Otis Proving Stand pays 
for itself in use. It locates trouble faster; checks adjust- 
ments and repairs faster—scientifically! You make your 
regular profit on each job—plus the cost of the time saved. 
And you handle more jobs each day .. . right in your shop 
...and in the space of one car bay. 





A STRIKING NIGHTTIME DISPLAY—This is the recently remodeled showroom of Mason 
Motors (Ford), Longview, Wash. Gasoline pumps formerly occupied this corner area. The 
entire building with 24,000 square feet of floor space was completely remodeled and mod- 


ernized, and an open house celebration was held. The 


versary of J. W. Mason as a Ford dealer. 
ciated with him. 
marily an individual matter as to 
the nature of the employment of 
the particular employe.” 

* * + 
Belated Economic Opinion 


N A FORMAL—and somewhat 

belated—appraisal of President 
Truman’s economic message _ to 
Congress last January, the Joint 
Committee on the Economic Re- 
port last week called on the gov- 
ernment to “put its financial house 
in order.” 

The committee told Congress 
that its “inability” to achieve a 
balanced budget in this time of 
prosperity is giving aid and com- 
fort to the nation’s enemies. It 
is “a form of weakness that the 
enemies of free enterprise are 
gleefully exploiting throughout 
the world,” they said. “It repre- 
sents the greatest single danger 
to freedom and national se- 
curity.” 

The committee also gave its in- 






With the Otis Proving Stand you also relieve your 


service manager of road test work. He’s always in the shop 
to keep present customers happy; to sell new customers; 


to better supervise shop mechanics as they locate trouble 
and check repairs and adjustments against these road tests 


at speeds up to 60 mph: 


uphill, downhill, and level-road performance « pulling 
power ° friction drag + 
ing force + speedometer « speed balance « acceleration 
and deceleration * compression ¢ chassis alignment and 
tracking * wheel wandering « timing * ignition + auto- 
matic transmissions + differential and axles. 


front and rear brakes and brak- 


affair also marked the 35th anni- 
His sons, Bill and Bud Mason, are now asso- 


dorsement in general terms to the 
objectives of President Truman’s 
12-point legislative program, parts 
of which, like rent control and 
social security, are nearing final 
congressional action. 

Eight Democrats signed the re- 
port. Six Republicans were even 
more insistent upon a_ balanced 
|budget. They filed a strong mi- 
nority report dissenting from the 
basic economic philosophy of the 
President’s economic report, which 
they labeled “largely political.” 
| Both Democrats and Republicans 
called for clarification of existing 


anti-monopoly laws. 
~ * . 


Educator’s Budget Plan 


A REVISION in budgetary pro- 
+ cedures which would serve as 
a powerful incentive to keep gov- 
ernment spending within income 
and thus avoid such “red-ink ex- 
penditures as President Truman 
continually suggests” has been pro- 
posed to Congress by a western 
educator. 

The plan was placed before the 
House Expenditures committee by 





Prof. J. P. Harris of the University 
of California. 

The administration, Prof. Har- 
ris suggested, should be required 
to include as part of its proposed 
spending program a new schedule 
of taxes which it would recom- 
mend to Congress to raise money 
to finance the new expenditures. 

If this plan were in force today, 
it was pointed out, the President 
would have been required to ask 
Congress to raise taxes by more 
than $5 billion to finance his spend- 
ing program for the next fiscal 
year, and furthermore to state to 
the legislators where, in his opin- 
ion, the new taxes should be levied. 

Instead, critics say, he proposed 
the increase of only an additional 
$1 billion in taxes, and estimated 
a deficit of more than $5 billion at 
the end of the coming fiscal year. 
In addition, he told the legislators 
that he didn’t know when the 
budget could be balanced. 


* * * 


Plan 25 Deadline Near 


NLESS rejected by either the 
Senate or the House, Reorgan- 





ization Plan No. 25, submitted to 
Congress by President Truman 5n 
May 9, will become effective July ‘0, 

This plan would transfer to the 
chairman of the National S&S: - 
curity Resources Board functio: 
and administrative duties nov 
exercised by the eight members 
of the board. 

The NSRB is composed of tie 
chairman, W. Stuart Symington, 
and the secretaries of state, treas- 
ury, defense, interior, agriculture, 
commerce, and labor. It was cre- 
ated by the National Security act 
of 1947 “to advise the President 
concerning the coordination of mili- 
tary, industrial, and civilian mo- 
bilization.” 

The President, in a letter to Con- 
gress, pointed out that the board 
members are “encumbered by the 
difficulty of having to reach collec- 
tive and speedy decisions on a 
great many matters for which they, 
as board members, are responsible.” 
The order therefore transfers the 
functions of the National Security 
Resources Board from the board 
to the chairman, and makes the 
board advisory to the chairman. 


Standard Products 
Cleared in Ford 
Bribery Case 


DETROIT.—A $3,000 bribe al- 
legedly paid to a former supervisory 
employe of Ford Motor Co. by 
Standard Products Co., Cleveland, 
was given only at the request of 
the Ford company to obtain evi- 
dence, Joseph G. Rashid, assistant 
Wayne county prosecutor, said last 
week. 


Standard reported to Ford that 
August Miller, then assistant to 
the manager of quality control, had 
solicited $3,000 from Standard in 
return for obtaining approval of 
25,000 door locks which Ford had 
previously rejected, Rashid said. 

Ford instructed Standard to go 
through with the deal. Rashid said 
that Standard paid Miller the 
money and then cooperated with 
Ford in bringing the bribery charge 
against Miller. 

Another former Ford supervisory 
employe, Alexander Webster, is ac- 
cused in another warrant of obtain- 
ing approval of an order of 
machines from Joy Tool & Die Co., 
Livonia, Mich., in return for $167 
worth of lumber. 

Miller and Webster both stood 
mute at arraignment, and pleas of 
innocent were entered. Examina- 
tion of both was set for July 7. 


Expansion in Canada 


Seen for Fruehauf 


TORONTO. — Canadian facilities 
of Fruehauf Trailer Co. are sched- 
uled to be increased, according to 
W. J. Robinson, vice-president and 
director of sales, who was in To- 
ronto last week to inspect a new 
branch site, 

Plans also call for enlarging the 
Montreal branch, Robinson said, 
he will visit that city, among oth- 
ers in northwestern Canada and 
the U. S. 











4ts colossal! 


over 41 years experience behind this 
truly outstanding product of the Auto- 


mobile Refinishing 





Industry — 
SEE PAGE 35 
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On the Financial Front... . 





Future Looks Good 
To Nash Chief ie 


By George Deery 
Associate Editor 
N INDEPENDENT’S view of 
“4 the highly-competitive auto and 
.ppliance industry is pointed up in 
the annual report of Nash-Kelvi- 


nator, which, by the way, rates|/which analyzes annual reports for | fective charts lend interest to pre- 
|impact of impression on the pub-| sentation, make for reader under- 


high on clarity and appearance. 

Nash, in effect, is wagering $70,- 
000,000 that an efficiently-man- | 
aged and well-financed indepen- | 
dent can operate profitably. | 
In the annual accounting to} 
stockholders and employes (each | 
of the latter received a copy), 
President George W. Mason stresses | 
how the firm has prepared for the | 
near and long-term future. 

* * + 


| 
HERE does the $70,000,000 for| 

the debt come from? More than | 
$50,000,000 of earned money and} 
$20,000,000 borrowed have been! 
plowed back into the business. 

Mason pointed out that working 
capital increased $8,044,889 in the 
fiscal year ended Sept. 30, 1949, and 
amounted to $71,822,366. 

After allocation of $17,021,600 for 
federal income tax, cash and U. S. 
government securities totaled $52,- 
338,498. Inventories were valued at 
$41,983,195. 


| 
| 
| 


* * * 


OW much weight does an an- 
nual report’s appearance carry, 
in addition to a good record by a 
company? There is a feeling among 





Fred Black 





G, W. Mason 


some market students that Nash 
has been aided by the firm’s reports. | 

They are prepared under the | 
direction of Fred Black, Nash | 


GM, Ford Assets 
Place Them in 
$1 Billion Group 


There were still 56 firms with 
assets of a billion dollars or more 
in 1949. The dissolution of Common- 
wealth and Southern eliminated it | 
from the group, but New England | 
Mutual Life Insurance Co. was} 
added. 

Automotive and allied firms| 
found in a survey by the United | 
Press include the following and the 
aggregate assets credited to each | 
at the end of 1949, or the nearest | 
reporting date: 

Standard Oil (N. J.), $3,816,044.- | 
661; General Motors, $2,824,074,217; | 
duPont, $1,748,679,573; Standard Oil) 
(Ind.), $1,550,898,031. 

Others are Socony-Vacuum, $1,-| 
472,342,669; Texas Co., $1,368,132,- 
586; Gulf Oil, $1,215,890,766; Stand- 
ard Oil of Calif., $1,157,703,362, and 
Ford, $1,149,241,000. 

The Bell System led the list with | 
assets of $10,775,234,113. | 





100,000 Station Wagons | 
Built by Willys 

TOLEDO. — Willys-Overland 
celebrated a milestone in the 
company’s production history 
when the 100,000th Willys sta- | 
tion wagon rolled from the as- 
sembly lines June 19. Station 
wagon production represents 
more than $160,000,000 in fac- 
tory sales volume since the ve- 
hicle was introduced in mid- | 
1946, 

“The pioneering of the station 

wagon all-steel body has helped 
place Willys-Overland in the No. 
1 position as manufacturer of 
station wagons,” according to 
Delmar G. Roos, first vice-presi- 
dent, 

This year, the company has | 
allocated more than 60 percent 
of its production to station wa- | 
gon manufacture. 
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llic, the Nash book was rated first | 
over five others with a score of 
|85 in a recent issue. 
+ * * 
CROSS the board, Nash was 
marked 84 for “presentation,” 





“ pared in the same tabulation are 
director of public relations, with producers of textiles, tractors, | 
Glenn Cummings of Cummings | paint, shoes and baked goods. The | 
and Hopkins, Detroit advertising | shoe manufacturer placed second 
and public relations firm, as con- | with a final grade of 83. 
sultant. : ‘ On Nash, the publication com- 
In Forbes, a business magazine ments: “Profusion of pictures, cf- 


|Standing. Provides good insight CHEVROLET DEALER FOR 30 YEARS—New showroom of Johnson Chevrolet Co., Bunkie, 
Auto Stocks | into operations.” La., is directly across the street from building containing other departments of the dealer- 
June 19 June 12 | ship. Roy Johnsor is the owner. 
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Studebaker ...... 33% 34% WASHINGTON. — Asserting that sorb freight costs and sell at de- freight, as long as there was no 
Tucker i a 19 |the basing-point bill might lessen livered prices as long as they acted} collusion within the industry. 
Willys-Overland .. 6% 6% competition and thus hurt small/ independently. caresses 

business and the public, President In his veto message to the Sen-| AUTOMOTIVE NEWS, the Newspaper of 





Average for — | the Industry 
‘ : » fal stry, read by everyone who counts 
10 Stocks ....... 26.12... . 26.89 Truman vetoed it last week. ate, Truman said that the bill would | in America’s No, 1 Industry . . . an estt- 


The controversial measure would|have “reduced the protection af- mated more than 100,000 readers weekly! 
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handle, they have a quality look, a quality feel. They 

are definitely stronger and far more flexible. Like all 

Textilene Sunsure materials, they withstand 200 

CUSTOM-MADE hours in a Fade-Ometer machine without objection- 
able fading. 

S$ F AT C 0 V e R 5 These Textilene Sunsure fabrics of superfine qual- 
ity are available in a wide variety of colors and pat- 
terns. They're easy to slide over. They don’t grab 

Your best bet overcoats or furs, and can’t snag stockings. They 

resist cigarette and match burns. They’re cool in 


summer. And the static electricity in these fabrics is 





negligible. 


Write for samples today. Or for new miniature 


If the seat covers you sell are custom-made, you've 


; : booklets which go with every set of Textilene Sunsure 
got a potent sales tool. For that’s the buying trend alt cael: , 
today. But if they are custom-made from Twitchell’s 
new Textilene Sunsure® fabrics of superfine quality. 
you've got more than a sales tool . .. you've got a 
weapon! 

You'll find, if you haven't already, that we've built 
every sales argument into these fabrics that any man- 
ufacturer, any retailer, could possibly want. The 
proof of their popularity is a matter of record in sales 
ledgers from coast to coast. And has been ever since ede Third and Somerset 
their introduction last spring. Streets 

You see, these new Textilene Sunsure fabrics of Philadelphia 33, Pa. 
superfine quality fill the need for a better fibre fabric 
at a reasonable price. Woven from finer yarns, and 
therefore easier for seat cover manufacturers to 





The 1951 Kaiser DeLuxe 4-door Sedan. 
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“Most adjustable front 


seat in any Car.+s 


a 
what 4 car to drive!” 


~ +Takes curves faster, 


safer than any car Ive 


e smoothest, 


most relaxing ride [ve ever known! 


& “Saves me money 


cone of © body styles and 12 models. Hydra Matic Drive available in all models at extra cost. 


every mile I drive!” 


“Those new lower prices 


. 


sure help. too! 


“That Supersonic Engine sure is a bearcat 


” 


for power: yet it’s quiet as a mouse ! 


Design sees that I get it!” 
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Talk of the trade! 


Ask any dealer who's been to an Auto Show! 
Ask any dealer you know! 


Ask any dealer! 


What are they talking about? Mister, they're talking about a Big, New Package 
in the automobile business, and the sooner you find out about it 


the faster you'll hit the jackpot! 


This Big, New Kaiser-Frazer Package is crammed with terrific opportunities 
for quick and broad success...opportunities that enable you to do business with 


every car buying family in your town! Here’s what the trade is talking about: 
1. America’s Newest, hottest lines of cars 


The 1951 Kaiser...triumph of Anatomic Design! The new leader in the 
medium price field...and already the most talked-about car in America! 


The 1951 Handcrafted Frazer...the value leader in the luxury car field! 


Now more than ever the Pride of Willow Run! 





These two lines alone would be enough to make you throw your hat in the air! 


But that’s only part of the story...there’s another wonderful chapter— 


The Most Important New Car in 42 years...the HENRY J...the lowest- 
priced full-size car...the car that costs less to buy, to drive, to maintain. 


And here's the clincher! ...as hot as the cars: 
2. The Industry’s Newest, Most Profitable Franchise 


No room here to give details but, mister, when you hear them you'll whistle! 
You'll agree when you get the facts that nobody—but nobody—except 

the Kaiser-Frazer dealer has as ripe and ready an opportunity to go to town 
in a big way. If you want the automobile business to pay you high, wide 
and handsomely...call, wire or write Walter deMartini, Vice President and 


Director of Sales, Kaiser-Frazer Sales Corporation, Willow Run, Michigan. 


Kaiser* Frazer Corporation, Willow Run, Michigan 










Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 


Chrysler 


47 States Previously ‘50 2254 
_ Reported _for April 49, 10839 
New Hampshire ‘50 23 

49 16 

48 States Reported ‘50 2277 

to Date for April 49° 1085 


5 
2 © 
s ° 
$i 3/£ 
6\/é6/<« 
1605, 4255 4838 
/y 14321: 48686 
18 46 56 
13 60 104 
1623 430) 4894 
7724 '444| 48790 
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TOTAL 
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81617 
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New Passenger Car Registrations, 48 States for April, 1950-1949 
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New Passenger Car Registrations, 16 States for May, 1950-1949 
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; : 49, 172, 124) 380,681, —«:1357, 734, =~ 55) 247,_—«*1036, = 730)_~—«190,_*1638, 518} +548, ~— 3624) S| —*103)_—s18 i) 13} 18) 206) 223] AS 
Delaware ‘0 2, 3 13. «23, 41 275 £9, 89 373 +135 24 327, 104 142 732 7 13, 20 2 2 2-28 20,19 5 1364 
‘* 47, -26| ~—s17,—— 86} 154) 283, 216 15; _-65}_—- 296, —st |, =~} —326]_—t2]_— 99 677; 7; _ _—-23,_—S 0 5 ON ad cael healer 
Idaho ‘50 8688 ©1383; +22; +32, 75 377, 22, tat) 50 235 31, 496 154 174 1090 iW 17 28 \ 75, 122 23166 34 1 2.25 
- 49 50 30 65, 166) 311; 274 21; _—«88;_—383;_— 142; 22} 275) 96} SS 621 18, 38) 56 | 9) 3) 88s | 116) 25 | ti3 
Winoi ‘50 «117, Ss 44,—Ss«d195,~Ss«362)s718) «5418 ~—S«s'B3, +1702, 7303, 2827, 465; 6242, 1762, 2075, 13371; 227, 196 423 2I 1448 1470, 517 1395 127 7 26800 
— 7 49, 1041| 803/ 1716 4482) 9042, 4892, 35! 1507, 6750 3152, 689, 7273, 2148, 2303, 15565, 235, 761, 996 97, 3, 75|_—_—1560, 1104 953, 1348, 205' 636708 
Kansas ‘50 35 59 87, 141 322 2083) 47, 546 2676 766 82, 2077, 479, #749, 4153 56 76 (132 I 740 456 146 379 23 1; 8539 
= 49, 175 91) 238, = 719, —:1223) «1212 79| 378) 1667) 486 70; 1634) 339) 422) 2951; 31; _~_—i1SI| ~—*182 23 2 23 340) 245) 181) 264) 12} | 116 
Nebraska ‘50 47 33 92, 152. «324. «1234—='i<“‘« C8] 67 1336 «318, = 438,—Ss«a2718, SiS 28 43 2 95 162 75-250 17 1 5291 
/ 49,137 53, 142) 557, 889 777 34 180 © 991 312 66 1105 192; 310 1985 27; 110) 137) 9 7 112 76; —«9O}_—st76] S18} Ct 
Nevada ‘50,8 6 7 4 3 93 14 = «43)—s«*W50 62 21) 187) «+3; 29 330 | 18 26 19 65 10 i 655 
a 49 23 15 46-102,“ 186) st) S16 82,207 62 31 125; 50] _—62)_—330}_—S 3} SSS {| 22 35 a a z 92 
New Jersey ‘50-201 93 297 520 ill! 3353 126 1560 5039 1670 338 3665 1237 1534 8444, 104, 106 210 27 12 608 673 33) 880 185 50 17570 
a 49 439, 285, 777| 1427, «2928-1734 ~—s110'_—«$76| 24201-1310 = 278. 2639 767, 1247) ~—b24, S366, 202, #492331 287 S421 3646 
North Carolina 50 28 45 88 147 308 2594 50 668 3312 928 139 2454 624 788 4933 48 56 «104 2 4 12 167, 303'—«S«s«122)—ss«440 77 15; 9799 
aaah 49° 114 93,275, 785, (1267, «1340, 99S 326) 1765, «S10 —94,—1882) 360, 475| 3321) =, 06) S132, 23 8B SSO 819) 89) 7387 
South Carolina ‘50, «36)~«45”~=C*«~S‘ )~S=«a C843) «208)~SC*«:S*~«*SC«iai}SM5)S*«a'SCié‘i‘AO~=«290,+~=«#375) + 26a7?,s=“‘<«‘ C!;*‘<~‘S U;:C‘<«*‘«‘ 8 3 91 I7L 42 186) 25 2; $027 
ace - ‘49; 51, 52) —«107,-— 386] «598 = 32,387,121, 790,251, 44) 1279, «= 204, S255) 2033, 7; 30), 77st 105) 80) 57; 143) 45) 23908 
South Dakota ‘50,12 7 27, 35) Bi, 579 BCS) 7450264, 34) 807,175,026, 1496, 28) 23, ' ! TT a 1 27% 
ae 49, SI 10 42, 235 338 307 23 76 408 104 15 358 85 82 644,19 61] 80) 9% Ot 8888 7; SO} 
Utah ‘50, tN) S19) 25) 44) 99,378) |, 125) 514297); 620) 121, 165, 1229, 1826) 44 1 3 113, 107, 32,149, 20 4° 2315 
. aa ‘49\ 53 45 74, 193) 365) 291 31 97, 419| ‘133 21, 375 74\ 134737 1644 43} 106; _i4i _—s|_—*1955 
West Virginia "50 47,9 65, 130) 251; 786 21; 218; 1025, 279 «29 795 200 231 534 21 27 48 15 90 «128 80 152 4l 1 3365 
‘49 Bi} 58} 173) ~—425|_ 737/421 24, 126! =S71| 261 37, _930|_—*(169| ~—-224 162k aa) et ge) 8 103) 126 67; 145) 38} tT 8495 
Wisconsin ‘50 48 17, 62, ~«109,~=Ss« 236) —«sa23t 43, 559, 2733 1189, 148 2455 749, 823 5364 90 78 «168 I 1 5 342, 892 204 570 47 7, 10570 
ee ‘49; 229; ~— 216; +450) +1120) 2015) 1417 67| 344 1828| 899 137| 2255 663) 657 461 | 83) 245 328 6 _| 16 «423! — 522,241) 406) 40) S|_1052 
16 States Reported 50/721; «458 «1288; +2272; +4739 22755; 648; 7151; 30554, 10812, 1667; 25718, 6992, 8627; 53816) 683; 748 1431 i 55 104 3675 5093, 1885, 55.4, 746, 128) 10775! 
_to Date for May 49! 2740' 1962) 4745) 11929) 21376) 15411) 1004 4419 20334) 8760) 1794) 23134) 5985) 7200' 46873' 567| 1982| 2549) ~— 256 60233, 4136, 3252) 2445) 4378) 724 52, 107168 
Year ‘50, 28981 | 20707, 57467, 92302 .99457 381551, 10717 101865 494.33 165711 23457, 448434118854 140607, 897063, 3727 1.911; 15638 343 2055 2215 47838 53978 24829 98643 8783, 1637 1846612 
to Date 49, 3870?) 30938, 67823145929 283399 256814| 14206| 53372 324392| 117306! 27087 | 238941 | 76114/ 83711! 543159 8230 17401 2563! 2385 943, 4440 50607, 42676 31191 54045 8515! 1973 1373356 


New Commercial Car Registrations, 48 States for April, 1950-1949 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 





tives in state capitals. 
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Truck registrations by states are ® = 3 
released here weekly, as com- - + 6 ‘al 3s > 2 
pleted by R. L. Polk representa- ; ° § Oo 3 $ 2 P 9 = 
tives in state capitals. S 3 € = £ z = 3 = $ 
2 £ 2 : =| & 2 2 > 2 
e | 6 a ;} o| =F) 2 a | & z+ | = 
Arizona "50 221 2 1 27 183 63 31 1 ! 34 3 24 59, |'50 
iieatianniaroee ‘49, 189 i 1} 50 124 4\ 31 | 2 47 3 23 2 515''49 
Connecticut "50 5 7, 262 7 17 3; #7) #226) 69 67 ~“j a. i 2: a ul Zs 4 BUI | DU 
or ‘49 2b 226) 5 14 74) 7/156 2 55 87 16) 3 44 2} 27] __728)'49 
Delaware "50 1 1 88 2 ' 10 65 22 32; 0S 2 l 1 d 14 3 247 ‘50 
eS a _|_ 120 1 = BE ae 73 16 36 a | 13} 2 296|'49 
Idaho 50 308 5 24 2 «199 3 68 ae a 35 2 46 798 ‘50 
oa ‘49: | 222 | 3} |} 2 112 4 % 82 2 i __ | 74) _—2| 50 | 730 '49 
Ilinois "50 L 1 1292 1 51 22,.—«145 1 1001 275, «418 16 4 4 “129,34 55 3, 3457 ‘50 
aa 49) 5 2, 1790; 6) 324,605 2 867 328, 515 ; 4 2 25 239 66 84 19| 4614 '49__ 
Kansas ‘50 718 2 6 5 50 515 149 246 5 2 84 i 30 1823 ‘50 
ry : 49 1211 3 7 321 __ 488 27! 278 4 9 208 10 64 2| _ 2877'49 
Nebraska 50 550 1 17 4 36 420 128 170, 4 # J 2 ~ 44 7 33 1, 1418, 50 
Ree 49 587 2,30 149 1 289 156 180 3 135 . 7! 4 16131'49 
Nevada 50 70 3 5 i8 2) — . an 7 ~ it 166) '50 
j 49 | 76 24 33 22 26 27 16 | 228 | '49 
New Hampst £0 5 4 2i 4 1 Ot 1 170 49,84) 24 7 | 2 3 21 72/|'50 
wo 49 ahd 114 3) 46 | 8B 32 24 8 10 2 . | 324g 
New Jersey ‘50 11 24898 1 15-22? 106 6 630) 1) 222; (216) 67, 6 1, 7%) 54 SI 2415) ‘50 
ee 49 2 8 646 10 26. 6 17), 3) 423 4 159 196 25 10 3 69 24 65 6 1857 '49 
New Mexico "50 324 i 31 190~SOWL — wv ff nt i. | 4 15 ! 743 ‘50 
ticiiac mente ae __ 333) 5| 118 102 79 58 10 49 5 17 777 '49 
North Carolina 50 9 1 1034 1 4 8 99 3) 89! 154, =2#4179,~SC«~”S” 18 i 1 99 23 36 19 2580 ‘50 
a 49 i] 876 | 2 | 213 2 450 105 104 17 i 100 14 58 13 1968 | '49 
Rhode Island "0 3 7 6 33 166 15 41 14 2 2 I 14 5 i" 410)'50 
49 Tr | 157 2 10 6 85 140 28 63 1 2 2 43 2 19 | 583 | '49 
South Carolina "50 479 i 1 2 36 415 1 ty 67 22 1 4l WW 16 1 t2tt)'50 
Sag waist 444 | 153 1) 231 93! 68 10 2 4\ 4} 291 ——S)——«*1092/'49 
Utah "50 261 . 12 129 60 54 3 2 1 19 2 i 4 566 |'50 
eS : 49 156 9 62 67 62! 65 2 | 3 37 5 23| 4931 '49 
West Virginia ‘50 333 1 1 1 29 1 255 2 64 63 2) 4 4l 2 67 866 | '50 
es 49 352 3 107 || 208 2 66 57 | 30 3} 89 4 924|'49 
16 States Reported "50 39 38) 7146 13) +120 89-787; ~—s21| +5500 5 1594. 1785 15) 194 31 35 3) 746 ‘I71| 454 33, 18819) '50 
to Date for May 49 22 17| 7499 28; 136 54' 2787 19| 3826 12) 1609! 1870 3 99| _2I 7 1} 1166} 160) 643 59|  19607|'49 
Year BO} 706, = 704/119440' 159, 1840/1223) 27611; 386’ 95258; Il] 27118) 30603, 156) 3279) 666) 1029) 105) 15445) 3252) 6304) 630) 336025)'50 
to Date 49| 726! —578/113129! 407! 2177 . 1226) 38342) 490) 55264 162) 24716) 31372; 149! 2041) 91) 1569 73) 18870) 2935) 14980! 1226) 310523)'49 


registrations by states are 






as com- 
L. Polk representa- 
capitals. 


47 States Previously 
__Reported_for_April 
New Hampshire 


48 ‘States Reported 
_te_Date for April_ 





registrations by states are 


as com- 
L. Polk representa- 
capitals. 








z 
o| 
a} 


~New Mexico 


at 


North Caro 


Q.! 


Rhode Isla 


al 


South Carol 


r 


Usah 


al 


West Virgi 


16 States Reportec 

to Date for Ma) _ 
Yea 

to Dat _ 





club 


pre: 
Bre 





For 
day 
here 


sent 
and 
Civi 
the 

Lou 


inst: 
U. § 
and 
Flo! 


Pla 
To 


nual 
of tl 
will 
Stat 


Fut 
pers 
ence 
plas 
and 

next 


Fe 
issal 
appc 
acco 
man 
said 
the | 
Mot 








VIAL 


on 
< 


rw ree 


2439 
2055 
2039 
2856 


7077 


2.25 
6800 
6704 
8539 
7116 
5291 
4490 

655 


7570 
3644 
1799 
1387 
1776 
768 
315 
955 


1365 
495 
570 
52 

75! 
168 
612 


56 








The following advertised. delivered prices 
are based on factory retail prices at the 
factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT include _ transportation 
charges, state or local sales taxes or 


optional equipment. 


Current Prices on New Automobiles 


AUSTIN—A40-——4-dr. sed. (Devon). $1,- | 


180; stat. wag. (Countryman), $1,520. 
490—conv. (Atlantic), $2,345 (with auto- 
matic top, $2,525); sports sed. (hardtop), 
$2,750. (Delivered in New York.) 


BUICK—Special Series 40—4-dr. tour-| 


back sed., $1,941 (deluxe, $1,983); 4-dr. 
jetback sed., $1,909 (deluxe, $1,952); sed. 
epe., $1,856 (deluxe, $1,899); bus. cpe.. 
$1,803. Super Series 50—4-dr. tourback 
sed., $2,139; 4-dr. Riviera sed., $2.212; 
sed, cpe., $2,041; conv., $2,476; Riviera. 
$2,139: stat. wag., $2,844. Roadmaster 
Series 70—4-dr. tourback sed., $2,633: 4-dr. 
Riviera sed. $2.764: sed. cpe., $2.528; 


conv., $2,981; Riviera, $2.633 (deluxe, | 


$2,854); stat. wag., $3,433. (Dynafiow 
standard on Roadmaster, optional on Spe- 
cial and Super models at $169.20.) 
OADILLAC—Series 61—-4-dr. sed., $2,- 
866: club cpe., $2.761. Series 62—4-dr. sed., 
$3,234; club cpe., $3,150: conv.. $3.654; 
Coupe DeVille. $3,523. Series 60 Special— 
4-dr. sed.. $3.797. Series 75—4-dr. 7-pass. 
sed., $4,770: 4-dr. 7-pass. Imperial sed., 
$4,959. (Hydra-Matic standard on Series 


62 and 60 Special. optional on Series 61 | 
| sed., $2,365.50; club cpe., $2,341.25; conv., |4-dr. sed., $2,299 (deluxe, $2,393); 4-dr. | $1,571. Chieftain Eight—4-dr. sed., $1,813 | Cruiser—4-dr. sed. $2,186.76. (Autemntle 


and 75 at $174.25.) 
CHEVROLET — Styvyleline Special—4-dr 


sed., $1.450; 2-dr. sed.. $1,403; club cpe., | 


$1,408; bus. cpe., $1.329 Styleline Delnxe 
—4-dr, sed.. $1.529° 2-dr sed., $1,482; 


club cpe.. $1.498: conv $1.847:; Bel-Air. 
$1,741; stat. wag.. $1,994 Fleetline Sne- |° 


eial—4-dr. sed., $1,450: sed. cne.. $1,403 
Fleetline Deluxe—4-dr. sed., $1,529; sed 
cpe., $1,422. (Powerclide optional on De- 
luxe models at $158.56.) 

CHRYSLER — Roval — 4-dr sed... &2 
153.75: 8-pass. 4-dr. sed., $2.875: club ene 
$2,123.75: stat. wag. $3,183.75. Windsor 

_4-dr sed.. $2,348.50: &-nass. 4-dr. sed.. 


$3.069.75: club cne.. %2.327.50: conv., $2.- | 


761: Newport. $2.656.50: Traveler, $2,- 
579.75: lim.. $3,196. Saratoga—4-dr. sed.. 
$2,667.25: club cne.. $2.441. New Vorker 
4-dr. sed., $2.783: club cpe.. $2,754.75: 
conv., $3.263: Newport, $3.157.75. Town 
& Country—Newnort. $4,027.75. Tmnerial— 
4-dr. sed.. $3.080. Crown Imperial—4-dr 
sed.. $5.278.75; lim., $5.383.75. (Presto- 
matic optional on Royal at $120.90, stand- 
ard on other series.) 

CROSLEY—2-dr. sed., $967: conv., $987: 
stat. wag.. $999: roadster (Hotshot). $935 
Super—2-dr. sed., $1,037: conv., $1.037: 
stat. wag., $1,069; roadster (Super Sports) 
$9RS 
DeSOTO—Deluxe—4-dr. sed., $2.006.25: 
8-pass. 4-dr. sed.. $2.696.25: club cne.. 
$1,995.75: Carry-All sed., $2,210.50. Cus- 
tom—4-dr. sed.. $2,193.75: 8-nass. 4-dr 
sed.. $2,882.75: club ene.. $2.175.75; conv.. 
$2.598: Sportsman. $2.508.75: stat. wag.. 
$3.112.75; Suburban sed., $3.198.75. (Tip- 
Toe Hydraulic Shift standard on Custom. 
optional on Deluxe at $120.90.) 

DODGE-—Wavyfarer—2-dr. sed $1.755: 
roadster. $1.744.50: bus. cpe.. $1,628.75 
Meadowbrook—4-dr. sed., $1.865.75. Coro- 


Ferry. Breech 


Discuss Defense 
WASHINGTON. Hugh J. Ferry. 


president of Packard, and Ernest 
Breech, executive vice-president of 





Hugh J. Ferry Ernest Breech 


Ford, have participated in a nine- | 
day conference on national defense | 
here, which ended today (June 26). 

The two were among 60 repre-| 
sentatives of industry, labor, finance | 
and religion to attend the Joint | 
Civilian Orientation conference at 
the request of Secretary of Defense 
Louis Johnson. 

The group also visited military 
installations at Fort Benning, Ga.; | 
U. S. Naval Yards at Norfolk, Va., 
and Eglin Air Force Base in 
Florida. 


Plastics Engineers 
To Meet Jan. 18-20 

ATHENS, O.— The seventh an- 
nual national technical conference 
of the Society of Plastics Engineers 
will be held Jan. 18-20 at the Hotel 
Statler, New York. 

Following a “Plastics Shape the 
Future” theme, the technical pa- 
pers to be presented at the confer- 
ence will review achievements in 
plastics during the past 50 years 
and prophesize their future for the | 
next half-century 


K-F Names Outlet 


Ferguson Auto Sales, 32 N. Flor- 
issant Ave., Ferguson, Mo., has been 
appointed a Kaiser-Frazer dealer, | 
according to E. H. Weber, regional 
manager in the St. Louis area. He 
said the firm would operate under 
the distributorship of Paul Schulte 
Motor Co. 


} 
| 





| $2,281.50; club cpe., $2,257.25; conv., $2,- | 294; Holiday, $2,162 (deluxe, $2,267); stat. | luxe, $2,000 (super deluxe, $2,058); stat. ;—-4-dr. sed., $2,023.75; 2-dr. sed., $1,992; 


| 





| 
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net——4-dr. sed., $1,944.75; 8-pass. 4-dr. | 2-dr. sed., $2,049; club cpe., $2,069; 4-dr. 

sed., $2,634.25; club cpe., $1,931; conv., | utility, $2,199; 2-dr. utility, $2,149; bus. 

$2,346; Diplomat, $2,240.75; stat. wag., |cpe., $1,999. (Hydra-Matic optional on all 

$2,882.50. (Gyro-Matic optional on Coronet | models at $158.50.) 

models at $94.60.) | LINCOLN — 4-dr. sed., $2,575.50; club 
FORD—Deluxe Six-—4-dr. sed., $1,471.50; | cpe., $2,528.50. Cosmopolitan 4-dr. sed., 

2-dr. sed., $1,424; bus. cpe. $1,332.50. | $3,239.50; club cpe., $3,187; conv., §3,- 



































































Deluxe Eight — 4-dr. sed., $1,545; 2-dr. | 949.50. (Hydra-Matie optional on all mod- 

sed., $1,497.50; bus. cpe., $1,419. Custom/els at $174.25.) 

Deluxe Six—4-dr. sed., $1.558: 2-dr. sed., MERCURY—4-dr. sed., $2,032; Model 72 

$1,511; club cpe., $1,511; stat. wag., $2,-| club cpe., $1,979.50; Model 72-A club cpe., | 

ga ar: — a an canbe: — sed., Shee conv., $2,411.50; stat. wag., §2,- OPERATED BY VETERAN AUTOMOTIVE MEN—Dave Graves and Sid Anderson are the 
’ + «GF, sed., »959.00; CluD cpe., | 060. owners of Graves-Andersor Pontiac in Walla Walla, Wash. The dealership was opened 


$1,595; conv., $1,948; stat. wag., $2,106.50. NASH-—Rambler Custom—conv., $1,808; 
FORD OF BRITAIN—4-dr. sed. (Prefect, | stat. wag., $1,808. Statesman Super—4-dr, 

Srore —" 4-dr. sed. (Prefect, leather), | sed., $1,738; 2-dr. sed., $1,713; club cpe., 
° ; 2-dr. sed. (Anglia), $947. (Deliv- | $1,735; bus. cpe., $1,633. Statesman Cus-| (deluxe, $2,383); 2-dr. sed., $2,224 el ! . 

ered in New York.) ae tom—4-dr. sed., $1,897; 2-dr. sed., $1,872; | $2,358). Super—4-dr, sed., Sess ‘Gotu $1768), yo Fight ae ae 
FRAZER—4-dr. sed., $2,359; Vagabond, | club cpe., $1,894. Ambassador Super—4-dr. | $2,919); 7-pass. 4-dr, sed. deluxe, $3,950: | $1,792 (deluxe $1,887); sed, a ol cad 

$2,399. (Hydra-Matic optional on all mod- | sed., $2,064; 2-dr. sed., $2,039; club cpe., | 2-dr. sed., $2,608 (deluxe, $2,894); conv. | (deluxe $1,837) (iyden-lantte ootk $1,742 

els at $158.50.) | $2,060. Ambassador Custom—4-dr. sed., | deluxe, $3,350; lim. deluxe, $4,100. Cus-|all models at $158.50.) __ — 


recently. 


HILLMAN MINX — 4-dr. sed.. $1,495; | $2,223; 2-dr. sed., $2,198; club cpe., $2,- | tom—4-dr, sed. 3,935; conv : y 
conv., $1,745; stat. wag., $1,797. (Deliv- | 219. (Hydra-Matic optional on Ambassa- | (Ultramatic cnsiund’ on Gules’ opts oul te ee sae sed., $1,035. (Deliv- 
ered in New York.) dor models at $158.50.) on other series at $185.) STUDEBAKER ” Champten Cus ite 
HUDSON — Pacemaker — 4-dr. sed., OLDSMOBILE—Series 76—4-dr. sed., $1,- PLYMOUTH — Deluxe P19 — 2-dr. sed., | sed., $1,519.25; 2-dr. sed. $1,487 50: club 


$1,933; 2-dr. sed., $1,912; club cpe., $1,-|819 (deluxe, $1,887); 2-dr. sed., $1,761/$1,507; Suburban, $1,855; bus. cpe. 1,-|c : 

933; conv., $2,428; bus, cpe., $1,806.50, | (deluxe, $1,829); sed. cpe., $1,745 (deluxe, | 385.75. Deluxe P20 —— 4-dr. sed. $1,006; pion Sesune—i-ér cd Gi forts; Bae 
Pacemaker Deluxe—4-dr. sed., $1,959.25; | $1,813); club epe., $1,719 (deluxe, $1,787); | club cpe., $1,534.25. Special Deluxe P20— | sed., $1,565.50; club cpe., $1,591.75; bus. 
2-dr, sed., $1,927.75; club cpe., $1,959.25; | conv., $2,135; Holiday, $2,003 (deluxe, §$2,-|4-dr, sed., $1,644; club cpe., $1,617.50; |cpe.. $1,497. Champion Regal Deluxe... 
conv., $2,443.75. Super Six—4-dr. sed., $2,- | 108); stat. wag., $2,362 (deluxe, $2,504). | conv., $1,997; stat. wag., $2,387. "|a-dr. sed., $1,676: 2-dr, sed., $1,644.50; 
105; 2-dr. sed., $2,068; club cpe., $2,101.75; | Series 88—4-dr. sed., $1,978 (deluxe, $2,-| PONTIAC—Chieftain Six—4-dr. sed., $1,- | club cpe., $1,670.75; conv., $1,981.35. bus 
conv., $2,628.50. Super Elght—4-dr. sed., /056); 2-dr. sed., §1,920 (deluxe, $1,998); |745 (deluxe, $1,840); 2-dr. sed., $1,694 | cpe., $1,576. Commander ‘Deluxe —- 4-de 
$2,189; 2-dr. sed., $2,152; club cpe., $2,-|sed. cpe., $1,904 (deluxe, $1,982); club | (deluxe, $1,789); club cpe., $1,694 (deluxe, |sed.. $1,902.50; 2-dr. sed... $1,871: lub 
185.75. Custom Commodore Six—4-dr. sed., | cpe., $1,878 (deluxe, $1,956); conv., §2,- | $1,789); conv. deluxe, $2,122; ‘Catalina de-|cpe., $1,897.25. Commander Regal Deluxe 


809.25. Custom Commodore Eight — 4-dr. | wag., $2,520 (deluxe, $2,662). Series 98— | wag., $2,264 (deluxe, $2,343); bus. cpe., | club cpe., $2,018.25; conv. $2,328.50. Land 


$2,893.25. (Super-matic optional on all|town sed., $2,267 (deluxe, $2,361); sed. | (deluxe, $1,908); 2-dr, sed., 1,7 - | 

models at $199.31.) cpe., $2,225 (deluxe, $2,319); conv., $2,-| luxe, $1,858); club cpe., sites canon ian. he and Land Cruiser 
KAISER — Special — 4-dr. sed., $1,989; | 772; Holiday, 2,383 (deluxe, $2,641). | $1,858); conv, deluxe, $2,190; Catalina de- | WILLYS-OVERLAND—Four — J t 

2-dr. sed., $1,939; club cpe., $1,959; 4-dr. | (Hydra-Matic optional on all models at/|luxe, $2,069 (super deluxe, $2,127); stat. | $1,493.87; stat. wag. $1 05.32 tte = 

utility, $2,089; 2-dr. utility’ $2,039: bus. | $158.50.) wag., $2,332 (deluxe, $2,411); bus. cpe., | wheel drive, $2,010.22). Six-—Jeepster. §1.- 

. $1,889. Deluxe—4-dr. sed., $2,099; PACKABD — Eight — 4-dr. sed., $2,249 | $1,640. Streamliner Six—4-dr. sed., $1,724 | 598.80: stat. wag.. $1 689.57 re 








You should sell Simoniz Kleener 


with every can of the new liquid waxes! 





Just tell your customers their cars must i 






be cleaned...nush SIMONIZ KLEENERS! 


Makers. of the new liquid waxes stress the importance of thoroughly 
cleaning the finish first. That's why sales of Simoniz Kleeners are 
booming — why you should push this world-famous cleaner for even 
greater profits! It safely prepares the finish for liquid waxes or Simoniz 


— creates tremendous repeat business for you! 


Simoniz assures customer 
satisfaction...the shine lasts longer! 


Millions of car owners prefer the Deluxe Beauty Treatment — Simo- 
nizing. It gives a brighter-than-new sparkle that lasts months longer . . . 
protects and prolongs finish life . . . keeps colors from fading! Order 


Simoniz and the Simoniz Kleeners — now! 


MOTORISTS ust I M 0 N I ZW NAME THE PUBLIC KNOWS 
...THE NAME THEY BUY 


THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS. Recognized for over 35 years as authorities on the preservation of motor car beauty, 
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|basis in order to get his share of 
lthe new and used-car volume. 
Dealer Business Counse | aes 
; ' P ¥e ‘ . ‘ THIS system of using the retail 
Volume, Conservative Firms Should Combine I burden in a dealer’s business as | 
Certain Points of Both Systems |@ guide to obtaining additional new 
j}and used-car volume is also a good 


(The opinions expressed herein are those of Columnist Van Tassel and are not | System for a dealer to use in de- 
necessarily those of Automotive News.) termining how much profit or loss 
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, , hi : ; he has sustained in his business Ei 
By J. B. Van Tassel eg past — Se ae ee each and every day in the month. R d 
SHORT time ago I covered the | fer pit selit in saa denastenend |By using this system, a dealer can lecis 
‘% difference between the volume | P P * |always tell exactly what his profit | prop 
operation and conservative opera-| Both of these systems are fun-|or loss is on any given day in the njur 
tion, and now I/|damentally sound but are as differ- | month. prive 
would like to sug-|ent as night and day in their) However, this system can prove show 
gest that the vol-|™method of operation. Here is how| yery costly unless you are con- not ' 
ume operator take | would suggest that the best parts! stantly aware of your current and dina) 
a page from the |Of both these systems be combined| up-to-the-minute sales, cost of not 
conservative oper- | 4nd used by both conservative and! sales, gross profits and expenses prop 
ation, and the con- | Volume operators. in all departments. Also, you | F 
servative operat- | eke must know exactly, or to within -_ 
or take a page| [FIRST of all, the volume oper-| a few dollars, the amount of unit : F , : (2 
from the ‘volume |" stor should adopt the conserv-| selling profit you have ‘made on |p tC" tOD, RACE TRECAGT OETA Gord Ri, acd deter Cal ant Wome fa 
operation. ative operator’s system of budget-| each new and used car sold. in a parade staged to announce the show. The 
oe Both these op-|ing and controlling total expenses| This volume system is not a the 
5. B. Van Tassel = ogehaly — lin —_ a of his ee gamble providing you watch the| = 
some good points/in line wit is recent total sales| operation with an eagle eye at all OQ / d. He d R d. T 
and when they are put together|/and gross profit experience. This ia. It certainly c - a ae ver oa Ss ar on oad S, alwa 
they should be of help to all ee od in noes to his regu-|pensive gamble if it is treated 2 in u 
ers. ‘|lar breakeven system. lightly. J S Cl the 
The volume operator starts out} In other words, he would budget} You must know exactly where ersey urve aims _ 
the first of the month with a cer-|and check each and every depart-|you are headed every minute and — 
tain retail burden to be absorbed | ment of his business, inciading his never underestimate your cost or| TRENTON, N. J.—Results of a| was comparable on the two ordi 
by selling profits from the sales of |new and used-car sections, on a expenses of doing business. If any- | SUrvey conducted in New Jersey routes, as it was on other routes the | 
new and used cars. When these|basis of holding expenses in these | thing, you should overestimate your |by the Federal Public Roads Ad-| surveyed, the report said, tras] 
profits from the sales of cars ex-|departments in line with depart-| costs and expenses and underesti-|™inistration, purporting to show! The report said sections were 
ceed the retail burden, then the|mental sales and gross profits. |mate your unit profits. Always|that highway maintenance costs are) chosen for the survey so that vari- Bas 
volume operator is in a position to In this way he would always |°PeTate on safe grounds and the | two or three times higher A heavy | ables were reduced to a minimum. n 
sell new and used cars at a dis-| he assured a maximum amount |C°™Mbination system should prove | trucking routes than on roads ac- jt explained that sections of heav- ( 
count and the selling profit on each! of service and stockroom gross profitable. |commodating light traffic, ma ily traveled truck routes and near- ; 
deal becomes a final net profit, be-| profit and a minimum of retail Any questions concerning |been on pone Sees igh-| by routes that cater to lighter ve- > : 
cause the retail expense burden! purden. business management will be | way Commissioner Spencer Mil-| hicles were selected so that the Gar: 
has been completely absorbed. Win somenevaitin — gladly answered by J. B. Van (ler jr. width, thickness and joint details the 
The conservative operator starts ate “in addition _ _. veaaiee Tassel, care of Automotive News. Comparisons were made for|of the pavements were identical or = 
out the first of the month on @ | expense-control system, the volume ae : heavy-duty, light-duty and ae nearly so. Pn 
basis of the previous month’s [operator's system of using the re- Cosentino Files Name ger roads of similar volumes a Efforts were made to study pave- the 
experience in each department |taij burden as a guide for know-| A business name has been filed in geographical locations, with rela-| ments of identical age, and in cases and 
—of so many dollars in sales vol- | ing whe ; : 5 : , . tive damage assessed on the basis| where that was not possible, newer on 
q y g when he reaches the breakeven|the Erie county clerk’s office for) 4¢ actual costs of pavement main-| sections of the truck routes were that 
ume to be expected in the month | point in his business. He would|Burst Motor Sales, 3119 Genessee |tenance and repairs = ion h e cK routes were liab! 
and which will produce a certain [then know when he is ready to|St., Buffalo, by Patrick A. Cosen- | a a ss ___| studied, the report said. fron 
amount of gross profit out of | compete on a reduced selling profit | tino. The survey report, which was/ All the pavements studied were drut 
— : — 3. - — |dated March 31 but only recently | of reinforced concrete, according to te 
received by Miller, contended there|the report, 8g f 
|was a close correlation between | ie ol 
surface maintenance costs and the} . 
frequency of heavy axles of com- Hyatt Bearings the 
/ bination truck units. = 
| “Comparisons,” it declare d, Ups Cramer ina 
« | “show that where these pm agen wanna «3 . the 
mae | are infrequent costs per mile o , N, J.—Appointment 
ON ial a2 CARS surface maintenance are in the | of Raymond H. Cramer as general = 
vicinity of $100. These costs dou- | manager of the Hyatt Bearings “y 
ble and triple on the heavy truck- division of General Motors here on 
ing routes. was announced last week by C, E. the 
sf the “No data has been studied rela-| Wilson, president of GM. Cramer not 
/tive to pavement life under truck | Succeeds the late H. O. K. Meister, its 
traffic, because of the long time| Who died June 10. Cramer has been 
period needed. It seems reasonable |WOrks manager of Hyatt. Jur 
to believe, however, that the in-|_ Cramer worked with the Crocker- 
iH a: at sts p ros fF We creasing surface maintenance costs | Wheeler Co., Ampere, N. J., manu- T 
found inevitably point to reduced facturers of electric motor and gen- d 
ae aiacecand life of pavements subjected to such | erating equipment, in varied posi- be | 
excessive loads.” tions in production departments, as the 
As to the relationship between | Machinist, in drafting, as design- ask: 
overloads and maintenance oomts, | eee anes s) Se” oe a neenacaneet, _ 
Se Sapa seers SE Over Si sees he woleed With Willys Corp. ly 
. 10-year period the cost of upkeep | : ase - ‘D4 
Although the Vacuum Operated Aerial has for years been oe Coen Be Bog 3 Route os, | Setting up accessory divisions. C2 


standard on America’s finest automobiles, it has features that will 


interest any prospect, regardless of car preference. Its many advan- 


tages make it the best aerial buy today. Take these three for example: 


@ Unmatched Convenience —check drawings below. 


See how easy it is for the driver to elevate or depress the aerial from within the car. 


© Exceptional Performance Active! tests prove it has 


greater efficiency than any other aerial. It gives clear city reception without being 


extended, enables interference-free listening even on rainy days. 


€) Distinctive Appearance The aerial and its control are 


beautifully styled to blend with rather than detract from the clean, simple lines 


of today’s automobiles. 


Write today for literature —describes all the advantages and 


shows how you can profit from this universal appeal. 





Available for all cars... 
Easy to install 





DETROIT 11 ° 


| 
| 
6537 RUSSELL STREET | 
MICHIGAN | 





a principle trucking artery, was 
five times greater than the cost of 
maintaining a similar stretch of 
nearby Route 30 in Hunterdon 
county. 

| The cost per mile, according to 
the report, was $238 and $49, re- 
spectively. Pavement thickness 


» 


Shelton Builds Again 


| C. K. Shelton, proprietor of an 
automobile firm, body works and 
| service garage in Newmarket, N. H., 
|has purchased a large mill lot on 
Main St., where he intends to erect 
'a service station. 


for the 
greatest news 
in the Entire 
Automotive 
Refinishing 
Industry — 


SEE PAGE 35 
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| Lawsuits Affecting Dealers... 


Court D 


By Leo T, Parker 


Attorney at Law 


ECENTLY a higher court ren- 
dered an unusually important 
iecision to the effect as follows: A | 
property owner never is liable for | 
injury to either real property or| 
private persons if the testimony | 
shows, first, that the property did| 
not violate a state law or city or-| 
dinance and, second, the injury did | 
not result from negligence of the | 
property owner. 
For illustration, in Denver The- 
ater v. Boynton Garage, 214 Pac. 
(2d) 793, the testimony showed 
that for many years the Denver | 

Theater’s employes had been in 
the habit of burning trash taken 
from the theater. 

The method of burning this trash 
always had been placing the trash 
in used oil drums which were in 
the rear of the theater building 
and on a vacant lot. 

There is no state law or city 
ordinance in effect that prohibited 
the theater employes from burning 
trash in this manner. 

+ * * 


Basis for Suit 


te. day, immediately after the 
theater employes burned trash 
in the used oil drums, the Boynton 
Garage caught fire and burned to 
the ground. The garage was situ- 
ated adjoining the theater building. 

Boynton sued the theater owner 
for heavy damages which included 
the value of the garage building 
and its contents. Boynton alleged 
that the theater corporation was 
liable for his loss because sparks 
from the burning trash in the oil 
drums were blown by wind onto the | 
garage and set fire to the wooden) 
roof and rafters. 

It is important to observe that 
the higher court held the theater 
corporation not liable because 
there was no testimony or evi- 
dence presented by Boynton that 
the fire resulted from negligence | 
of the theater employes. The | 
court said: 
“A person may kindle or set fire | 
on his own premises , . , and in 
the absence of negligence he is| 
not liable for damages caused by 
its spreading.” 

* 


* * 


Jury Prejudiced 
T IS well established law that a} 
decision rendered by a jury will 

be reversed by the higher court if 

the testimony shows that questions | 
asked witnesses were intended or | 
likely to prejudice the jury. 

For example, in Moore v. Shel- 

ly Motors Co., Inc., 225 S. W. 
(2d) 9538, the testimony showed 
facts as follows: One Moore took 





Gittens Appointed 
By Truck Group 


WASHINGTON. William B. 
Gittens, of Birmingham, Ala., has} 
been appointed as assistant to H. 
Scott Byerly, managing director of 
the National Council of Private 
Motor Truck Owners, with head- | 
quarters here in Washington. | 

The announcement was made last | 
week by George Faunce, jr., presi- 
dent of NCPMTO. Gittens will 
assist Byerly, he said, in the ad-| 
ministrative and promotional activ- | 
ities carried on by the organization | 
in behalf of the nation’s private | 
motor truck owners and operators. 





Ark. Trackless Trolleys 


Must Pay Bus Fees 


LITTLE ROCK, Ark.—An opin- 
ion handed down by the Arkansas 
supreme court held that trackless | 
trolleys are subject to state bus} 
license fees. | 

The high state court reversed a} 
Pulaski county chancery court de- | 
cision in a suit between Capital 
Transportation Co., Little Rock, 
and the state revenue department. 

Contention of the company was 
that it did not have to pay license 
fees for its 35 trackless trolleys 
because Act 115 of 1939 authorizes 
a state tax for gasoline buses only. 
The trackless trolleys are operated 
by 150-horsepower electric motors 
receiving energy from overhead 
wires. | 
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the Shelly Corp. was arraigned be- 
fore the grand jury?” 

Also, the counsel asked other 

| compromising questions likely to 

prejudice the jury as “Why did 

you divorce Mr. Shelly?” The 


ecisions 


his car to the Shelly Motors Co. court said: 
to have a new motor installed. “Whatever may be the merit in 
At this time Moore owed Shelly |the respondent’s (Moore’s) case, a 
Motors Co. balances for two pre-|fair and impartial trial thereof is 
vious repair jobs. At the time he|required by law. It is impossible 
left his car in the garage he agreed |to estimate to what extent matters 
to have a rebuilt motor installed | calculated to prejudice and passion 
and left his certificate of title with might have influenced the jury, not 
the company’s manager to show | only as to the amount of the dam- 
thereon the new motor number, ages, actual and punitive, but to 
Moore sued the Shelly Motors Co.|other essential issues to be deter- 
for $427 actual damages and $2,500|mined upon proper evidence and| 


punitive damages. He alleged that) ynon proper consideration thereof.” | 


his name had been forged to the 
assignment on the certificate, as , 

was the name of the notary public] Jason Patent Suit Names 
thereon, and a reassignment had ‘ 

been executed on behalf of the Shel-|3 Former Employes 

ly Motors Co. by the manager to! WOBOKEN, N. J. — Officials of 
the purchaser. Afterward the car} yacon Corp. announced here last 





was sold to a company employe. 


The lower court awarded Moore 
$427 actual damages and $2,500 
punitive damages. The Shelly Mo- 
tors Co. appealed to the higher 
court which reversed the verdict 
because during the trial Moore’s 
counsel asked: “Did you know that 


week that they had filed a suit 
against Barr Corp., of Long Island 
City, to enjoin the latter firm from 
manufacturing a stitchless quilted 
plastic. 

Jason officials charge that Robert 
| Shevett, Irving Kramer and Joseph 





MEEHAN MOTORS DELIVERS SAFETY CAR—Joseph West, general manager of the Cleve- 
land Studebaker firm, presents the titie for an accident prevention car to H. L. Taylor, 
vice-president of Bolin Drive-A-Way Co. The 1950 Studebaker Champion will be used by 
the Bolin Co. to assist motorists in trouble along the highways. It contains a mobile tele- 
phone, first-aid equipment, fire extinguishers, flags and flares and emergency road repair 
equipment. Bolin Drive-A-Way maintains terminals in South Bend, Detroit and Toledo, and 
makes deliveries to dealers in 10 eastern and midwestern states. 


ed named as individual de- | Lawler-Herring Names 
fendants, entered into a conspiracy | Lawler - Herring Motors, Inc. 
while in the employ of Jason Corp. (Dodge - Plymouth), 1001-1007 W. 
Jason officials say they have a| Broad St., Richmond, Va., announc- 
patent pending covering invention | es the appointment of Ray P. Weid- 
of the plastic. man as general service manager. 





At last! A simple follow-up system to 


| 


GET RUNAWAY — 
















| REMINDS YOU TO REMIND THEM. This 
_ * “signal file” cabinet has 60 double 
pockets for filing the signal card which 
matches each customer’s record card. Only 
one set of pockets—one pocket for “‘active”’ 
accounts and one for “inactive”? accounts— 
requires attention each day. 





IT’S A PROVEN PROFIT-MAKER. It’s 
tailor-made to fit your business. 
And— best of all 
easy to use! 

It’s the Quaker State Remind- 
O-Matic System* for building up 
service profits . . 
practical way to win new cus- 
tomers and keep old customers 
coming back. 

Compact. Inexpensive. Much 
less complicated than other follow- 
up systems you've seen. Get full 
details from your Quaker State 
distributor, or write to Quaker 
State Oil Refining Corporation, 
Oil City, 


6) 

- KEEPS CASE HISTORY ON EACH CUSTOMER. 
[Swe ® This cabinet holds up to 1,000 ser- 
vice record cards. (Larger outfits available.) 
Only one card is required for each customer, 
to record all service calls and reminder con- 
tacts. Tells ata glance everything you need to 
know about each customer’s car. 











it’s quick and 









. a new and 















Pa. 


















8 

. TIMELY REMINDERS . . . READY- 
e ® MADE! To get the most out of 
your new Quaker State Remind-O- 
Matic System, use the 8 direct mail 
folders and the 32 reminder post-cards 
prepared for the exclusive use of Quaker 
State dealers. They cover every service 
you sell. Each carries a different sales 
message Over your firm name imprint. 




















* PATENT APPLIED FOR 


XL 
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T THE SERVICE of Ford Dealers every- 
A where is a great new grass roots 
sales training program designed to de- 
velop an outstanding sales force in every 
Ford Dealership. 


The New Car and Truck Sales Training 
Program provides participating Dealers 
with complete and comprehensive ‘‘pack- 
age” units of slide films, training booklets, 
quizzes, comparison booklets and sales- 
men’s work books. 


This dynamic, inspiring program is based 
on the sales methods and techniques of 
the most successful salesmen in the auto- 


/ 


motive field. Months of research, field 
studies and interviews preceded produc- 
tion of the course. The popular and effec- 
tive slide film method of presentation is 
used showing, by means of actual on-the- 
job examples, how tried and tested sales 
principles can be made to pay off. A con- 
tinuous flow of printed instructional 
material reinforces the basic slide film 
demonstrations. 


Here is an entirely new, yet time and 
experience tested, program that will work 
for every Ford Dealer to bring in even 
more profitable business. No wonder, it’s 
great to be a Ford Dealer! 


FORD MOTOR COMPANY 
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Used-Car Auction Prices 


Market Trend 


The wholesale used-car market continued to mark time last week 
as the Overall average climbed $1 to $1,013. In the preceding week, 
the average fell $3 to $1,012. 


While prices were steady, percentage of sales showed a slight 
decline. At 10 auctions, there were 901 units sold out of 1,394 offer- 
ings for a sales percentage of 65. In the previous week, the same 
auctions sold 71 percent—930 units—of the 1,388 offerings. 


The drop in the percentage of sales last week could be traced to 
two auctions, which fell below their usual level, Otherwise, the 
number of offerings and the number of cars sold was notably steady. 
So steady, in fact, that three different operations reported the same 
number of entries—107, 

Prices almost matched this steadiness. The prices of '48s, ’47s and 
"41s all rose $1 during the week, while '49s dropped $1. There was a 
$2 gain in the price of '46s. The only appreciable changes were a 
$5 drop in the price of ’50s and a $6 rise in the price of ’42s. 


Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


ALBANY, N. Y. oe sae ears fees“ 78 se, 


(Tim Anspach's Dealers Auto Auction. | CHRYSLER—'47 4-dr., $900. 
>ric f le of DeSOTO 50 Custom 4-dr., $2,050; Deluxe 
a a club coupe, $1,960. ‘49 Custom club 


June 12.) 
ronger on all coupe, $1,800, $1,750. 
SE entices wrens "BOs, as nearly DODGE—'49 half-ton pickup, $760, $630; 
every one was snapped up at private Meadowbrook 4-dr., $1,550; Coronet 4- 
sale before they hit the number gate. dr., $1,650; Wayfarer business coupe, 
Receipts were off 13 percent from the | $1,130. '48 114-ton truck, $910. '47 Deluxe 
previous week, due to better retail trade ronan.” , 3965. 
in this area. Sold 77 units out of 107 |FORD—"50 CD (8) 4-dr., $1,650; 2-dr., 
offerings.) $1,690; CD (6) 2-dr., $1,500. '49 Cus- 
BUICK—’50 Special 4-dr., $1,825. "49 RM| tom (8) 4-dr., $1,250. ‘48 SD = 2-dr., 
.700*; 8 4-dr., $1,650. ‘48 
Mat 4-dr.* $1,250". cay Rad oan, $1,450°; luxe 2-dr., $800. '41 Deluxe 4-dr., $550. 


: os “ar. $910, | _.'35 4-dr., | $335. 
2a ee eae, STO OT $92 UDSON—'50 Pacemaker 4-dr., $1,275. 


49 Special 4-dr., $2,- ‘48 Commodore club coupe, $900, 
Onb0. 4 (62) on. $1,620. a club coupe, $1,437. "40 
c .ET—'50 conv., $2,000; Deluxe}. conv., Re 
EV ROLE TAD. $1075. °49 Sis Deluxe | OLDSMOBILE—'50 (98) 4-dr., $2,305%. *49 
4-dr., $1,450, $1,400. "48 FM 4-dr., $900,| (98) 4-dr., $1,650; (76) 4-dr., $1,590. 
$1,080, $1,060, $1,170, $910; FL aero-| °48, (78) club sedan. $1,300; (98) 2-dr., 
sedan, $1,125. '47 SM business coupe, | ,, $1,360; conv., $1,475. 
$720;, FM conv., $990. '42 FL aerose-|PACKARD—’48 Clipper 4-dr., $1,150. 
dan, $470; 4-dr., $540. '41 MD 2-dr.,|PLYMOUTH—'50 SD 4-dr., $1,650. ‘49 
$304, $480. "40 MD 2-dr,, $410. SD 4-dr., $1,375, $1,285. "48 Deluxe 2- 
CHRYSLER—'41 Windsor 4-dr., $375. dr., $870; 4-dr., $775; SD 2-dr., $1,020. 
DeSOTO—'49 Custom 4-dr., $1,700; club | PONTIAC—'50 2-dr.. $1,700. ‘49 conv., 
coupe, $1,700. "48 Custom conv., $1,475. etnies 48 4-dr., $1,700. 

DODGE—'48 Custom 4-dr., $930. '46 Cus- | STL DEBAKER 48 Commander Deluxe 4- 
tom club coupe, $1,055. witt aoe} : . 
FORD—’50 (8) half-ton pickup, $1,100, '48 ILLYS —'5 Jeep station wagon, $1,450. 
SD (8) club coupe, $860; conv., $1,200, 49 Jeep, $875. '48 Jeep station wagon, 

46 SD (8) station wagon, $880, $760. $875. ‘47 Jeep, $375. 

41 SD (8) conv., $450. '40 Deluxe (8) 

4-dr., $320. 
FRAZER—'417 Custom 4-dr., $540*. MANHEIM, PA, 
HUDSON—'40 Super (8) 2-dr., $275. (Manheim Auto Sales & Auction, Inc. 








LINCOLN—'49 Cosmopolitan 4-dr., $1,630, | Sale every Friday. Prices are for sale of | 


$1,650. ‘47 2-dr., $950; 4-dr., $880. June 9.) 
MERCURY—'49 conv., $1,540. ‘47 4-dr., (Sold 82 units out of 167 offerings.) 
$940; station wagon, $820. ‘41 club| RUICK—’50 RM 4-dr., $2,630. ‘49 RM 


coupe, $400. ‘39 conv., $310. conv., $2,040. "48 RM 2-dr., $1,270; Su- 
OLDSMOBILE.-’50 (88) conv., $2,600*; per 4-dr., $1,200. '47 Super 4-dr., $1,135, 

sedanet, $2,350, $2,400*. ‘48 (78) 4-dr., '41 Special conv., $570. '40 Super 4-dr., 

$1,330*. '47 (66) conv., $1,250*. "46 (76) $480. '39 Super 4-dr., $430. 

sedanet, $980. . CADILLAC—'48 (62) 4-dr., $2,300, '47 | 
PACKARD—'46 Clipper (8) 4-dr., $630. (62) 4-dr., $1,675. '46 (62) conv., $1,- 
PLYMOUTH "50 Deluxe 4-dr., $1,650.) 575. '41 (67) limousine, $925. 

$1,680. '49 Deluxe 4-dr., $1,250. ‘47 SD | CHEVROLET—’49 SL Deluxe 4-dr., $1,525: 

4-dr., $790, $900 SL Special 4-dr., $1,410; FL Deluxe 2- 


PONTIAC—'50 (8) Catalina $2,550, ‘49 dr., $1,375. ’48 station wagon, $1,265: 
(8) conv., $1,725. ‘48 SL (6) sedanet, FL aerosedan, $1,240. '47 FL aerosedan. 
$1,330°. '47 (8) station wagon, $1,140; $1,095. '41 SD club: coupe, $715. 40 
Torpedo (6) sedanet, $1,050. ‘46 (8) SD 4-dr., $430. 
4-dr., $885. CHRYSLER—-'50 Windsor Newport, $2,670. 

STUDEBAKER—'50 Champion conv., $1,- '49 Windsor conv., $2,000. '47 Town 
975. '48 Commander 4-dr., $1.390*; conv., and Country conv., $1,075; Windsor 
$1,410°. ‘47 Land Cruiser 4-dr., $900°. conv., $1,050. 

at "49 Custom club coupe, $1,775. 

, _ ; Custom 4-door, $1,130, ‘46 Deluxe 
DENVER 2-dr., $750. '39 Deluxe 4-dr., $520. 

(Denver Auto Auction, Inc. Sale every | DODGE--'49 Meadowbrook 4-dr., $1,490; 

Tuesday at Englewood, Colo. Prices are Coronet 4-dr., $1,690; Wayfarer road- 

for sale of June 13.) ster, $1,320. ‘48 Custom 4-dr., $1,300. 
(Prices steady.) ‘37 Custom 4-dr., $380. 

BUICK—'50 Super conv., $2.655*; 4-dr., | FORD-—'50 conv., $2,040. '49 Custom club 
$2,505*; RM 4-dr., $2,480*. ‘49 RM 4- coupe, $1,295; 4-dr., $1,180; half-ton 
dr., $1,690. ‘48 Super 4-dr., $1,295. ‘47 pickup, $800. '40 SD (8) 2-dr., $560. 
Super 4-dr., $970. "39 SD (8) 2-dr., $455. 

CADILLAC—'50 (62) Coupe de Ville, $4,- | FRAZER—'48 4-dr., $890. 

600%: (61) 4-dr., $3.650*%. ‘49 (61) 2-dr.,|HUDSON-—'50 Pacemaker 2-dr., $1,770. 
$2,710°*. ‘48 (6) 4-dr., $1,010. 

CHEVROLET—'50 Bel-Air, $2,105, $2.160, KAISER—'51 4-dr., $1,830, $1,800. ‘49 
2 at $2,215: FL Deluxe 4-dr., $1,800, Traveler, $1,120. '48 4-dr., $890. 
$1,805, $1,830, $1.870;SL Deluxe 2-dr., | LINCOLN—'49 4-dr., $1,360. 
$1,745, $1,790, $1,805; SL Special 2-dr., MERCURY—'49 4-dr., $1,680. ‘48 4-dr., 
$1,695; %-ton pickup, $1,290; half-ton| $1,070. '47 4-dr., $975. 
pickup, $1.150. "49 FL Deluxe 2-dr., $1,- | NASH-—’50 conv., $1,670; Statesman 4- 
275. ‘48 conv., $1,240; FL aerosedan, dr., $1,590. ‘49 Ambassador 4-dr., $1,- 
$1,100, $1,145. $1,165: FM 4-dr., $995. 550, $1,300. 

‘47 FL aerosedan, $975. OLDSMOBILE—'50 (98) 4-dr., $2,480, '49 

CHRYSLER—'50 Windsor 4-dr. $2,305°, (88) club coupe, $1,755. '47 (78) sedan, 
2 at $2,350; Royal 4-dr.. $2,345, ‘48 $1,050. ‘46 (78) sedan, $935. '42 conv., 
Windsor 4-dr., $1,370: N. Y. club counve, $615. ‘40 (6) 4-dr., $400. 
$1,075. ‘47 Royal 4-dr., $915, $950, $1,- | PLYMOUTH-—-'47 SD 4-dr., $1,115. ‘46 SD 
050. °'46 conv., $960. 4-dr., $850. '41 station wagon, $585. '40 

DODGE—’'50 Wayfarer 2-dr., $1,750. ‘48 SD 2-dr., $230. ‘'39 SD 4-dr., $355. 
Custom club coupe, $1,125: 4-dr., $1.105, | PONTIAC—'49 (8) conv., $1,750; station 


'46 Custom club coupe. $725. $755. wagon, $1,490. ‘48 (8) conv., $1,370; 
FORD—’'50 Deluxe (6) 2-dr., $1,445; (8) 4-dr., $1,305. ‘47 (8) sedan, $1,150. 
half-ton pickup, $1,185. "49 conv... $1,- "46 (8) sedan, $1,080. 


315*: Standard (8) 2-dr., $940, $1,155, | STUDEBAKER-—-'42 Champion 2-dr., $220. 

$1,255. "48 (8) 2-dr., $805. $910, $960. ‘41 club coupe. $200. 

"47 (6) 4-dr., $705. '41 (8) 2-dr., $370. | MISCELLANEOUS ‘49 Hillman Minx, 
FRAZER—'47 4-dr., $555. conv., $650. 
HUDSON—'49 Super (6) 4-dr., $1,235. 

° ) 4-dr. 605. = 7 
MERCURY = SO aan $2,215*, $2,275; KANSAS CITY 

club coupe, $1,855. '49 club coupe. $1,-| (Kansas City Automobile Auction, Sale 

345, $1.410*, $1.445*. '46 conv., $835 every Wednesday. Prices are for sale of 
NASH—’50 Statesman Super 4-dr., $1,580". | June 14.) 

"49 (600) 2-dr., $1,265, $1,285. (Market is steady on late models. 
OLDSMOBILE—’'50 (98) Deluxe 4-dr., $2.-| Prices geod on clean old models, Sold 

600*; (88) Deluxe 4-dr., $2,375*. '49| 172 units out of 262 offerings.) 

(76) Deluxe 4-dr., $1,725. '48 (98) 2-dr..| BUICK—'49 Special 2-dr., $1,250; Super 





$1,155, $1,415. °47 (76) 4-dr., $995, '46 2-dr., $1,750, $1,650. '46 RM 4-dr., $935, 
(66) club coupe, $895 | CADILLAC "48 (62) 4-dr., $2,147. 

PACKARD—'47 Clipper 4-dr., $805. CHEVROLET "49 FL Deluxe 4-dr., $1,310; 

PLYMOUTH—'48 SD 4-dr., $1,055, $1,090. | FL, Special 4-dr., $1,177, $1,145: SL De- 
'47 SD 4-dr., $820, $855 | luxe 2-dr $1,382; club coupe, $1,282. 

PONTIAC—'50 SL (8) Deluxe 2-dr., $1,- ‘48 FL aerosedan, $1,000; SM _ 2-dr., 
995*, $2,240*. '48 (8) 4-dr., $1,280 $945. 

WILLYS-—'49 station wagon, $950°. ‘48 |) CHRYSLER ‘48 Windsor 4-dr., $1,307, 
Jeep. $635. $1,200. 

MISCELLANEOUS--'48 International half- | ponpGE—'49 4-dr., $1,110, "46 4-dr., $870. 
ton pickup, $645. FORD—'49 (8) cony., $1,462, $1,265; 2-dr., 


$1,147; (6) 2-dr., $1,002. °47 (8) club 

coupe, $820; 2-dr., $752. 

VALDOSTA, GA. FRAZER—'47 4-dr., $475. 
(Tom Hewitt Auto Auction, Sale every | HUDSON-'48 (8) conv., $1,037. ‘47 (6) 

Friday. Prices are for sale of June 9.) 4-dr., $632. 

(Sold 147 units out of 207 offerings.) | KAISER—'47 4-dr., $580. 
BUICK—’50 Special sedanet, $1,975; Super | MERCURY—’'50 2-dr., $1,950. ‘49 2-dr., 
4-dr., $2,425. ‘49 Super 4-dr., $1,565, $1,550. '47 conv., $1,015. '46 club coupe, 


$1,675; conv., $1,755. ‘47 Super 2-dr., $770. 

$975. NASH—'47 (600) 4-dr., $730. 
CADILLAC— 46 (62) 4-dr., $1,295. OLDSMOBILE—'49 (98) 4-dr., $1,830. '48 
CHEVROLET —'50 SL Deluxe 2-dr., $1,725; (68) conv., $1,010. '47 (78) 2-dr., $955; 

4-dr., $1,850*%; FL Deluxe 2-dr., $1,760, (76) 2-dr., $855; (68) conv., $1,095, 

$1,800*; half-ton pickup, $1,180, $1,035. | PLYMOUTH-—'48 club coupe, $1,000; 2-dr., 

‘49 FL Special 4-dr., $1,250; FL Deluxe $1,030, '46 2-dr., $742; 4-dr., $850. 

2-dr., $1,300. ‘48 FM 4-dr., $1,075. '47 PONTIAC—'49 (8) 2-dr., $1,405, ‘47 (8) 





$960. '47 SD club coupe, $950. '46 De- | 




















4-dr., $905. ~ 
STUDEBAKER—'49 Land Nae 4-dr., ‘ 

$1,290; Champion 4-dr., 1,200, "47 

Champion Sea, BF Average Used-Car Prices 

HOUSTON (Compiled bu Automotive News) 

(Gulf Auction Co. Sale every Tuesday. e : 
Prices are for sale of June 13.) Model pimp honey —_ 4 
| (Sold 57 units out of 120 offerings.) nertegg . 
BUICK—'50 Super Riviera, $2,455*, °'47 $1,013 $1,031 $1,021 1950. $1,965 $1,936 $1,8%) 

evackin 1919 1,473 1,489 1,50 
CHEVROLET—'50 SL Deluxe 2-dr., §$2,- | ’ veer ’ am 

000°; 4-dr., $1,740; FL Deluxe 2-dr., | 1948... 1,113 1,152 1,15! 
| $1,780; haif-ton pickup, | $1,125. | '49 | 1947 938 968 954 

FL Deluxe 4-dr., $1,495; 2-dr., $1,260; | 9 
| half-ton pickup, $980; SL Deluxe 4-dr., | 1946 797 832 se 
| $1,400. °48 2-dr., $855; 4-dr., $800, 47 | 1942 410 438 4i4 
| FL aerosedan, $965. § " 4 403 
| CHRYSLER "47. Royal 4-dr., $825. = a rail 508 a 
| f 5 Sus -dr. 2,050. re a 
| DeSOTO— 50 Custom 4 dr., $2,050 ; Jone May Apr. 
| FORD 50 CD (8) 2-dr., $1,550, $1,600, Average, ; $1,013 $1,031 $1,021 


$1,790; 4-dr., $1,740, $1,850; Deluxe (to date) 

(8) 2-dr., $1,600; CD (6) 2-cr., $1,680. |] a ? : 

'49 Custom (5) club coupe, $1,220; 2-dr., | (The above figures are averages of used-car auction prices, all 
Shae Ghee ck te. 7 makes and models, carried regularly in Automotive News.) 
| 
| 


dr., $790; Deluxe (6) 4-dr., $505. '46 
(8) 2-dr., $705. '41 2-dr., $400. 





LINCOLN. ‘49 4-dr., 1,460. ‘ one ‘ 
MERCURY "50 club uae $1,935. 49 $1,080; half-ton pickup, $685; 2-dr.,| $920*%. ‘42 club coupe, $400, "40 4-dr 
club coupe, $1,305, "46 4-dr., $620. $945. 47 conv., $1,000. °46 4-dr., $485; | $325. 


| OLDSMOBILE—'50 (98) 2-dr., $2,460, 49) 2-dr., $755; half-ton pickup, $455. ‘41 |) popGE- 47 4-dr., $895. 


| (76) 2-dr,. $1,390. '40 4-dr., $390. 4-dr., $670; 2-dr., $500. (40 2-dr., $400, | porn 49 Custom (8) 4-dr., $1,380, $1,- 





| PLYMOUTH—'50 SD 2-dr., $1,710; 4-dr.,| $575; station wagon, $295. | 260; 2-dr., $1,265. '47 conv., $875; (8) 
$1,795. ‘47 4-dr., $545. KAISER—'51 4-dr., $1,775. | 4-dr., $850, $870. °46 (8) club coupe 
| PONTIAC—'50 2-dr., $2,155, ‘49 Deluxe | MERCURY "49 2-dr., $1,325. '46 club} $865, $820: conv., $925, $825; 4-dr.. 
4-dr., $1,635. _coupe, $790. ™ | $690; 2-dr., $720. °41 club coupe, $325 
pt os $1,675 | '40 2-dr., $285. °39 4-dr., $205. 
| 40S) ah ¢ a ,009. | oan : , . e - 
| CONCORD, MASS. PLYMOUTH—'47 4-dr., $830. ‘41 4-dr., | LINC OLN 49 Cosmopolitan 4-dr., $1,750, 
| , MERCURY—'50 club coupe, $2,000. 19 
Concord Auto Auction, Inc., Sales ev-| $390. > k 
ery Monday and Friday. Prices are for | PONTIAC—'49 (8) 4-dr., $1,590. '47 t-ar., | 4-dr., $1,500. '46 conv., $875. ‘39 4-dr 
sales of June 9-12.) $460. "46 (8) 4-dr., $575. '42 (8) 2-dr.,| $200. 
(Sold 162 units out of 248 offerings.) $690. *41 (6) 2-dr., $170. OLDSMOBILE '49 (88) 4-dr., $1,965; 
| BUICK—'49 Super sedan, $1,810*, $1,925*; | STUDEBAKER-—'47 2-dr., $1,030. (98) vedanet, $2,030; 4-dr., $1,965, ‘48 


RM sedanet, $1,850*. ‘48 RM _ sedanet, | (8) 4-dr., $1,355. '46 (66) 4-dr., $800; 


$1,310. ‘47 Super conv., $1,325; sedan, AMARILLO, TEX. (76) sedanet, $925. 


$1,100. '46 Super sedan, $1,010. '41 Spe PLYMOUTH "48 SD 4-d 1,025; 2-d 
cial sedanet, $390; sedan, $250. '40 Z (Amarillo Auto Auction. Sale every Fri- $955. ‘47 club a. ae ? 46 cane.” 


| sedan, $225; RM sedan, $285. '39 coupe, | day. Prices are for sale of June 16.) $900; Deluxe 4-dr., $800 
| $205. (Market steady. Sold 214 units out : hae ty ie eae 
| CADILLAC—'48 (62) conv., $2,400*, '47]| of 320 offerings.) PONTIAC—'49 conv., $1,845". ‘47 4-dr., 
(61) sedanet, $1,590*, $1,690*, '46 (62) | BUICK—’50 Special 2-dr., $1,680; RM | $1,000. '46 4-dr., $870. 
sedan, $1,480", $1,550%; conv., $1,475. 4-dr., $2,525*. '49 Super conv., $1,795. | STUDEBAKER—'50 conv., $1,850 
41 ) sedan, $425. ‘39 (75) limou- '48 RM 4-dr., $1,170. '47 Super 2-dr., 
sine, $450. $995. '41 4-dr., $270. | ’ 
CHEVROLET—'50 Bel-Air, $2,000; half- | CADILLAC—’'49 (62) 4-dr., $2,800*. ‘48 | EBENSBERG, PA. 
ton pickup, 2 at $1,150; SL Deluxe club| conv., $2,495. ‘47 (61) 4-dr., $1,450. ‘ 4 
coupe, $1,790, ‘49 SL Special sedan, 46 4-dr., $1,200. | (Ebensburg Auto Auction Co. Sale every 
CHEVROLET —’50 Bel-Air $2,165*, $2,080, Thursday. Prices are for sale of June 15.) 


1,200; conv., $1,675, $1,650; SL Deluxe 
sedan, $1,460; FL Deluxe sedan, $1,360. 
‘48 FM sedan, $1,135, $1,100; SM sedan, 
$1,025, $785, $760, $1,055; club coupe, 
$1,100; FL sedan, $1,210; sedan deliv- 
ery, $750. ‘47 FM sedan, $1,000; FM 
conv., $1,150; club coupe, $975; FL 
aerosedan, $1,060; SM sedan, $850. ‘46 
FM sedan, $825; SM sedan, $875; FL 


$2,050; SL Deluxe 2-dr., $2,000*, $1,740, (Prices steady. Sold 90 units out of 

$1.750. 49 2-dr., $1,370, $1,390. ‘48 | 107 offerings.) tee 

2-dr., $945, $1,130, $1,175. °47 club | BUICK—'48 Super conv., $1,440*. '46 Su- 
. $800. per 2-dr., $1,100, $1,095, ‘41 Special 


coupe, $760, $975. 46 2-dr., $715, $470, 40 Gaper lub eoune, 


CHRYSLER—'50 Windsor club coupe, $2,-| Sedanet, 
49 $390. 


CADILLAC—"47 (61) 2-dr., $1,580. ‘42 
(63) 4-dr., $830. ‘41 (61) 4-dr., $575, 


335; Royal 4-dr., $2,200, $2,250. 
N. Y. club coupe, $1,775. 
DeSOTO—’50 Custom 4-dr., $1,985, $2,000, 


| aerosedan, $895, '42 FL aerosedan, $500.| $2,050. '47 Custom 4-dr., $950. 46 Cus- | $705. I Qe 4 
| ‘41 MD club coupe, $500; SD sedan,| tom 4-dr., $720. CHEVROLET—'49 SI. Deluxe 4-dr., $1.- 
$550, $505, $430. ‘40 SD sedan, $435. | DODGE—'49 Wayfarer 2-dr., $1,225, $1,- 460, $1,450, $1,400, $1,385. 418 FM 


320. '47 business cou 
| DeSOTO--'50 Deluxe sedan, $2,025. ‘49 $625. °41 2-dr., $145 
Custom sedan, $1,775*. '46 Custom conv., | FORD—’'50 Deluxe (8) 4-dr., $1,560, $1.- * , , ro 
$1,025. | 645; CD (8) 2-dr., $1,650, $1,800*; SD $200. ’38 %-ton pickup, $165. '36 4-dr 
DODGE—'50 Meadowbrook sedan, $1,925. | (6) 2-dr., $1,775*. '49 Custom (8) conv. $200. 


'49 sedan, $1,550, '46 Deluxe sedan, 560; 2-dr., $1,195*, $1,220*, $1,260*, | CHRYSLER—'47 NY 4-dr., $1,065*. ‘40 
uso. $ Foe ee ees Oooh. . Royal 2-dr., $285. °39 Royal 4-dr,, $175 


‘39 MD sedan, $480. 





660, °46 4-dr., conv., $1,310; 2-dr.. $1,110, $1,145 
pe, § $1,205. "47 FL 4-dr., $910, $875. 46 SM 
4-dr., $900, $890, $880. °39 club coupe, 





FORD—'50 CD (8) sedan, $1,750; Deluxe | FRAZER—47 4-dr., $565*, $675*. DODGE—’'49 Coronet club coupe, $1,700* 
(6) sedan, $1,610. ‘49 Standard (6) se-|HUDSON—'50 (6) 2-dr., $1,600, ‘49 (8)| ‘47 4-dr., $1,000; %-ton pickup, $705 
dan, $995; Custom (8) sedan, $1,230;| 4-dr., $1,200. '48 (8) 4-dr., $1,045. 46 Custom 4-dr., $940. '41 4-dr., $460 


FORD—'49 Custom (8) 2-dr., $1,170, $1.- 


Standard da 1,060, $1,125. ’ SER—’! -dr., 900%, °49 4-dr., 
rd (8) sedan, $1,060, $1,125. '48 | KAISER—’'51 4-dr $1,9 r 295. °47 SD (8) 2-dr. $820, $875, "46 


| SD sedan, $1,000. '47 SD sedan, $775, $800. °47 4-dr., $605. . . ‘4 ae 
750, $825; Deluxe sedan, $675. ‘46 SD | LINCOLN—'49 2-dr., $1,400*. SD (8), 2-dr., $795, $825. ‘39 (85) 2-dr., 
sedan, $680, $815; SD business coupe, | MERCURY—'50 4-dr., $2,180*, $2,190", "49 | $195. '37 (85) 2-dr.. $200, $160. 


148 | LINCOLN—'41 4-dr., $325 


750; half-ton ickup, 460, ‘41 conv., - 550; 4-dr., $1,350, $1,485*. . —— 
pAb P ed conv., #2 mF — ¢ MERCURY—'49 club coupe, $1,595*, $1,- 


| $535; sedan, $400, $430, $435. ‘39 conv. conv., $910. 





| sedan, $350; sedan, $300. OLDSMOBILE—’50 (88) 4-dr., $2,150, $2,- 485°. '48 4-dr., $1,165. ‘47 4-dr., $1,000 

LINCOLN—'49 Cosmopolitan sedan, $1,-| 210*, $2,280; (98) 2-dr., $2,480*, ‘'49|_ ‘39 2-dr., $235. i i 
750°, "48 sedan, 2 at $950. (98) 4-dr., $1,775*, $1,820. °48 (98)|NASH—'49 (600) 2-dr., $1,275*, $1,255°* 

MEROURY—'50 sedan, $2,125. '49 sedan,| conv., $875. 47 Ambassador club coupe, $1,000. ‘41 
$1,510, $1,540, $1,525; conv., $1,650, |PACKARD—'46 Clipper 4-dr., $605*, $845*. | | (600) 4-dr., $320. a 
$1,710. ‘48’ station wagon, $1,200. PLYMOUTH—'50 2-dr., $1,515; 4-dr., $1,- | OLDSMOBILE — °49 (98) 4-dr., $1,765*. 

NASH—'49 (600) sedan, $1,240*. '46 (600) | 625. '49 Deluxe 4-dr., $1,290, '48 4-dr., 48 (98) conv., $1,605°; 4-dr., $1,265°; 
sedan, $715. $900. (78) club sedan, $1,370* 46 (66) club 

sedan, $905*, $890. 


OLDSMOBILE—-'48 (66) sedanet, $1,350*. | PONTIAC—'49 (8) 4-dr., $1,590"; 2-dr., > 7 5 - 
'47 (98) sedan, $1,100*; (76) sedanet,| $1,600*. ’48 (8) 4-dr., $1,305*. '47 (8) |PLYMOUTH—'49 SD club coupe, $1,415. 
$1,035; (66) conv., $1,050*. ‘46 (66)| conv., $790; (6) club coupe, $835. $1,390. "48 SD 4-dr., $1,145, $1,125. '47 
conv., $965", ‘41 (66) sedan, $450, '30|STUDEBAKER-—'49 Champion conv., $1,- Deluxe 4-dr., $915. ‘46 SD 4-dr., $735 


| (6) coupe, $285. 535*. ’48 conv., $1,260, '47 Champion| $805. ‘40 SD 4-dr., $285, $210. 
| PLYMOUTH—'50 SD conv, $2,240; Deluxe| 4-dr., $935. PONTIAC —“'49 (6) vedanet, $1,620, $1,605. 
sedan, $1,625. ‘49 SD sedan, $1,500;|WILLYS—'48 Jeep station wagon, $830. ane (8) at $1,320, $1,150. *42 (6) 
club coupe, $1,425. ‘48 Deluxe club| ‘47 Jeep, $500. $300 “an ce ". 4 $450, 
coupe, $1,030, '47 Deluxe sedan, $650, $175: 4-dr ” $295,” $155, '39 (6) conv., 
$550, $575, ‘42 sedan, $480. ‘41 sedan, v ann enaeee a tren ae ale 
$460. "40 club coupe, $415; sedan, $400. MASON CITY IA. “a. aT Gaon Ce ee $1,- 
‘39 sedan, $230, $105. (Lapiner’s Used Car Auction. Sale every | wrprys__’ "$1.205. 
" . 4 8 US é - 5 ULYS 50 s 205 . 
ek grt pl ee ? a. $2,035, | Wednesday. Prices are for sale of June a a wm cecpeter, G1,505. “46 Joep, 
oe, tat tee Geen Gh eee |e) MISCELLANEOUS—'50 GMC half-ton pick- 
$1,525*; SL (8) Deluxe sedan, $1,425*. (Sold 117 units out of 166 offerings.) up, $1,230 
47 OT a, pee wate {9 BUICK—'50 RM 4-dr., $2,500, ‘49 Super ; iii 
conv., ,300. ‘42 (6) sedan, 50, ° conv., $1,835%; 4-dr., $1,785*, $1,725. 
(8 a. 8. ep eG a Py '48 Super conv,, $1,360. ‘40 4-dr., $230. AKRON 
dan, So, 2 * CHEVROLET—’50 *%-ton pickup, $1,205; . . . . 
conv. $430; sede, $285, BeAr g1.9an, “gs000" SE” Datuxe | nllsqC, Tames, Auto, Auction, Sale ever 
2-dr., $1,620. '49 SL Deluxe 4-dr., $1,- (Prices steady, Sold 50 units out of 
DETROIT 355, $1,390, $1,425, $1,430; 2-dr., $1,365, | go omerings.) 
$1,325; FL Deluxe, $1,385. °48 FL 4-dr.. | gurCK—'50 Special sedan, $1.870*, *49 
(Aptco Auto Auction. Sale every Wednes-| $1,120. '47 FL aerosedan 2-dr., $1,130,/ Super sedan, $1,700. °47 RM sedan 
day. Prices are for sale of June 14.) $1,010, $1,000, : $1,070; Super conv., $1,235. °46 Super 
(Sold 53 units out of 75 offerings.) CHRYSLER—’'41 Royal 2-dr., $235. sedan, $975. ‘39 Special sedan, $270 
BUICK—’'47 Super 4-dr., $985. ‘41 4-dr., ae —'46 Custom 2-dr., $800, '41 2-dr., $100. - ’ ; 
$200, $175; Century 4-dr., $490. sso. : CADILLAC—'47 (61) sedan, $1,540* ‘46 
CHEVROLET—'50 SL Deluxe 4-dr., $1,680, | DODGE—’'47 Custom 4-dr., $865. (62) sedan, '$1,400°, $1.500°. vat ” (60) 


‘49 SL Deluxe 2-dr., 2 at $1,400, ‘42 | FORD-—’'50 Deluxe 2-dr., $1,555; CD (8) sedan, $600*, 
4-dr., $420. ‘41 4-dr., $435, $350, '40| 4-dr., $1,825*; half-ton pickup, $1,095. | CHEWROLET—'49 SIL Deluxe sedan. $1,- 

















2-dr., $335, $165. "49 Custom (6) 2-dr., $1,150, $1,145, 395: ¢ . 2 7 7 c 
CHRYSLER—'46 NY business coupe, $770, | $1,250; Custom (8) 2-dr., $1,190", $1,- | $1 350, $1,185" $1180; PM oedan en ole. 
DODGE—'49 Wayfarer 2-dr., $1,370, '46| 295, $1,065. '48 Deluxe 2-dr., $875. "47| "47°" Ry” ‘aerosedan $1000; PM club 

2-dr., $850, $810. "42 coupe, $360, ‘'41| Deluxe 2-dr., $865. coupe, $995; sedan, $985; conv., $1,000 

4-dr.. $250, $200. | KAISER—'49 4-dr., $1,055, $1,005, $990. ‘46 SM sedan $815 " $775: FM sedan 
FORD—~'50 conv., $1,960*; CD 2-dr., $1,-| ‘48 4-dr., $860, $695, $685. | $855. '42 SD sedan, $425, '41 SD sedan 

555%. 49 Custom’ 4-dr., $1,225°, '47 | MERCURY—'46 4-dr., $870. '40 4-dr.. $365.| 495, +37 sp sedan, $210... 

SD 2-dr., $850. '46 SD 4-dr., $600, $720, | NASH 50 Ambassador 4-dr., $1,800*. | cHRYSLER—'48 NY ‘sedan, $1,300, ‘41 

'41 4-dr., $340. 48 Ambassador 4-dr., $870, ‘47 (600) NY conv., $485 ’ > 
FRAZER—'47 4-dr., $760, $645. 4-dr., $650. Ss 46 Cu: 

KAISER—'47 4-dr.. S10" , OLDSMOBILE — '50 (88) 4-dr., $2,345. | hopGr— 4? Scam cen omer 
LINCOLN—’'49 Cosmopolitan 4-dr., $1,510. $2,300*; (98) 4-dr., $2,415". ‘48 (98) | FORD— 49 Custom club ’ coupe, $1,205 
MERCURY—'49 2-dr., $1,455. '48 4-dr.,| 2-dn, $1,380; (68) conv., $1,245". '47/ 1995, +47 SD sedan, $925. '46 SD 
$1,065. '47 4-dr., $875. "39 2-dr., $205. | (66) 4-dr., $1,040. ees Aol sedan, $765. ; Peer ’ 
OLDSMOBILE—'47 (78) 2-dr., $970; (76) | PLYMOUTH—’50 SD 2-dr., $1,560. '48 SD | pRaAZER—'47 Manhattan sedan, $825. 

2-dr., $1,025. 4-dr., $705. '47 SD conv., $1,000. | KAISER—'47 sedan, $770 i 
PLYMOUTH—'48 SD 4-dr., $750. '47 taxi, | PONTIAC—'49 (8) 2-dr., $1,710*. | MERCURY—’40 club coupe, $270 

$320. ‘41 4-dr., $250. STUDEBAKER — '50 Commander 2-dr., | OLDSMOBILE—'48 (78) sedan, $1,275° 
PONTIAC—'60 (8) Catalina, §2.250°, 40 Be OORV-, SLLOTE®. '6T | PACKARD—'46 (8) sodan, 9905. 

(8) 2-dr., 630°, '46 (8) 4-dr., h c +, ot, : ws . PLYMOUTH—'49 SD sedan, $1,440. 

'41 2-dr., $210. '40 club coupe, $350, |WILLYS—'49 Jeepster, $895. ‘48 station | poNTIAC—'50 SL (8) conv 52 330° 47 
STUDEBAKER '48 Commander 4-dr.,| Wagon, $S890*. | (6) sedan, $1,065, $1,130, $1,015; conv 

$1,190*. $1,205. '46 SL (8) sedan, $855. 


WILLYS '49 Jeepster, $885*; station | OAKLAND. CALIF. | MISCELLANEOUS '49 Thames parcel 


wagon, $885". delivery, $500 
MISCELLANEOUS—'40 LaSalle club coupe, (A. L. Pollock Auto Dealers Wholesale 
$560. | Auction, Sale every Wednesday. Prices Add T k S ~ 
}are for sale of June 14.) AC ruck § 9 
RALEIGH. N. C. | (Market softer on all models.) . ws avewe 

” te eae 9 a aie BUICK—’50 Special 4-dr., $1,810. '49 Spe- Fadely - Anderson, Inc. (Dodge- 
(Mann's Auto Auction Sales. Sale every | cial 4-dr., $1,725; conv., $1,800, '47 RM 7 i o 
Monday. Prices are for sale of June 12.) 4-dr., $1,050. '46 sedanet, $1,075; conv., Plymouth), 3547 E. W ashington St, 
BUICK—'47 conv. $1,320; 4-dr., $900. ‘41 | $1,135. "42 RM 4-dr., $305, ‘41 Speciai| Indianapolis, has added a_ truck 
2rdr., $185. : 4-dr., $400, $405. sales and service branch at Vir- 
CHEVROLET—'50 2-dr., $1,610. '49 half- | CADILLAC—'48 (62) 4-dr.. $2,385"; conv..| ginia Ave. and S. New Jersey st 
ton pickup, $1,155; FL Special 2-dr., $2,670; (61) 4-dr., $2,465*. ‘46 4-dr., | . ‘ aa ey ” 
$1,280, $1,115; SL Deluxe 4-dr., $1,380: | $1,465. |H. Ellison Fadely is head of the 
2-dr., $1,410. ‘48 half-ton panel, $700; | CHEVROLET—’49 FL Special 4-dr., $1,-|firm. The new and used-c cp- 
SM 2-dr., $770; FM conv., $1,130, ‘41 270; SL Deluxe 4-dr., $1,500, $1,570; eratio oO EW a t ~ 
4-dr., $300. '39 2-dr., $485. club coupe, $1,460. '48 SM 2-dr., 2 at nm on asnington is | 


| 
DODGE—'46 half-ton panel, $200. | $1,025, '47 FL aerosedan, $1,085; SM| Charge of H. W. Gauker, with C. E. 
DeSOTO—'48 4-dr., $1,070. | 4-dr., $970, $905. '46 2-dr., $900. °41/ Blanto e 
FORD—'50 half-ton pickup, $1,140; 2-dr.,| club coupe, $485, $380. t ae . as ee manager of a 
$1,875; 4-dr., $1,750. °49 conv., ‘$1,400: |CHRYSLER—’48 4-dr., $1,435. ruck branch, assisted by Stews 


2-dr., $1,185, $1,140, $1,310. 48 conv.,'DeSOTO—'49 4-dr., $1,780*. ‘46 conv., ' Bandolf. 
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Present Antitrust Laws Called Una 
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licable ... 





Control of Big Labor Asked 


CHICAGO. — Since the 1880's 
Americans have been regulating 
bigness in business until today the 
modern corporation has come to a 
clear awareness of its public re- 
sponsibility. 

But in the meantime, William 
T. Gossett, Ford General counsel, 
told the annual meeting of the 
Chicago Bar Assn., there has de- 
veloped the problem of bigness in 
labor. 

He noted that when Samuel 
Gompers opened his office as presi- 
dent of the American Federation 
of Labor in 1886, labor had no size, 
standing or force in the American 
social order, but as a natural and 
inevitable result of the industrial 
revolution there emerged big and 
powerful unions. 

They are now free, insofar as 
the antitrust laws are concerned, 
Gossett noted, to use their power 
to put an employer out of business 
even where the purpose is solely 
to secure revenge for an imagined 
wrongdoing. 

In the years since the enactment 
of the Norris-LaGuardia act and 


Chrysler Corp. 
Now Offers 8 
All-Purpose Cars 


DETROIT. Eight new all-pur- 
pose cars are now being offered 
by Chrysler Corp. 

In the Plymouth line there is a 
suburban, which has 42 inches of 
luggage space behind the rear seat. 
When the seat is folded down 


there is cargo space 68 inches long, | 


55 inches wide and 39 inches high. 

There is also a Plymouth station 
wagon which carries folding auxil- 
iary center seats for easy access 
to the rear. 
cubic feet of capacity. 

In the Dodge line there is a sta- 
tion wagon with room for six pas- 


sengers and utility space. The tail | 


gate opens level with the floor. 
There are three all-purpose cars 
in the DeSoto line 


tion wagon. 

In the carryall, the rear seat can 
be 
feet of level storage from back of 
the front seat to the rear of the 
luggage compartment, The subur- 
ban will carry nine people plus a 
luggage load. The station wagon 
is designed for town and country 
use. The spare tire is under the 
floor compartment, and when the 
seats are folded down there is am- 
ple cargo space. 

In the Chrysler line there is the 
station wagon and the traveler. The 
station wagon is fully weather- 
stripped. The traveler is designed 
for sportsmen and campers. It 
converts from a six-passenger se- 
dan into a three-passenger sports 
car or cargo carrier. 


Jobbing Foundry Opens 


At Burndy Engineering 

NEW YORK.—In_ conjunction 
with its 25th anniversary as a man- 
ufacturer of electrical equipment, 
Burndy Engineering Co., Inc., has 
announced the opening of a non- 
ferrous jobbing foundry, 

Burndy is offering buyers of non- 


ferrous castings competitive rates | 


on both production and small-lot 


quantities, according to Bern Dib- | 


ner, president. 


Chrysler Cites Robbins 


Al Robbins, of Greer-Robbins | 
(Chrysler), Beverly Hills, Cailif., 
was awarded Chrysler’s better 


dealer plaque. 


CAR DIAPERS 


Protects Floors 








Does away with mess on show room floor, 
Fits snug under car — catches all Grease 
and Oil Drippings. Snap on easy, made 
of Grease-Proof Material, Guaranteed. 
Price only $12.00 each—3 for $30.00. 
State make of Car. Order Today. 

FRANK D. JACKSON, JACK-BILT CORPORATION 
906 Central Street Kansas City 6, Me. 


It has more than 100 | 


the six-passen- | 
ger carryall, a suburban and a sta- | 


folded forward, providing 7% | 


the Wagner act, the American 
labor movement has taken its place 


in a society of bigness, he said, 
citing the political and economic 
power to be found among labor 
unions. 

Gossett asserted that unions, 
prone to human frailty, have al- 
lowed their ambitions to grow 
with their power until today the 
unions abuse that power in an 
attempt to gain more power. 

Big labor is largely political in 
character, dealing with the social 
and economic problems of its mem- 
bers. Thus it is a problem with 
bizarre aspects, deserving the at- 
tention of all thoughtful men and 
particularly lawyers, Gossett said. 

Holding that federal antitrust 
|laws were passed to protect the 
| public right to alternatives, and 
that unions tend to combine their 
power and bargain in “patterns,” 
Gossett called for protection of the 
fundamental “principle of alterna- 
tives.” 











| 
| 
| 
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| 


| 


| 


as an important element of bigness | 





| 


of each individual to freedom of 
choice between clear and reason- 
able alternatives in reaching de- 
cisions about every kind of 
human affair. This right to make 
an unfettered choice is the foun- 
dation of any democratic  so- 
ciety, said Gossett. 

“This basic principle of alterna- 
tives is causing people to cock a 


| vigilant eye at such practices as 


industry-wide bargaining and ‘pat- 
tern’ negotiations,” Gossett added. 

But, he warned, if the antitrust 
laws are applied to unions, the 
language should be clarified so as 


'to eliminate any doubts as to what 


actions by a union would consti- 
tute a violation of the law. 


While it would be unwise to 
attempt to subject labor organiza- 
tions to the existing provisions of 
the antitrust laws, Gossett de- 
clared, there is a need for pro- 
vision of reasonable alternatives 
for employers, employes and the 
consuming public in all situations 


This, he explained, is the right ‘in which union labor is involved. 
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DEALER BOOSTS SAFETY CAUSE—Members of the driver training class of Tarkington 


high school in Cleveland, Tex., pictured with 
by Martin Chevrolet Co 





Fruehauf Sells 2 Outlets, 


Then Leases Them Back 
DETROIT.—Sale of the Nashville 
and Memphis factory sales and 
service branches of Fruehauf Trail- 
er Co. to separate purchasers was 
announced here last week by Roy 
Fruehauf, president. The company, 
in turn, leased both properties from 
the new owners and will continue 
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There isn't a better proven, more simp 
easily mounted starter drive than the 
79,000,000 have been installed. It has 


the Chevrolet dual-controlled car presented 


to occupy them for long terms, he 
said. 

Both properties originally were 
built by the Carter Mfg. Co. and 
were acquired by Fruehauf when 
these two trailer manufacturers 
merged in 1947. Truck-trailers 
manufactured by the company at 
Memphis, where it maintains a 
plant also, are known as Fruehauf- 
Carter products, 





ly designed, or more 
Bendix* Drive. Over 


fewer parts than any 


other starter drive system. Its compactness lets you mount 
starting motors almost anywhere. These are the basic 
reasons why Bendix Starter Drives are preferred by most 


manufacturers. Cost-wise 


and _performance-wise—from 


installation to service—it's the most economical starter drive 
you can buy! Look into Bendix Starter Drive cost savings. 
Your inquiries will receive immediate attention. 


ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 


*REG. U.S. PAT. OFF. 


aviation Pre 


Detroit Office: 8-212 General Motors Bidg. 


Expert Sales: Bendix International Division, 72 Fifth Avenue, N. Y. 


1, N.Y, 











B. J. Roberts, former Chevrolet 
zone truck manager in Harrisburg, 
Pa., has been appointed a Chevro- 


let dealer in Harrisburg. Roberts | 


succeeds C. L. Wheat, who is now 


a dealer at Manassas, Va. 
* * . 


Williams to Move 

F. W. Williams of the Williams 
Corp. (Cadillac-Pontiac) in New 
Britain, Conn., has announced that 
his company will move to new, 
larger quarters located at 136 
Washington St., New Britain, Wil- 
liams operated a dealership in 
Hartford for many years selling 

various makes of cars. 

* * > 


Brooklyn Buick Deal 


Mid-County Buick, Inc., has 
been appointed Buick sales and 
service representative at 44 Em- 
pire Blvd., Brooklyn. The princi- 
pals of the new dealership are 
Richard H. Anderson, who has 
had many years’ experience in 
the automobile retailing business, 





Here’s why it will pay you to talk 
over your fabricating problems 
with H & H. The shortcuts that 
they have developed during their 
20 years of experience—the tools 
and other equipment that are 
available to you without an invest- 
ment—the excellent redraw facili- 
ties that are maintained—all help 
H & H do a better job for less 
money. So why not call, wire or 


write H & H today? 


eae. H & id TUBE AND MANUFACTURING COMPANY 


of, Mite 
“test 
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and Eugene L. Malice, who served 
for many years as district man- 
ager for Buick. 







City Chevrolet Opens Lot 
City Chevrolet 
has opened a used-car lot at 134 E. 
Hamilton, Ont. 
|features an elaborate outdoor light- 


Peterson at Ford School 


Ford dealership 
| Smithfield, N. C., has been selected | 
to attend the Ford merchandising 
school in Dearborn. 
manager for Wilson, 
Inc., four years and was previously 
parts clerk. 


THEY'RE SOFTBALL PLAYERS—The Downtown Chevrolet Queens, 
sponsored by Downtown Chevrolet Co., 604 W. Main St., Oklahoma City, is one of the best 
The Queens squad was runner-up in the World 
Pitcher Alma Wilson was voted the 
She is employed in the bookkeeping depart- 


teams in the nation, its 1949 record shows. 
Peterson has | softball tournament held last year in Phoenix, Ariz. 
| most valuable player in the 1949 tourney. 
ment of Downtown Chevrolet. 








in good |tributor of Hillman Minx, Humber 
|Hawk and Commer Van by Rootes 
Motors (Canada), Ltd., Toronto. 


efficiency and 

* ° ° Vv ment. 
Aids Public Service eile castes 
Pontiac dealer 
Tulsa, Okla., has been elected vice- 
president of the Oklahoma Public} 
Expenditures Council, a non-polit- | Newtonbrook, Ont., a Toronto sub- | 
ical group dedicated to promoted urb, has been appointed retail dis-|downe, Pa., has appointed Haw- 


Wat Henry, Rootes Appoints Walker 


Walker Motors, 5870 Yonge St., | 





Merritt Names Winner 
Merritt Mercury Sales, Inc., Lans- 
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COIL STRIP AND SEAMLESS TUBING 


Detroit 17, Michigan 


TUBULAR PARTS 


thorne Winner as controller, W n- 
ner was formerly with Northe st 
Lincoln - Mercury, Inc., Philad }- 
phia. 


+ + + 


City Chevrolet Decorates 


The showroom of City Chev o- 
let, Mount Royal and Maryla.id 
Aves., Baltimore, has been red c- 
orated. Louis W. Kiefer is presid: nt 
of the firm. 


* 


New Lubbock Crosley Dea! 


Dan Portwood Motors, Lubbock, 
Tex., has been designated as «x- 
|clusive dealer for Crosley cars in 
|this area. The Crosleys were for- 
|merly handled by Bill Dean Motor 
| Co. 


} * * * 
| 


Becker Wins Contest 
W. H. Becker, president of Beck- 
er Motors, Inc. (Willys-Overland), 
420 N. Capitol Ave., Indianapolis, 
has been named midwest winner 
of a Willys sales contest. 


Florida Dealers 
Are Active in 


. e . 
Civie Affairs 

Dealers in Florida are _ civic 
minded. 

Or so it seems from a partial 
listing of Florida Automobile Deal- 
ers Assn. members who are active 
in community and political affairs. 

In Avon Park, E. Ray Wells, 
Wells Motor Co., is a director of 
the Rotary Club and director and 
treasurer of the chamber of com- 
merce, 

W. L. Brazil, Jones Chevrolet Co., 
jis president of the Business Men’s 
Club in Bonifay. 

Bronson dealer, W. E. Duden, 
Duden Motors, has been a member 
|of the Levy County school board 
|for three terms. 

In Eustis, F. E. Owens, Central 
Florida Motor Sales, has_ been 
| chairman of the board of county 
commissioners of Lake county for 
the past 12 years. 

Charles S. Brooking, FADA pres- 
| ident, Brooking Motor Co., has been 
| Gainesville city commissioner for 
nine years and served two years 
|}as mayor-commissioner while Ralph 
Stoutamire, Stoutamire Motor Co., 
|}of the same city is a member of 
the board of school trustees for 
Alachua county. 

W. R. Longman, Priest Motor 
Co., Inec., is chairman of the city 
commission of High Springs and 
of the community welfare. 

George L. Ellwood, Haralson & 
Ellwood Motor Co., Hollywood, is 
district governor of 35S Lions In- 
ternational and a director of the 
FADA. Fellow townsman Herman 
Holbrook, Holbrook Buick, Inc., is 
first vice-president of the chamber 
of commerce, president of Kiwanis 
and chairman of the March of 
Dimes. 

Walter Weiss, Overseas Motor 
Co., is a member of the city coun- 
cil of Homestead and W. R. Bird, 
Bird Chevrolet Co., is chairman of 
the Dade county school trustees 
and a FADA director. 








America’s No. | Bag Maker 
and Burlap Importer 


DETROIT ¢ Brooklyn « Chicago 
indianapolis « New Orleans 
Boston « New York « St. Louis 


Also Offices In Other Principal Cities 
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In the Hopper 


Louisiana’s senate has approved , passenger-car operators in Wiscon- 
wo proposed constitutional amend-/|sin are demanding these days. 
nents providing alternate methods 
for financing a $30,000,000 Lake|makes the point that the public 





The association spokesman also| Mass. Taxicab Bill 


A ca nll 





Pontchartrain causeway. 
? * * 


Pa. Truck Assn. Seeks 
Liberal Weight Laws 


Citing passages of legislation he 
termed “designed to improve motor 
truck service to the public” in three 
eastern 
legislatures at sessions recently 
completed, Edward Gogolin, gen- 
eral manager of the Pennsylvania 
Motor Truck Assn., stressed the 
need for similar legislation in 
Pennsylvania. He called attention 
to the following action in the three 
states: 

In New Jersey, a bill retaining 
a  60,000-pound maximum ss gross 
weight for tandem axle semi-trail- 
ers and legalizing an axle load of 
22,400 pounds with severe penal- 
ties for overload violations was re- 
cently signed by Gov, Driscoll; the 
Rhode Island legislature has in- 
creased the weight maximum for 
single-axle trailers to 56,000 pounds 
and for tandem-axle trailers to 60,- 
000 pounds, and in setting an axle- 
weight limit of 22,000 pounds, New 
Hampshire retains its present max- 
imum weight limit. 

+ . + 


S. C. Newspaper Heralds 


Return of Sales Tax Issue 


Proposals for enactment of a new 
general sales tax are expected to 
be revived as a major issue during 
next year’s session of the South 
Carolina legislature despite the re- 
jection of such measures at the 
1950 session. 

That the sales tax issue will be 
revived next year was indicated by 
an editorial appearing in the State, 
influential Columbia daily news- 
paper, which declared: 

“A general sales tax is a fair 
tax because it makes many pay 
their share who otherwise would 
not. 

“And South Carolina eventually 
will come to this method of raising 
state revenue.” 

* * 


Higher Wis. Road Taxes 
May Be Sought Soon 


Suggestions are increasing that 
a campaign may soon be under 
way to expand Wisconsin highway 
building funds by tapping the high- 
way user through higher road 
taxes. 

The new Wisconsin Good Roads 
Federation may be the source of 
the campaign, according to recent 
developments. E. J. Konkol, secre- 
tary of the group, is now taking 
soundings on the subject. 

His current publicity releases em- 
phasize that the state’s highway 
reserves are running out and that 
“the Wisconsin road-building pro- 
gram lags far behind in providing 
highways and bridges that the 
more than 1,000,000 truck, bus and 





ent Manufacturer of 


industrial states by their 


|must be 
| that road surfaces are “expendable” 
;and that ownership of a modern 
|road system involves continuing 
high costs. 


* * * 


La. Kills Gas Exemption Bill 


Louisiana’s house of representa- 
tives has killed a bill which would 
have provided anexemption 
amounting to an estimated $600,000 
a year for gasoline retailers who 
|suffer loss from normal evapora- 
tion. 


o * * 


N. H. Truck Taxes Called 
Danger to State’s Future 





velopment is threatened by legis- 
lative proposals aimed at commer- 
cial trucking interests, A. J. Staby, 
secretary-manager of the New 
Hampshire Truck Owners Assn., 
told a meeting of the New Hamp- 
shire Highway Users Conference. 


kets are located principally in the 
Boston, New York and Philadel- 
phia areas, Staby warned that the 
state’s industries will be unable to 
compete in those markets if high- 
| way transportation taxes “soar to 
|the unprecedented heights being 
advocated by certain selfish 
groups.” 
+ * * 


Boston Road Approved 


After a long debate, the Massa- 
chusetts House refused to suspend 
rules to admit a bill prohibiting 
the construction of the arterial 
highway proposed for Boston's 
North End. By a roll call vote of 
123 to 99, less than the four-fifths 
majority required, rules were not 
| suspended. 
| 


* * 


Third Reading for Mass. Bill 


| The bill to allow municipalities 
|to make minor repairs on private 
|ways has been passed to a third 
|reading in the Massachusetts sen- 
ate. 





* * * 


Stops Bus Expansion 


The bill to prevent the expansion 
of the metropolitan transit author- 
ity, which would prohibit purchase 
of property or franchise of one bus 
company by another, was passed to 
engrossment in the Massachusetts 
senate. 


* * * 


Massachusetts Passes Bill 
For Safety Check at Titling 


A Massachusetts measure giv- 
ing the registrar of motor vehi- 
cles the right to require safety 
inspection of motor vehicles upon 
registration has been passed by 
the state senate. 

Heretofore, the safety inspec- 





its phenomenal! 
( 


developed by the World’s Largest Independ- 


tion has been made at specific 








Automobile Bodies— 
SEE PAGE 35 
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New Hampshire’s economic de- | 


Noting that New Hampshire mar- 
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| 
periods. A cnr registered the day 


following the end of one period 
now may «seer: inspection until 
the next period, 


Favorable Report Given 


A bill to limit taxicabs in any | 


“awakened” to the idea} Massachusetts city or town, except! Asked in Colorado 


Boston and Worcester, to the num- | 
ber licensed Dec. 1, 1949, or to one} 
vehicle for each 1,000 population, 
was reported favorably by the com- 
mittee on transportation. 

The measure would permit the} 
operation of taxis in excess of the | 












MO 


? a | 


limit proposed, but the licenses!meeting of northeastern Colorado 


BUSINESS 
AHEAD 


could not be transferred until the| county commissioners in Sterling, 


number had been reduced to the| Colo. 
quota. Seasonal licenses for not| Sen, McNichols said it is essen- 
more than four months would be|tial that more and better financing 
allowed in excess of the limits es-|be found to build the roads needed 
tablished under the bill. in the state. One way, he added, 
¢* * @¢ would be to halt leaks in present 
; |tax structures. Among these he 
Equal Tax on All Fuels llisted lack of taxation of distillate, 
propane and butane gas and eva- 
sion of motor fuel taxes through 
Taxation by Colorado of all fuels | excessive refunds. 
used by motor transport on the | * * 


same basis as gasoli i vocated | 
nee eee eee To Stop ‘Runaway’ Cars 


by State Sen. Stephen L. R. Mc- 

Nichols. He heads the state long- The Massachusetts senate has ap- 
range highway planning committee | proved legislation making it a 
and made the suggestion at a/|criminal offense for drivers to leave 


(Continued on Page 39, Col, 1) 
















A Greater Share is Yours With 


Galion 





FULCRUMATIC LEVERAGE 
smoothly transmits the power 
of pump and cylinder to the 
load ... automatically shifts 
to the most efficient leverage 
through the entire unloading 
cycle. 





EQUALIZING DOUBLE LIFT 
ARMS mean balonced lift, 
elimination of damaging 
“single point’ strain on 
body or chassis. 





Hoists 


Greater material handling speed and ease! Added years 
of truck service life! Both are big reasons why more 
contractors will prefer FULCRUMATICS for virtually every 
type of dump truck job in the busy construction period 
ahead. 


Exclusive Galion FULCRUMATIC Lift Action handles maxi- 
mum loads swiftly, smoothly with an improved transmis- 
sion action . . . much in the same way gears move your 
car from high to low. Galion's famous equalizing double 
lift arms distribute the load strain evenly through the 
entire chassis. Ask your Galion distributor to point out in 
detail these and many other important Galion hoists and 
body sales advantages. You'll be glad you did! 


THE GALION ALLSTEEL BODY CO. GALION, O. 


ae. 


rare 


ba Ge @ 


HYDRAULIC HOISTS AND BODIES 


Lift More .. . Last Longer 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





M HUTT, Nash dealer in Syra-;teous treatment and a friendly 


cuse, N. Y.. marked his fifth | dealer.” 
anniversary as a Nash dealer with . 3 
an institutional newspaper ad Helps Service 


* * * 


which asked the question: 
“Did He Succeed?” 


IDNEY WEBER, INC. (Dodge- 


” Plymouth), is paying the taxi-| 





| standing sports programs just be- 
fore 6 p.m. and has attracted much 
jattention in the St. Louis area. 


+ * * 

| Push 
| Wost folks know where news- 
‘= papers carry used-car adver- 
jtising, but sometimes it helps to 
jremind them. 
| Recently the Evening Bulletin, 
Philadelphia, carried an ad head- 
lined: 

“Wouldn’t You Like to Have a 
| Car of Your Own?” 

Copy spotlighted selections listed 
|in the newspaper's classified sec- || 
io ‘ ‘ 


Show ’Em Plan 
YUY F. JOHNSON, INC., Bing- 









Copy continued: “Ask those who 
bought from Tom. Have you N0-|repair shop, just a short distance Endicott, joined forces in a “one-| 
ticed all the Nashes? Tom Hutt/ from the downtown district. 
sold them. He is not the largest, 
neither is he the smallest car dealer | company 
in town. 

“Tom Hutt built for the future. 
Remember the past five years when 


cab fare of -car owners who leave 
their machines in the company’s hamton, N. Y., and House of 


the automobiles. 

Under the plan, customers were 
required to pay only one penny 
to drive a new Hudson for the |,, 
first 45 days, or the first 1,000 | Tie-In 


Over radio station WIL, 
urges motorists, on 
their way to work, to leave the 
car and then continue their 
journey, at the company’s ex- 
pense, via taxicab. The offer 


* 





“You darling! It’s just what I’ve 
cent” promotion on new Hudson} always wanted- new spark plugs!” | you.” 


|firms in a large newspaper ad 
|launching the promotion. 
| * 


|sponsored local newspaper adv r- 
| tising which urged the public to 
| view the display and called att n- 
|tion to the fact that the exhi it 
was mounted on a specially de: 0- 
rated Ford truck furnished by t ie 
Ford Motor Co. 


ee | * * * 
Li | Fast Movement 
| JIM BURKE NASH, Birmingha.n, 
i Ala., uses the slogan: “We Do:'t 
Save 'Em—We Sell ’Em.” 


* * + 





Fair Dealing 
| | JSED-CAR dealers in Ottawa are 
now featuring “fair dealershi;)” 
||to attract more business and ads 
|| are playing up this point to indicate 
|that “fair dealing” is being prac- 
ticed as well as preached. 
“If it’s a clunker, we'll tel! 
| you,” states one dealer. “We 
won’t say it’s good just to sell! 


“If you are looking for honest 
values, drop in and see us any- 
‘ |time,” says an ad of a dealer who 

|has been extremely successful in 
| the used-car business by constantly 


miles. There was no charge for | WHEN one of the 49 replicas of | practicing “fair dealership.” 


the seller was in the driver's seat?! holds good for a return from | 84%, oil, grease or maintenance the Liberty Bell now partici- | . = * 
In selling Nashes and used cars,| the downtown office to the repair | for the first 1,000 miles. pating in the nationwide “Tour of | feadline Lure 
Tom built for the best reputation| department. “Your prewar car will probably|the Bells” visited Manchester, | 


in town. For square dealings, cour- 





°Nokoride 








START SELLING SUPERIOR 
















ir 


UNDER-CAR SEALER and SILENCER 


In the past 12 months, thousands of dealers have switched 
to Lion Nokorode! Here’s why! 


By actual demonstration in dealers’ shops all over the 
nation, Nokorode’s ease of application, greater protective 
values, and other outstanding superiorities are proving 
to the experienced underbody coating applicator that 
Nokorode is a product that assures customer satisfaction. 
Nokorode’s superior qualities are possible only because it 
is entirely produced, every step of the way, by a single 
company — LION —thus giving Nokorode controlled uni- 
formity and controlled quality. 


Naturally, it pays to sell an underbody coating you can 
sell with confidence. That’s why it will pay you to team up 
with Lion Nokorode—the fastest-selling underbody coating 


in America! To get the details, just call or write for Lion’s 
complete, backed-by-advertising plan. It can bring you 
extra profits ...in a hurry. 


U. S. Patent No. 2393774 


Nokorode’s color is natural black ... 
no useless coloring substances added. 


LION OIL COMPANY, : re El Dorado, Arkansas 


The offer follows one of the out-'make the down-payment,” said the' N. H., Antonen-Garfield, Inc. (Ford), | f ans Oh & hee ee | 
o— - — a a = —_ — —— —— Sm - | fe > t > yr > In 


RCHER MOTORS, Rochester, 


new-car newspaper advertising 
when it used an_ eye-catching 
|“Wanted” ad in a general appeal 
| to Rochester motorists. 
| The ad was headed by the cap- 
|tion, in bold type: 

“Wanted—2,000 Men & Women.” 

Copy read: “Yes, Archer Motors, 
largest Ford dealer, wants 2,000 
folks to test-drive the '50 Ford this 
| week. You'll never appreciate this 
|great new Ford for ’50 until you 
|drive it yourself. 
| “Be Archer’s guest, drive one of 
|the 15 brand new Fords available 
for Test-Drive this week only .. . 
you'll see, hear and feel the differ- 
ence. Test-Drive a ‘50 Ford now 


at Archer’s. It will open your eyes.” 
+ * ~ 





Speed 


BEIKIRCH'S TWO BROTHERS 
MOTORS, Rochester, promoted 
|oil change business with a news- 
paper ad which offered to change 
oil from winter to summer grade 
in three minutes. 

“We believe in service as you 
want it, when you want it,” said 
ad copy. “We have everything for 
|your car... and you are sure of 
}an expert, workmanlike job every 
'time. That’s the way we do busi- 


ness.” 
* a * 
Golden Rule 
RMSTRONG'S_ (DeSoto - Plym- 


|+*% outh), Elmira, N. Y., has re- 
|sumed heavy promotional activity 
|}on used cars now that it is receiv- 
|ing new cars again in good quan- 
| tity. 
| Under an ad caption, “Golden 
|Rule Used Cars,” ad copy read: 
| “For various and sundry rea- 
isons, we have been absent from 
|the sport pages with our used-car 
| ads. Now that DeSoto and Plym- 
}outh cars are rolling to us in good 
|quantities, we are getting a much 
| better selection of cars and a better 
| grade of tradeins on these two pop- 
|ular new cars. 

“As always, we stand ready to 
|represent every used car for just 
|what we know it to be and to 
| guarantee each one as it should be. 
Watch this space for good used 
jears and for our special of the 
week.” 

The firm features its special of 
the week in a “Special Stand” on 
|its used-car lot. 


\U. S. Car Exports 
‘At 4-Year Low 


| WASHINGTON. Shipments of 
|}American motor cars to foreign 
|markets are falling off day by day, 
|according to Department of Com- 
merce statistics. Trade restrictions 
were given as the reason for the 
| dwindling figures. 

| The shipment of 6,302 cars in 
| April this year was said to be the 
smallest since April, 1946. 


James Offers Night Service 
James South Side Chevrolet 
Co., Grand and Gravois, St. Louis, 
announces that its service depart- 
ment will remain open every 
| night except Saturday and Sun- 
day. Owners Were advised to get 
service work done at night and 
avoid losing the use of their car 

| during daytime hours, 


: 
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Section for those who make, sell and service 


iikua ae 


Buses, Commercial Vehicles and Equipment 


Truckin’ 


--- by Jack Weed 











5 ie season of truck roadeos is| ers, both in the furnishing of power 
upon us. The Washington State |units and in helping stage the 
Truck Roadeo was held recently in | events. 
the Seattle Memorial Stadium. And 
a capacity crowd of 5,000 people | AN INSTANCE of what can hap- 
witnessed the Memorial Day roadeo|4* pen, however, took place last 
staged near North Dartmouth,|year in a large Great Lakes state. 
Mass., in Lincoln Park, a popular! Although a certain make of truck 
amusement center. had won all of the sectional trials 

According to Roland S. Gamache,|around the state, when the state 
public relations director for Lin-/ finals came off neither the dealers 
coln Park, this event was not only |in the city where the trials were 
the first time that a truck roadeo|to be held nor those in the near- 
has ever been held in an amuse-|est large city had made any provi- 
ment center of this type but was | Sion to have power units available 
one of the most popular and in- | for the winning drivers to use. 
structive attractions ever held at! 
the park. 

The park management has indi- 
cated that next year it would bd 


* * * 


tory apparently had gone to sleep, 
too. At the last minute, when offi- 
cials from the factory found out 
what had happened, it was almost 


be 


PWS 





High Sales Lengthen Training Opportunity ae 


Basic Truck Selling 


ITH truck sales up, and 69.7 
percent of all registrations for 
the first four months of the year 
|falling into one-ton or 
classification, now is an ideal time 
for combination car and truck deal- 
lers to train truck salesmen for the 
|rough going that will come again 
|to the truck business one of these 
days. 
Sales 


in the so-called ton-and- 


| weight classes), which normally 
run between 38 and 42 percent of 
sales, and which are now running 
|}but 22 percent of registration are 





| Where the greatest technical knowl- 


| 


The zone truck man for this fac- | 


| 


ing, 


to have the 1951 State Truck hate ¢ * th 7 ‘ks | 
Roadeo staged on the Lincoln Park |, late to get the proper trucks 
grounds. to the event. 

Things like that never should 


happen—not only for the public- 
ity and merchandising value of 
the make of truck itself, but for 
the good of the entire truck in- 
dustry. 

I am a firm believer in the abil- 
ity of most dealer groups to do a 
good showmanship job of any ex- 
hibition of this type, if the inter- 
: I _ ested dealers will only get in and 

As I have mentioned in this col-| pitch. I believe that dealers are 
umn before, truck roadeos are well better showmen than the operators. 
worth active support by truck deal- | qt is only common sense to feel 
that men who make their livelihood 
through selling and showmanship 
can do a better job than men whose 
main vocation is that of providing 


There is no question but that | 
properly staged truck roadeos | 
can draw large audiences and do | 
the trucking industry a world of 
good. They display driving skill | 
that spells out “safety on the | 
highway,” and acquaint people 
with the earnest desire of the 
trucking industry to make the 
roads safe for other drivers. 





Top Trucks 


New -truck registrations for 


edge of truck operation is needed. 

Here it is where the salesman 
must not only know his voca- 
tional language and data on haul- 
but have a_ well-rounded 
foundation on the uses and ad- 
vantages of all types of bodies 
and special equipment. 

Of course, the 
know the basic fundamentals on 
vocational uses of trucks in the 
lighter sizes too, but a few calls 
on one type of user will quickly 
get him indoctrinated, not only 
into the types of bodies that are 
currently being used by the more 
progressive firms in any vocation, 


In Whose 





less size | 


|}one-half range (10,000-16,000 GVW | 


salesmen should ! 


j but into the phraseology of the 
vocation as well. 
| * * * 

HIS latter is very important to 

any salesman attempting to sell 
transportation. Unless the sales- 
man talks the language of the man 
lhe is attempting to sell, the buyer 
can have but little regard for the 
| knowledge the salesman is sup- 
posed to have about the buyer’s 
business. 

And unless the buyer is made to 
| believe that the salesman knows as 
|much about the buyer’s hauling 
|problems as the buyer does, the 
|prospect is not often inclined to 
|take recommendations as to chassis 
size, type of body, size of tires and 
other data that should be discussed 
thoroughly if the salesman wishes 
|to make a satisfied user out of the 
prospect. 

Far too many truck § sales 
boomerang on the dealer — and 
the salesman—if the buyer is al- 
lowed to buy his vehicle entirely 
on a price basis, 

If the body is not of the right 
type, waste of driver time may 
result, especially in the retail de- 
livery field. If tires are too small 


for the load that is to be carried, 
then the buyer is certain to be let 
in for not only high tire expense 
but many other complications, such 





Interest? 


More good public relations, such as was practiced by the Pennsyl- 


«wo montis, plus 48 


siates in 


idarch and April, and 16 states 


a service, 
| * * . 


in May: ‘| AM also quite certain that prac- 
1950 Pos. Make 1949 Pos. tically every state and district 
1—119,440 Chev. 113,129— 1 || trucking association would be only 
2— 95,258 Ford 55,264— 2 || too glad to have some alert, show- 
3— 30,603 Inter’l 31,372— 4 || minded dealers aid them in staging 
4— 27,611 Dodge 38,342— 3 || what is now one of the best public 
5— 27,118 GMC 24,716— 5 || goodwill building events open to 
6— 15,445 Stude. 18,870— 6 || trucks and truck operation. 
7— 6,304 Willys 14,980— 7 It will only be by the dealers 
8— 3,279 Mack 2,041—10 || getting in and pitching actively on 
9— 3,252 White 2,935— 8 || these truck roadeos that the events 
10— 1,840 Diam. T 2,177— 9 ||can ever be widened in their scope 
li— 1,223 Divco 1,226—12 ||to take in other types of trucking 
12— 1,029 Reo 1,569—I11 ||than the “for hire” operators who 
13— 706 Autocar 726—13 ||now dominate the event. 
1t— 1704 Brockway 578-14 || And to my humble mind, the 
a = eo me truck roadeo is far too important 
— = foe a an = | to the entire truck industry to 
._ ae Seah a. always remain just a show for 
i 1 a + the over-road operator alone—or 
=. ies Stectin aa just the members of the various 
2 ‘ g 20 trucking associations. 
Total All Makes The truckers need the dealers’ 
336,025 310,523 cooperation in the providing of 
For further details see page and a 


20, today’s issue. 





certain number of dealers usually 


| ® 
[pone units for the roadeos 
(See TRUCKIN’, Page 34, Col, 1) 





TRUCKS NOT BLAMED—When a healthy slice of the new—but unused as yet—Murray 
Hill road near Pittsburgh dropped out of sight, engineers were quick to place the blame 


on "butter clay'’ sub soil for the 


“worst failure of its kind on a structure that has never 


been used." Maybe it was fortunate for the truck industry that trucks had not been allowed 
to go over this stretch of road, or no doubt trucks would have been blamed for the 
failure, just as they are for many a road failure which may have similar basic causes. 


—(Photograph courtesy Pittsburgh Post Gazette.) 


vania Motor Truck Assn., the Michigan Trucking Assn. and the 
International Teamsters union are needed to offset the bad propa- 
ganda (for trucking) that is being spread far, wide and intensely by 
the rail employe unions, the rails themselves through their official 
propaganda agency, and—unfortunately—by some of the automobile 
clubs around the country. 

The Pennsylvania truckers sent out a letter, together with a 
reprint from the Pittsburgh Post Gazette which showed a 100-foot 
section of a new cement highway that had caved in due to faulty 
subsoil conditions, with the comment: “We’re sending this news 
story to you just in the hope that it may raise in your mind a 
reasonable doubt that motor trucks are responsible for all the 
damage to our highways.” 

The reprint showed the section of the new Murray Hill road near 
Pittsburgh, which slid down a hill before it ever had a truck roll 
on it. County Works Director Levi Bird Duff claimed the slide was 
one of the “worst of its kind on a structure that has never been used.” 

+. * * 

Compare that with the photograph showing a wrecked bridge, with 
two trucks on the bridge, near Little Falls, N. J., carried in the 
Railway Clerk of June 1. The lead on the story read: “Legislative 
representatives of six railroad labor unions helped in scoring a 
smashing victory in the New Jersey state legislature, where a bill 
was passed to tighten penalties for overloading ‘box-car’ trucks in 
that state. The New Jersey state legislature scored a partial victory 
for the taxpayers and issued a stinging rebuke to the truckers’ lobby 
who sought legislative loopholes to sustain their unfair competitive 
advantages at the public’s expense.” 

On the same subject, the Keystone Automobile Club ended a 
tirade against the New Jersey legislature for permitting a weight 
increase to 22,400 pounds per single axle with: “The insatiable 
demands of Big Trucks call for a showdown fight, Big Trucks 
must not be allowed to wreck the highways.” 

The May issue of the International Teamster warns its more than 
1,000,000 union members that “it’s time to fight back” against the 
bitter propaganda campaigns being waged against the trucking indus- 
try by railroads. . ° . 

Michigan Trucking Assn. climaxed years of good internal educa- 
tional work by sending out a reprint from the Battle Creek Enquirer 
News which said: “A warning to truckers and good news for the 
general highway user can be found in the year-end report of the 
state highway department's chief weighmaster, Violations of the 
truck load limits reached a six-year low on Michigan highways 
during 1949.” 

Trucking associations like the Michigan group can aid the truck 
cause by working with their members to the end that reports such 
as that above can be sent out by the state officials. 

There is no question but that the attack of the Railway Clerk is 
vicious and part of a well-organized campaign sold the unions as a 
means of helping their members hold their jobs. The Teamster 
wishes to get its 1,000,000 readers into the fight and they well might 
counteract the political effort of the railroad unions. 

But, as AuTomotivE News has said many times, continued airing of 
the controversy in the public press is asking for government dictator- 
ship—or worse. 





as split rims and loads sagging on 
an important rush delivery. 

A case in point is that of a retail 
ice man who ran a neighborhood 
ice station and had to haul his ice 
from the manufacturer some 20 
miles away. This dealer bought a 
one-ton pickup on a price basis. 

The job was all right for his 
delivery to customers around the 
summer resort area which he serv- 
iced, but on his hauls from the ite 
plant the owner used to load on 
as much as two tons during the 
extremely hot spells. 

+ + + 

HILE a 100 percent overload 

is never recommended by any 
salesman who knows anything 
about trucks, this owner could have 
gotten by with his double load on 
these occasional hauls if the sales- 
man had sold him the proper size 
tires and wide enough rims to car- 
ry the larger tires. 

Just the sale of the larger tires 
in this case would not have been 
sufficient, as the normal rim size 

-which hardly ever is any too 
large for the standard equipment 
tires—would have resulted in blown 
sidewalls even with extra-ply cas- 
ings under this occasional load. 

As a result of the dealer allow- 

ing the buyer to purchase this 
truck on a strictly price basis 
without investigating to find out 
what the maximum load to be 
carried was, the owner was soon 
thoroughly disgusted with his 
purchase, had constant trouble 
and blamed the truck for the 
failure of the rims and the ex- 
cessively high tire costs. 

One of the most successful truck 
dealers in the country never lets 
a sale go by where the customer 
has bought a vehicle that is not 
up to the minimum specifications 
that the dealer knows the truck 
should have, for the work it is go- 
ing to do, without writing the buy- 
er a personal letter telling the cus- 
tomer that he has bought a truck 
that lacks certain specifications 
that the dealer knows the truck 
should have and telling the cus- 
tomer that under the circum- 
stances the dealer wishes to let 

(Continued on Page 32, Col, 1) 






Dealers Missing 
Profits in 
Truck Service 


N THE basis of incomplete re- 
turns from the May Safety 
Month drive, it is very evident that 
dealers with a truck franchise are 
|not only missing profitable business 
by not going after truck service 
but are passing up an opportunity 
to turn their steadily decreasing 
service revenue into a gain. 
Reports from a few states where 
|the returns are partially in indicate 
that 17 percent of all trucks now 
on the road need brake service, 
14.5 percent have faulty headlights, 
11 percent have faulty stop lights, 





8.5 percent have faulty steering, 
7.6 percent have faulty exhaust 
systems, 5.3 percent have faulty 
windshied wipers and 8.2 percent 
have bad rearview mirrors, horns 
;or tires. 


| As 69.5 percent of all the trucks 
| sold thus far this year are in the 
| One-ton-and-under size—and ap- 
proximately the same percentage 
| were in this size for the entire 
| year of 1949—most dealers who 
| have what might be termed a 
purely passenger-car service set- 
up could greatly expand their 
service operation without any 
change in their shop or personnel 
(Continued on Page 33, Col, 1) 
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For Basic Truck Selling... 


Training Period Lengthened 


(Continued from Page 31) 


the buyer know that any failure 
ofthe truck at those points is the 
responsibility of the buyer and not 
that of the factory or the dealer. 
This dealer has found that such 
a letter not only wards off com- 
plaints on the failure of the truck 
to perform under certain condi- 
tions, gives him a chance to point 
out to the buyer, when trouble does 
occur, that he has gone on record 
that trouble might come from those 
conditions—but also gives him a 


chance to solidify his position as| 
wanting to sell the prospect the} 


proper truck for the job it has 
to do. 

He has found that these letters 
not only build goodwill, even in 
cases where the truck has failed 
to perform properly, but sets the 
stage for the sale of the right 
truck for the job in future deals. 

+ + az 

F COURSE, to sell a_ truck 

properly, the dealer or salesman 
must have full information as to 
what the truck is going to be used 
for, how it is going to be used, the 
loads it will carry and the terrain 
it will work over before a quota- 
tion can be made. 

Most truck salesmen—especially 
when just learning the business— 
make the mistake of talking too 


much and not asking enough ques- 
tions. 

While a salesman is supposed to 
tell the prospect about his vehicle, 
it not only shows poor judgment 
but immediately brands the sales- 
man as a “greenie” when he gives 
a prospect a long song-and-dance 
on a one-ton truck when the pros- 
pect is an overland freight hauler 


or rigger and only uses heavy 
equipment. 
No truck salesman will ever 


be criticized by a _ prospective 

buyer for asking too many ques- 

| tions about the prospect’s busi- 
ness. Many times an_ innocent 
question—or one that might even 
be termed foolish—at times, is 
the spark that will set a prospect 
off to telling the salesman what 
has been his past trouble and 
what is the principal point of 
interest he may have in the pur- 
chase of new equipment, 

If a salesman just learning the 
truck business will work his pros- 
pect list vocationally—selecting all 
owners whose work falls into one 
of the 25 major vocations—instead 
of jumping from retail delivery to 
dump work to over-road hauling 
to shuttle hauling between plants, 
he will quickly sense the basic and 
fundamental characteristics of the 
needs of each vocation. 

For instance, if he selects his 


retail delivery prospects as a group 





A car and tire saver. Enables 


greater payload; takes ef 
only when needed to carry 


excessive load caused by weight 
or rough roads. It gives a normal 
ride when not loaded and an 


easier ride when over-loaded 
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to call on, he will quickly learn 
that conservation of driver or sales- 
man time is one of the prime re- 
quisites. Ability to park in con- 
gested areas, appearance and ad- 
vertising space on the body, econ- 
omy of operation, comfort for the 


parts are others. 
* * * 


E WILL soon learn that milk: | 


men talk in terms of unit de- 
livery cost (a quart of milk being 
a unit), that they need a heavier 
job than the dry cleaner, that ease 
of getting in and out of the job 


and ability to “work the load” 
while driving is another major 
consideration. 


He will quickly learn that the | 
florist is interested in a beautiful | 
body, “palm high” on the inside and | 
many times refrigerated as well as | 
heated to maintain temperatures | 
in all weather. 


Too, he will find that depart- 
ment stores need a van that will 
take furniture and other bulky ob- 
jects with plenty of inside body 
height, while the hardware trade 
will be particularly interested in a 
low loading level plus the ability to 
lock the truck against pilferage 
while deliveries are being made. 

And, above all, he will soon—if 
he is a salesman—learn not to be 
too ready to quote price to the 





OTe TEN malts 





The “LOAD-STER” Panel 





Rack provides valuable point- 
of-delivery advertising space for you and your 
customers. Furnished with dealer emblem 
painted in standard colors, or in prime coat 
only. All-steel construction, rattleproof, and 
adds extra load capacity to your pick-up at 
small cost. Available for 2, 44 and 1-ton trucks. 


MAIL TO NEAREST ADDRESS 


fect 
any 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texes 


.In- a ial 


stallation is quick and simple, 


and no maintenance is required. 
For light passenger cars, 1/2 to 34 


ton trucks. 


Street. 


PRIOR PRODUCTS, Inc. 


Please send me complete information on the “Load-Ster” 


PANEL RACK [1 
Also send me the name of your nearest distributer. 


HELPER SPRING [) 








CO arn NN ee 


AT WASHINGTON STATE ROADEO—Here 





. 4 . @ contestant maneuvers his International L-'75 
driver and long life to the wearing | tractor and attached single axle trailer in the timed "park parallel" contest. Winner in 


this event was defending champion J. Clark Gilbert of Spokane, driving an International 


L-175  Roadliner. 


Solo straight truck title was won by D. F. 


Robertson, Spokane, in an 


International L-162. Ear! French, Seattle, won the truck and full trailer title. Heavy tractor 


with dual axle semi-trailer competition was 
L-195 Roadliner. 


prospect who asks “how much.” 
Prices mean little unless the sales- 
man knows what the specifications 
of the competitive truck may be. 

To quote glibly price and then 
have the buyer say that so-and- 
so down the street has quoted a 
price away under the one the 
salesman has quoted, will take 
the starch out of a salesman new 
to truck selling. 

A stock answer to a question as 
to price can always be, “I can’t 
very well quote you a price until 
I know what you will need in a 
truck.” 

While many truck buyers 


like 


smart buyers appreciate the sales- 
|man who won’t quote price until 
he knows what the needs of the 
| prospect are. 


| After the salesman has obtained 
all the information he needs—and 
'he will usually be able to worm 
;out of the prospect any previous 
bids he has been quoted during the 
process of getting the needed in- 
formation—the salesman then is in 
a position to say: “We can furnish 
you with a truck in the size you 
asked about for so much money, 
but my recommendation to you is 
such and so.” 
* + * 


T IS in the heavier sizes that 

more technical knowledge of 
trucks and hauling requirements 
are needed. Thus, if the salesman 
is able to “break in” on the lighter 
sizes he stands a good chance of 
getting his feet wet gradually and 
being able to absorb much of the 
technique of truck selling as he 
goes along. 


With approximately 49 percent of 
present registrations for the first 
four months being in the under 
5,000-pound class, 20.9 percent in 
the 5,000 to 10,000-pound class, 
percent in the 10,000 to 14,000- 
pound class, 15.1 percent in the 
14,000 to 16,000-pound group, 3 per- 
lcent in the 16,000 to 19,500 GVW, 
3.1 percent in the 19,500 to 26,000 
GVW and only 1.9 percent in the 
above - 26,000 GVW heavy - heavy 
class, seven out of 10 trucks being 
|sold fall in the category where the 
|use of plain common sense, asking 
| sufficient questions to get an idea 
| of the prospect’s requirements and 
{the followup of present users of 
| trucks five years old or older should 
pay dividends. 








to be know as “price buyers,” the) 


7 retary. The 





won by Charles Vaught, Spokane, driving an 


'Fruehauf Marks | 
Alltime High 
For 6 Months 


| DETROIT.—Fruehauf’s incoming 
| orders during May reached a total 
/of $10,900,000, according to Roy 
|Fruehauf, president, Net sales for 
May amounted to $10,300,000, he 
| added. 
| The January to June 1 total in 
incoming orders amounted to $44,- 
250,000 and established Fruehauf 
business at an alltime record level. 
'Fruehauf also pointed out that net 
|sales for the five-month period of 
| 1950 were $40,623,000, 


“We made a creditable showing 
in January,” he said, “and contin- 
ued to show a steady increase each 
month. Furthermore, we have re- 
}duced the amount of our bank 
\loans during May by _ $1,000,000, 
leaving notes outstanding amount- 
ing to $2,000,000. 

“Every indication points to a 
continued increase in business dur- 
ing the immediate future. As a 
matter of fact, June business thus 
far appears to be_ substantially 
greater than that of May.” 





Wisconsin Eases 


Load Regulations 


MADISON, Wis.—The Class B, or 
low weight limit, category on Wis- 
consin state trunk highways has 
been virtually eliminated because 
the lower weight limits on such 
roads were unenforceable, a spokes- 
man for the state highway commis- 
sion reports. 

Under a new order, only 287 miles 
of the 11,000-mile state trunk sys- 
tem will be classified as Class B 
on a year-around basis, according 
to William Ward, commission sec- 
ruling means that 
standard trucks of full weight can 
earry loads into almost all Wiscon- 
sin communities of the state dur- 
ing all seasons, except during the 
spring thaws. 





Howard Ups Hampton 

Harold K. Hampton was recently 
appointed sales manager of the 
Howard Automobile Co., Buick, Los 
Angeles. Joining Howard in 1941 
as a salesman, he will have 15 
men working for him in his new 
position. 


oo fete! 


SEE PAGE 35 
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TRUCK SECTION 


Safety Drive Results Show: 
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Dealers Miss Profits 
In Truck Service 


(Continued from Page 31) 


by just going out after the light- 
truck service in their area. 

Not only will inviting truck serv- 
ice into the shop increase the 
number of potential revenue-paying 
customers—but will bring in cus- 
tomers who will leave approxi- 
mately double the amount of net 
profit per service ticket. 

+ * * 

NE southern dealer who went 

after truck service found that 
while his average parts and labor 
return per service ticket on pas- 
senger-car service averaged about 
$14.67, his revenue on truck service 
averaged $28.32 per service order 
for labor and parts. 

It is easy to see the change 
truck service made in this dealer’s 
shop picture when one realizes that 
he had been able to build up his 
truck service volume to where 10.7 
percent of all his service customers 
were truck service customers. 

For every truck service customer 
he added to his regular customer 
list, this dealer netted about the 
same amount of revenue he was 
getting from two passenger-car 
customers. 

Providing good truck service 
also builds a better truck buyer 
following. In practically every 
case where a dealer goes after 
truck service, the records will 
show that the dealer also makes 
better net on his truck sales. 

Surprisingly, many dealers who 
do a fair truck sales volume pass 
up the profit potential from truck 
service. Invariably the dealer who 
does not do a good service job also 
is inclined to pass up the extra 
profits available from the sale of 
bodies and truck equipment. 

It is doubtful if the same dealers 
would pass up the profits from the 
sale of accessories on the cars they 
sell. 


* * * 


‘(TARE some examples of good and 
poor truck service operations | 
and one quickly sees the additional 
profit potential in going after truck 
service. | 


Comparisons, for instance, be-| 
tween two dealers of nearly equal 
truck sales volume for the year to} 
date show that one dealer who has | 
sold 59 new trucks so far this year | 
has an average truck service reve- | 
nue of $212.11 per new truck sold 
for the period, while the other, | 
who sold 68 new trucks, has a 
service sale average of but $17.43 
per truck. 

For the first dealer the service 
revenue was split $131.74 per | 
truck for parts and $80.87 for 
labor, while in the poor service 
operation the dealer’s return was 
only $8.91 per new truck sold on 
parts and $8.52 for labor. 

Take the case of two larger 
dealers—one who sold 226 new 
trucks thus far this year and who 
had a service department return 
from truck service of $25,268.96 
against another who sold 177 new 
trucks in the same period but who 
had built up a $36,000.03 service 
revenue so far this year. 

The larger dealer had an average 
service return of $102.96 per new | 
truck sold, with $52.30 in parts and | 
$50.66 labor, while the other dealer 
had averaged nearly double that | 


ATTENTION!!! 


Out-of-State Dealers 


Detroit’s newest and largest 
used car lot has 150 clean 
late models to Wholesale. 


Hotel and car shipping 
arrangements made. 


Leon Magid, Manager 


LEO ADLER, INC. 
DeSoto-Plymouth Dealer 
12100 Livernois, Detroit 4, Mich. 
Phone TExas 4-1008 


per new truck sold—$203.39 per 
truck split $120.39 for parts and 
$83.32 for labor. 


Looking at the service return 
from another standpoint and dis- 
counting all of the goodwill that 
had been built up among these 
truck customers, the larger dealer 
was making approximately an extra 
$50 gross on each new truck sold 
while the dealer selling the lesser 
number of new trucks was making 
approximately $100 more gross per 
vehicle. 

* * + 
ANOTHER factor many dealers 
overlook in not making an ef- 
fort to service as many trucks as 
possible in their service or sales 
area is value of cultivating the 
goodwill of the truck driver. 

In many cases the buyer of a 
truck is guided wholly or in major 
degree by the likes or dislikes of 


TRUCK STOP TESTS — Emergency stopping 
tests in which reaction times of auto trans- 
port drivers were recorded, were a highlight 
of the recent two-day conference for fleet 
management in accident prevention at Ann 
Arbor, Mich., sponsored by the National 
Automobile Transporters Assn. in cooperation 
with the University of Michigan. Shown check- 
ing the stopping distance of a truckaway 
unit are officials of the NATA, with Elmer 
R. Reeves, NATA accident prevention direc- 
tor, at right. Several reaction records for the 
industry were chalked up during these tests, 
Reeves reported. 


the driver who has to operate the 
vehicle. 

When the dealer is servicing a 
vehicle, he and his shop men 
know if the driver is satisfied 
with any phase of the truck’s 
operation or design and have an 


1950 

opportunity to correct anything 
that displeases the driver before 
the purchase of a new vehicle 
comes up. This is particularly 
vital in the case of fleet opera- 
tion. 

Truck service also eases a prob- 
lem that faces many dealers at the 
present time. With the increase of 
internal on new-car and truck get- 
ready and used-car conditioning, 
the time consumed by the regular 
day service crew is seriously eating 
into service department profits, yet 
the volume is not sufficient to put 
on an extra crew just for that 
work. 

As truck service in a great many 
cases can be done more advan- 
tageously at night, many dealers 
have solved their problem by put- 
ting on a second crew of mechanics 
of the type who like to work on 
trucks and going after sufficient 
night truck service to work in with 
their internal work to keep this 
gang busy. 

* oa 

1“ MANY instances this produces 

several plus values—it gives the 
truck owner a place where he can 
have his vehicle serviced without 
loss of working time, enables the 
dealer to get double use of his 
shop equipment, frees his customer 
labor from doing internal and pre- 
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vents bottlenecks from forming in 
his pay service department which 
in many cases chase away needed 
customer labor work. 

In considering the advisability 
of setting up such an added staff, 
the dealer should keep in mind the 
two phases of truck service brought 
out above—that it averages ap- 
proximately double the return in 
labor and parts sales as passenger- 
car service and that it provides 
an additional net profit per new 
truck sold. 


Dearborn Reveals 
New-Type Plow 


DETROIT. — Dearborn Motors 
has developed a new-type plow, ac- 
cording to G. D. Andrews, sales 
vice-president. Principal features 
claimed for the new moldboard 
plow are: Plow bottoms that can 
be used in the majority of the hun- 
dreds of types of soil in the U. S., 
and “razor blade” shares that are 
used and discarded. 

The “razor blade” shares, says 
Andrews, cost new about the same 
as the cost of resharpening con- 
ventional shares, yet plow as well 
and last as long as regular shares 
do between sharpenings. 


Extra Thousands of Trouble-Free 


AC mC FE ATO | 
AXLES 


Axle Division 


Even at slowest truck 


speeds—where gear 


tooth loads are often highest—Eaton's ex- 
clusive Forced-Flow Lubrication System pro- 


Natt STi h Ao le ait ee ae le 


With less than one revolution of the axle 


raha (1: (eel to MOM LT 


axle parts. As speed increases, flow is ac- 


celerated to meet the demand. This means 


reduced friction and wear, 


TeTale [tame atm he 


and lower upkeep cost. Eaton 2-Speed Axles 


are available for most trucks of the 11'/2-ton 


class and larger. Ask your truck dealer for 


a road demonstration. 


EATON MANUFACTURING COMPANY 


CLEVELAND, OHIO 


cAI PRODUCTS: SODIUM COOLED, POPPET, AND FREE VALVES © TAPPETS © HYDRAULIC VALVE LIFTERS + VALVE SEAT INSERTS * JET ENGINE 


PARTS « 


ROTOR PUMPS 


@ MOTOR TRUCK AXLES « 


PERMANENT MOLD GRAY IRON CASTINGS « 


HEATER-DEFROSTER UNITS « 


Bir is Lebey 


SPRINGTITES * SPRING WASHERS « COLD DRAWN STEEL’ « STAMPINGS ¢ LEAF.AND COIL SPRINGS « DYNAMATIC DRIVES, BRAKES, DYNAMOMETERS 
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(Continued from Page 31) 


come up with enough units to meet 
the demand. But the truckers need 
the showmanship and publicity abil- 
ity of the dealers even more-——and 
rarely get this. This year is a good 
year to change this situation. 

* * - 

AR too few salesmen, selling the 

- light trucks especially, pay 
enough attention to the 
work that is to be performed by 
the vehicles they sell. And far too 
many times they pass up an oppor- 
tunity to not only make an extra 
profit for themselves but save con- 
siderable money for the new buyer 
in operating expense, by making 
certain that the truck is properly 
equipped for the job. 

Going over a booklet put out by 
the Kelsey-Hayes Wheel Co., which 
does not carry the firm name on 
the literature, incidentally, I came 
across an instance which brought 
up this little tirade. 


| maintenance for the Krug Bak- 
ing Co., Inec., Jamaica, N, Y., 
which operates 680 trucks. Most 
of the trucks are either one-half 
or three-quarter ton jobs. Mc- 
Ewan has found that his firm 
has reduced tire cost 29 percent 
by changing light trucks over to 
wide-base rims. 
Wide-base rims rim 


where the 


load OF] width is equal to 70 percent of the 


tire width enable tires to run 
cooler, eliminate much of the flex- 


ing that breaks down sidewalls 
(about 12 percent, it is claimed) 
and eliminate many causes for 
blowouts. 


Practically all light trucks come 
equipped with passenger-car type 
rims. The alert truck salesman, 
who knows that even occasionally 
his prospect may haul more than 
the rated capacity of the vehicle, 
should make it a point to sell his 
customer on the rim changeover, 
even on these light jobs. 


nearest wheel and rim distributor. 
And if he wants the distributor to 
make the changeover for the cus- 
tomer, he can realize a profit for 
his dealership and himself on the 
sale. 


* * + 


( N HEAVIER trucks, salesmen 

can give their customers from 
$30 to $50 in savings on every $100 
of tire investment, it is claimed, 
by selling the wider rims with 
tapered bead seats that permit the 
tire to carry more air, have a wider 
base and let the beads come down 
flat on rim base. 

Without the tapered bead seat 
on rims, tires have a tendency 
to “cock” on the untapered side 
of the rim, Tapered rims support 
each side of the tire evenly and 
eliminate any tendency to twist 
or bind when stopping and chafe 
when on the road, 

These faults cause uneven wear 
on treads and are a contributing 
cause of blowouts. 


He can get full data from his * * *& 


Neil McEwan is director of 





ee ee ae ((HEK-CHART has recently! 


More Sales... More Profits 
with the New 1950 


TODA Lae dea 


4 brought out a new truck lubri-| 
cation sheet which not only gives 
the lubrication specifications for | 
each model of every make of truck | 
but gives the engine, transmission | 
and differential specifications where | 
the maker uses various assemblies 
in the production of a given model 
or series. 


Shown for each make is the 
name and model of the engine 
with crankcase capacity, make 
and model of transmission with 
capacity and lube recommenda- 
tions for above and below freez- 
ing and the axle make and model 
with differential capacity plus 
various lube recommendations are 
shown for each make of truck. 


This should be handy data for 
dealers making a business of serv- | 
icing fleets which may contain| 
units of some of the smaller mak- | 
ers in particular, where different 
» |engine, axle and transmission com- 
% |binations are used to obtain cer- 
tain power characteristics. With- 
out some data sheet such as this, 
service men would be continually 
guessing at the capacity or the| 
lubricant to use for the different | 
makes and models of the assem-| 
blies. 

* * * | 


;* ‘ 






(CANADA will have _ transconti- 
4 nental trucking service when| 
|the Trans-Canada Highway is com- | 
| pleted, a trucking industry spokes- 
man told the Transportation Con- 
|ference of the Canadian Manufac- 
| turers Assn. in Toronto recently. 
| John Magee, executive secretary, 
|Canadian Automotive Transporta- 
tion Assn., told the conference that 


The World’s First Mass-Precision Produced All- (“the trucking industry intends to) 
use the Trans-Canada Highway 


Industry, All-Purpose, All-Steel Service Body that | when it is built.” 


é Dealers in western Canada have 
Fits All Standard Commercial 2, % and 1 Ton | been trying to figure out some 
Truck Chassis! 


Morrison “‘Carry-All” 
Model B-910 





way this year to transport cars 
and trucks overland from the east 
by truck transport, but at pres- 
ent this is not feasible due to 
the fact that the haul, part of the 
way at least, would have to go 
through the U. 8S. 


“Carry-All’s” exclusive design and its extensive tooling and engi- 
neering make possible heavy gauge steel construction (with the 
‘ . : ' When the Trans-Canada High- 
t gi »ymponent) and a unique bridge-type under- g 
correct gauge for each cc mpone t) q idge-tys odie cmmieall than te ta, 
body . . . these make possible huskier construction with lighter over- |real River west, auto carriers will 


: ° ‘ : arts than any comparable body on be the first to go on a trans-Can- 
all weight and fewer number of parts than any COMy OGy OP | 540 besls, ts understood. 
MORRISON “Carry-All” has greater carrying + “e 
HILLIP H, SMALL, assistant to 
the president of Pacific Inter- 
mountain Express, in a recent ad- 


The MORRISON “Carry-All” is designed for ready adaptation |dress before the Northern Califor- 
nia Chapter of Robert Morris Assn., 


any job... and industry ! Morrison made provisions in the 3 ASS 
to = - ) : I see said that the for-hire trucking in- 
basic design for and has made available a selection of specialized | dustry, in spite of its economic po-| 


accessories, so that the basic body can be easily adapted for any a is not very well understood 





the market 
capacity for gross vehicle ratings ! 











: : the banks or lending institu-| 
purpose in any industry. | tions. | 
important to remember | 


“i 
leads the interstate trucking indus- 
try is a public utility,” Small said, 
“and that truckers often find that 
|bankers tend to apply the yard- 
| Sticks for manufacturing and re-| 
| tail business to trucking financial | 
statements without regard to the} 
fundamental differences inherent in | 
trucking.” 

Describing PIE’s | 

maintenance system, Small said | 
that “our maintenance policy is | 
such that a five or six-year-old | 


Write for the new bulletins on the guide to the selection of service 
bodies. They're yours free for the asking. 


MORRISON STEEL PRODUCTS, Inc. 


preventive 
Carry-All Body Division 


631 AMHERST ST. e BUFFALO 7, N. Y. 


tractor is substantially as valu- 
able as a One-year-old tractor 





that may have run a million miles 
less.” 

Outlining the unique financial as- 
pects of the highway motor car- 
riers. Small said: “The trucker 
does not need much working cap- 
ital. This is a business where you 
get a high rate of turnover of cap- 
ital employed. | 

“Our revenue last year was two| 
and one-fourth our total assets em- | 
ployed and three and a half times | 
our average net tangible property. 
We don’t need much inventory and 
receivables are not a problem. 


“On the other hand, we have a) 
high ratio of revenue to capital | 
employed; our fixed assets are used | 
and replaced rapidly so we have} 
no big worries about large gaps be- | 
tween actual cost and present re-| 
production cost; fixed charges take | 
a small proportion of revenue and | 
practically all of our expenses can | 
be brought into line rather rap-| 
idly if business drops off. 

“On the liability side, we usu- 
ally finance our equipment pur- 
chases for 75 percent or more at 
four percent for five years. We| 
have insurance company mortgages | 
on our major terminals at 4'2 per-| 
cent for 12 and 14 year money. 

This statement from the PIE ex-| 


__ TRUCK SECTIOY 


ecutive—one of the largest and 
most prosperous of the western 
trucking companies may be of 
some value to truck dealers wo 
are having some difficulty helping 
a for-hire trucking company make 
arrangements for replacement 
finance, . * « 


eS dealers in the De- 
4 troit area seem to see nothing 
but honey and roses ahead for the 
next year and one-half at least 
Sales of at least 300,000 new vehi- 
cles in the Flint zone are expected 
this year. Zone officials say dealers 
are in the best shape they have 
been in for some time. New-car 
stocks are down to a three-day 
supply, trucks to 15-day and virtu- 
ally no stocks of used cars. 

All of which means that the 
annual golf party of the Detroit 
Chevrolet dealers, which I attended 
at the Plum Hollow Golf Club last 
week, was a very happy occasion 
and not a dealer had a gripe to 
lay on my shoulders. The only 
question in the air seemed to be 
the one of how long the boys could 
continue selling their used cars at 
wholesale and still make a profit 
on them, Estimates indicated 60 to 
90 days with those who had no 
aversion to peering into the crystal 
ball. 


BIG NEWS IN TRUCK EQUIPMENT 





LIFETIME PROTECTION 


AT LESS THAN THE 


COST OFASINGLE | 
MINOR REPAIR JOB ® 






































Now new economies in 
production plus continued 
high volume make possible 
a drastic reduction in the 
list price of STUR-DEE 


Grill Guards. Now the 
guard with the highest 
acceptance is lowest in 


price by a wide margin. 
Now there is no reason 
why every truck customer, 
old or new, should not be 
a red-hot prospect for the 
world’s most widely used 
grill guard—an extra serv- 
ice to him; attractive ex- 
tra income for you. 

Take advantage of this 
big news. Sell every new 
truck customer. Canvass 
every old truck account. 
You profit both by the sale 
and installation. Write to- 
day for complete new price 
list—it’s an open door to 
plus profits! 

*$16.45 price applies to 1% to 2- 
ton models. F.O.B, factory plus 
excise tax, 

VOLTZ BROTHERS, INC. 
2520 Indiana Ave., Chicago 16, III 
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WORLD'S MOST WIDELY USED 


GRILL GUARDS 





aa 


a i a eb ani 


nares usr 




















sup 
any 
eve 
Mo 


ORDI 












_____AUTOMOTIVE NEWS, JUNE 26, 1950 ee 








~~ wt or ee or TD 
7 


Absolutely the World’s Finest asillentin 
and Quick-Leveling Lacquer Thinner—devel- 
oped by Briggs, the World’s Largest Inde- 
pendent Manufacturer of Automobile Bodies. 


, “T-11" is phenomenal! 
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No expense has been spared—developed 
after years of research. 


| 'T.11” is colossal! 


The best autobody refinishing brains in 
the country have had a part in creating 
Briggs T-11. 


SMOOTHS OUT EVENLY 
AND QUICKLY! 






'T.11” is stupendous! 


Great savings in time and labor can be 
had by using Briggs T-11. 


Now for the real good news! You pay no 
more for Briggs T-11 Lacquer Thinner than 
you pay for ordinary thinners. 


Briggs Manufacturing Company is 
absolutely certain that after using this 
superb T-1] Lacquer Thinner you will never want to use 









any other lacquer thinner. Every gallon — every drop in 
every drum is backed by the Briggs Unconditional 
Money Back Guarantee. 


ORDER FROM YOUR BRIGGS DISTRIBUTOR TODAY OR WRITE DIRECT TO — 


BRIGGS MANUFACTURING COMPANY 


REFINISHING MATERIALS DIVISION e¢ DETROIT 11, MICH. 
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Record in Cincinnati 


By Emery Bacon 
Staff Correspondent 


Hamilton county (Cincinnati) 
dealers almost without exception 
reported a strong demand for new 
cars during May that brought emp- 
ty showrooms and, in many cases, 
waiting lists back into the sales 
picture. 

After an April slump brought 
about largely by cutbacks in de- 
livery quotas, new-car_ sales 
zoomed to 3,023 units in May— 
a record monthly high since the 
war. 

Cumulative totals reveal that 
during the first five months of 1950 

some 300 more new-car deliveries 


were made than during the first 
half of 1949. 

Used-car sales from dealers to 
private owners in May topped 
April’s figure by better than 300 
units, but the total of 3,484 fell 
short of this year’s high of 3,615 
units, made in March. 

New-truck sales in May to- 
taled 434 units, a substantial gain 
over the previous month’s figure 
and only slightly below the 1950 
peak month of March. 

New-car registrations by makes 
in May were: Chevrolet, 737; Ford, 
695; Buick, 307; Oldsmobile, 236; 
Pontiac, 206; Mercury, 175; Stude- 
baker, 125; Plymouth, 125; Nash, 
80; Packard, 77; Dodge, 69; Hud- 


INCREASED 
INCREASED 


Chevrolet—for trucks with 
10 leaf rear springs. 


Chevrolet—for trucks with 
If leaf rear springs 


RINE Sn aor Lee 





1Yo-2 ton | @CBU-3-2 

1Yo-2ton | FBU-3-2 
F.7-2!/2 ton| FBU-732 

F-8-3ton | FBU-832 


These kits contain 3 extra leaves for each main spring and 2 extra leaves 
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Please send at once your new illustrated folder com- 
plete with new low price structure, | understand that 
this places me under no obligation whatsoever. 





AUTOMOTIVE NEWS, JUNE 26, 1950 














2, and miscellaneous, 2.—(Art: ur 


bile, 99; Mercury, 89; Studebaker, 
R. Oleson.) 


52; Plymouth, 49; Nash, 34; Dodge, 
27; Cadillac, 26; Lincoln, 17; Chrys- 
ler, 16; Packard, 16; DeSoto, 13; 
Hudson, 12; Willys, 5; Kaiser, 4; 
Frazer, 2, and Jaguar, 1. 
New-truck sales were: Chevro- 
let, 79; Ford, 55; International, 26; 
GMC, 25; White, 9; Dodge, 7; Dia- 
mond T, 4; Studebaker, 3; Divco, 


IRST. se was tne 


30,000 MILE GUARANTEE 


... with Amalie paying the entire cost! 


Harlow Opens Building 
Arthur Harlow, Harlow Chey ‘o- 
let Co., Whitefish, Mont., announ. es 
opening of his new building. It | as 
floor space of 9,000 feet, includ ng 
the garage, parts department, flond- 
lighted display room and paint shop. 


son, 54; Chrysler, 31; Cadillac, 30; 
Kaiser, 20; DeSoto, 18; Willys, 14; 
Lincoln, 11; Frazer, 7; Crosley, 5, 
and Singer, 1. 

* 





* + 


Kansas 


Figures released by C. M. Voel- 
ker, superintendent of the state 
motor vehicle department revealed 
that car and truck sales in Kansas 
set a new record in the first five 
months of this year. 

From Jan. 1 through May 31, 
there were 191,142 sales of new 
and used cars over the state, Voel- 
ker said. This was 16,772 more 
sales than during the same period 
a year ago, which was the record 
up to that time. 

Car sales are gauged through 
title purchases, Voelker an- 
nounced, as each new-car own- 
er must buy a certificate show- 
ing ownership. 

It was strongly indicated that 
many people buying cars either 
had none until they purchased 
their new cars or that they were 
buying a second car for the fam- 
ily. Kansas law requires that car 
owners buy state transfers if they 
change a license tag from one car 
to another. Only 56,154 did so up 
to May 31. 

At present there are 564,382 li- 
censed cars in Kansas. A year ago 
the number of licensed cars stood 
at 534,178. 

In the truck division the num- 
ber stands at 177,342, which is 7,585 
more than a year ago in the same 
period.—(George M. Hunholz.) 


* * * 














Imagine—lubricated parts of your new 
cars guaranteed for 30,000 miles — no 
risk or expense to you! Your name 
heads the guarantee! And you service 
and lubricate the car after you sell it! 


H EN .». came full page ads in 


SATURDAY EVENING POST 


..+ promoting the Amalie Dealer's 
service! Every ad features a man who 
services cars! It’s the car dealer and the 
service man who tell the sensational 
‘Oilier Oil’ story to the Post’s 3 million 
car owning families! 


Ottawa 


Sales of tradeins and repossessed | 
cars are causing some sharply re- 
duced prices for models in the 1935 
to 1947 class in Ottawa. 


Inquiries reveal that competition 
is forcing such price cuts together 
with anxiety on the part of dealers 
to clear their lots for newer or 
better models. The principal reasons 
for the “rush” at this time are high 
rents and lack of space, forcing 
faster turnovers than in the past. 


Dealers state that they could 
hold much larger stocks, if they 
had the space. This is a big fac- 
tor in some dealers’ clearance 
efforts. 


They find it more practical to| 
cut their margins of profit on some 
ears for quick selling rather than 
to rent larger premises at the high 
rentals prevailing today. 

As a result, no reasonable offers 
are being refused by some dealers 
in desperate efforts to clear out 
tradeins and repossessed cars al- 
most as quickly as they get them.— 
(M. L. Schwartz). 


* * * 


Pittsburgh 


New-car registrations in the Pitts- 
burgh district “reached a new high 
level for 1950” in the week ended 
June 10, the University of Pitts. 
burgh reports. New-car sales had 
been lagging in the three weeks 
previous. 

The increase in new-car registra- 
tions helped to raise the index of 
business activity for the district to 
185.9 for the week ended June 10. 
In the preceding week, the index 
was 184.6, while for the same week 
last year, it was 171.8. 

+ ” * 


Richmond, Va. 


New-car sales in Richmond, Va., 
during May totaled 1,158 units, ac- 
cording to the Business Review, 
published by the Richmond cham- 
ber of commerce. In May, 1949, such 
sales amounted to 1,068 units. 

Used-car sales in May of this 
year numbered 2,361, compared with 
1,962 in May, 1949.—(T. D. Eaton). 


* * “ 


... Car dealers coast-to- 
coast are selling CARS and 
SERVICE with 


PENNSYLVANIA 


OIL 
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MOTOR OIL 


Phone your Amalie Distributor Now! 


AMALIE DIVISION 
L. Sonneborn Sons, Inc., New York 10, N.Y. © Refineries: Petrolia and Franklin, Pa. 
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for PICKUP TRUCK” 
Cuts Delivery 


Costs Up to 3 0% 


Any type load easily placed on gate from ground 
or curb. Will handle loads up to 800 Ibs. Stops 
damage. Speeds up deliveries—many other profit- 
able advantages. 


ONE LEVER RAISES.. 


Load goes up in a few seconds. Twin hydraulic 
cylinders safely handles all loads. Gate can be 
stopped and held at any elevation. Operates by 
truck engine. 


CATE CLOSES EASILY. 


Sturdy light weight gate platform closes easily as 
regular tail-gate. An Anthony Lift Gate “Drama- 
tizes" the delivery and enhances the value of 
your merchandise and service. 








Omaha 


New-car sales in Douglas coun- 
ty (Omaha) during May totaled 
1,291 units. This was 40 more than 
were sold in April. New-truck sales 
in May fell below the previous 
month, however, with 212 sold, 
against 240 in April. 

New-car sales by makes in May 
were: Chevrolet, 286; Ford, 280; 
Pontiac, 136; Buick, 127; Oldsmo- 





NTHONY COMPANY 


DEPT. 302 STREATOR, ILL. 





1 








TI 


ai 


tiol 
of 

tior 
sur 
stre 


bas 
any 
twe 
por 
ing 
to 

pre 
pio! 





rt: ur 


ost! 
new 
~ HO 
ume 
vice 
| it! 


er’s 
vho 
the 
nal 
ion 








7 





¥ 





TRUCK SECTION 


Affecting Factories and Dealers... 


Auto Advertising 


By George Deery 
Associate Editor 
The policy of the Assn. of Na- 
tional Advertisers calling for audits 
of “free” business paper circula- 
tion and the measurement of con- 
sumer magazine audiences was 
stressed last week in a statement 
by Paul B. West, ANA president. 


“In our opinion,” West said, 
the association’s statement offers 
“a platform on which all ele- 
ments concerned can unite and 
thereby clear up the confusion 
and controversy which is retard- 
ing the forward progress of ad- 
vertising.” 

At the same time of the policy 
statement, the ANA board reiter- 
ated its recognition of the basic 
nature and importance of the data 
provided by the Audit Bureau of 
Circulations. 


This organization, the statement 
says, is the cornerstone on which 
rest all evaluations of printed pub- 
lications for (1) public exposure to 
advertising and (2) sound adver- 
tising price structures. The ANA, 
it says, “does not look with favor 
on any developments that would 
jeopardize the continued reliabil- 
ity and acceptance of ABC data or 
that would tend to substitute other 
measures for audited circulation 
figures.” 

The statement, however, then 
points out that in the opinion of 
national advertisers, no harmful 
results could follow from adoption 
of the two principal procedures 
about which there is current con- 
troversy, namely: 

(1) The analysis of unpaid cir- 
culation of business publications 
and (2) studies of magazine audi- 
ences proposed within the frame- 
work of the Advertising Research 
Foundation. 

“In the field of business publica- 
tions advertisers are faced with 
the practical problem of selecting 
among media, some of whose pub- 
lishers have found it good business 
practice to include in their circu- 
lations a greater or lesser propor- 
tion of copies that are not charged 
for,” it states. 

“It is doubly important, there- 
fore, to advertisers to know the 
types of individual to whom the 
free copies are sent—separated 
into such classes as industry or 
trade, size of company, location, 
department, and title—as con- 
trasted with knowing merely that 
these copies are sent without 
charge.” 

West pointed out that advertis- 
ers aren’t given this information. 
The ABC admits business papers 
to membership if 50 percent or 
more of their circulation is “paid” 
and presents occupational break- 
downs of only that portion. On the 
other hand, the Controlled Circula- 
tion Audit, formed to audit publi- 
cations ineligible for ABC analyses 
the entire circulation of its mem- 
ber publications on an occupational 
basis, but has so far not drawn 
any distinction in its reports be- 
tween the “paid” and the “free” 
portions. 

“The policies of these two audit- 
ing organizations,” West went on 
to say, “have been subjected to 
pressures from the opposing cham- 
pions of ‘paid’ and ‘free’ circulation 
—pressures which often ignore the 
fact that many of the business 


BLOWBACK 


OTS ae eee 


EXPANSION 
SPILLS 


VENTALARM 


WHISTLING TANK FILL SIGNAL 





{in 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM *: Signal 


The car you sell 
deserves one. 








SCULLY SIGNAL COMPANY 
92 First St., Cambridge 41, Mass 






magazines involved are neither 
black nor white in this respect, but 
actually some shade of gray.” 

In discussion of consumer maga- 
zine audience research there has 
also been a tendency, according to 
West, to “give too much credence 
to arguments that such studies 
would be misused by advertisers at 
the expense of ABC circulation 
data. 

“This factor, combined with 
sharp differences of interest be- 
tween sections of the consumer 
magazine field have served to 
retard research projects toward 
which the ANA Magazine com- 
mittee, along with other interest 
groups, has been working aggres- 
sively for some years. 

For the most part, the ANA 


statement of policy is designed to 


reassure those who consider audi- 


ence research a threat to ABC. 
The statement expresses advertis- 
ers’ point of view as follows: 


We, it says, “are concerned about 


the long-term result of magazines 
and advertisers if blocks are placed 
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in the way of a steady advance in 
the advertiser’s knowledge of what 
he is buying in the form of maga- 
zine space. 

It is our opinion that unbiased 
studies of the characteristics of 
magazine audiences, made by the 
most acceptable techniques now 
available, represent such an ad- 
vance.” 

Such audience information, ac- 
cording to the ANA board, “far 
from replacing audited circula- 
tion figures, will supplement them 
and render them increasingly val- 
uable. 


“Circulation data provide a posi- 
tive measure of the number of 
copies of a magazine that are dis- 
tributed to readers. They do not, 
however, reveal any facts with re- 
gard to the kind of people who 
read the publication. It is only 
through surveys of the reading 
public that information can be ob- 
tained on such important break- 
downs in the composition of maga- 
zin audiences as sex, age, and in- 
come.” 

~ + + 


U. S. Sues Paper 

The Times-Picayune Publishing 
Co. in New Orleans was named 
defendant in a history making suit 








FOR JULY-AUGUST DISPLAY—Six typical gloves worn in industry and sports serve as 
graphic illustrations for the headline ‘'Fits Your Job Like a Glove'’ on the posters promot- 
ing Dodge Job-Rated trucks. The 8,282 full-color boards will cover all parts of the country, 
it was announced by L. F. VanNortwick, director of Dodge truck sales. 


when U. S. Atty. Gen. J. Howard 
McGrath accused it of violating the 
Sherman Antitrust act in trying to 
destroy the New Orleans Item by 
“unlawfully” cornering advertising 


and circulation. 
* + * 


Fatal to Fables 


A new sound slide film which 
aims to factually refute many of 
the rumors, myths and false stories 


about the oil industry has been 
produced by the Oil Industry In- 
formation Committee. It is now 
being released nationally. 

Entitled “Bill Burns: Fable Kill- 
er,” the sound slide film was de- 
signed primarily for oil industry 
employes. It points out how many 
of these rumors, myths and false 
stories are fed by careless talk. 


pure 
Mr. SERVICE MANAGER! 





Doat Wiss “she 
SHOP PROFITS to be HAD 
SMa aie 
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Model 525 


During the next few months, driving will be 
at its peak. Motorists will be vacationing and 
most of the roads and highways throughout the 
land will be jammed with traffic. This over- 
crowded condition is almost certain to increase 
road mishaps which in turn will result in a flood 


of “service calls” 


this business. 


for the shops equipped to handle 


The new HOLMES Model 5235 is just the road 
unit to bring this profitable service business 
into your shop. Model 525 was designed to do a 
wide variety of work and as such has a very ver- 


satile operation. 


It is fast and flexible for light 


ERNEST HOLMES COMPANY 








LY 
> 
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cars, yet has ample power and capacity to handle 
the average trucks. This model has many new 
features which makes it a most desirable road 
unit. Among the most important of these are: 
the new worm drive transmission which is self- 
locking with independent reversing gears, new 
type controls, and new high speed operation. The 
525 is a sturdy compact unit suitable for mount- 
ing on any 11% to 3 ton truck. It is priced from 
$1,150 (without service body) to $1,910.50 de- 
pending upon extra equipment desired. Don’t 
miss the big profits to be had this summer. Write 
factory today for detailed information. 


CHATTANOOGA, TENNESSEE 
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Manzel Markets Remover ‘ 
land Chain & Mfg. 


For Oil Seals, Retainers and Henry Sts., Cleveland 5, O. 
Remover No. 1175-H, for grease ~~ *e « 
retainers and oil seals of most cars 
and light trucks, is produced by 
Manzel, Buffalo 10, N. Y, It re- 
moves seals without disassembling 
the transmission output shaft, or 
drive pinion shaft on rear axle ap- 
plication, says the company, 
* + * 


Tire Chain Price Data 


A new price sheet on tire chains 
for passenger cars, trucks and 


American Coach Develops 
Hydraulic Aerial Ladder 


A hydraulic aerial revolving lad- 
der, designed to reach higher work- 
ing heights than is possible with 
; manually operated ladders, has 
|been announced by the American 
Coach & Body Co., 9503 Woodland 
Ave., Cleveland 4. 

It can be positioned at any point 


. in an 85-degree arc and rotated 
Bank Names Crook through a 360-degree circle, says 


Raleigh D. Crook, an automobile|the company. Power for the hy- 
dealer in Danville, Ky., for 20 years,|draulic system is supplied by an 
has been elected a director of the|SAE power takeoff mounted on the 
Citizens National bank. |chassis transmission. 


*DUNK 
AND 
DRIER 
BASKET 
INCLUDED 


U. S. PAT. #2318842° 2,107,288 
GUNK DUNK BENCH Carburetor ond Parts Cleaning Kit 
New 6% gol. size deep “Vapor-catcher” design pail. 


HYDRO -SEAL 


Quickly digests and removes carbon gum, paint, 
lead, makes possible accurate visual inspection 
and fitting of delicate metering mechanisms, jets 
and orifices. 

Lasts more than one year . . 
Automatic rinsing. 

Works hot or cold. 
Patented Performance. 


REFUSE SUBSTITUTES 
Without the Genuine 
GUNK trademark, the 
product may be a 
cheap imitation... 
partly diluted, will 
not afford the long 
life and corrosive 
protection — by 
GUNK. Flatly refuse 
substitutes! 


. due to Hydro-Seal. 


SOLD BY BETTER JOBBERS EVERYWHERE 
(If your jobber doesn’t stock Genuine GUNK) 
Attached is my business letterhead and check. Ship me: 


(__) Kit (with Dipping Screen) 6% gal. size. Dealer's net 
cost $11.80. Shipment by fast prepaid railway express. 


1 GALLON OR A 
TANK CAR 
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CUSTOMER RESEARCH 
EXECUTIVE 


Automotive manufacturer wants an experienced execu- 
tive to direct its research activities with customers and 
the public at large. The objectives of the research pro- 
gram are to determine desirable mechanical and appear- 
ance changes in products; customer and public attitude 
toward the manufacturer, its products, and its retail 
outlets; to assist in forecasting sales and in establishing 
territorial sales quotas; and to consult on advertising 
techniques and media. College training and experience 
in the automotive or an allied industry preferred. Salary: 
$20,000 plus. If employees of this automotive manu- 
facturer should apply, their present positions will not 
be jeopardized. Inquiries will be treated in strict con- 
fidence and should be addressed to 


Box No. 120 


AUTOMOTIVE NEWS, JUNE 26, 1950 


buses is announced by the Cleve- 
Co., Broadway 





COVERS CARGOS—The Utility Pic-Up Pon- | 
cho, designed for '/, and %-ton truck models, 
is announced by Harben, Inc., 1400 E. Jeffer- 
son, Dallas. Steel bars, which can be re- 
moved, support the canvas top. The device 
can be rolled down without removing from 
the truck. | 





DIRECTIONAL SIGNALS—A 





ton Automotive, Jackson, Mich. 


1,800 feet in daylight—much further at night, | 
reports the firm. 





| AIR-BRAKE HOSE TENDER—Manufactured | 
| by Franklin Industries, P. O. Box 74, Acton, | 
Ind., the Hitch-Hiker consists of a steel tube, | 
| attached to a specially tempered coil spring, 
| 15/16 inch in diameter and mounted on a 
| heavy steel base. Is furnished in two models 
|—one to be bolted to a cross member be- 
|hind the cab, the other to be bolted or 
|} welded to the gas tank saddie. On both 
| types the hose lines run through a pair of 
weather-resistant rubber- impregnated loops at 
the top of the tube. The air valves fit through| FITS PICKUP TRUCKS—Venco, 
holes in the base. Forty-one inches high, it| tailgate loader, is the product of Ven Corp., 
|holds the hose up out of the grease, thus | 2832 Newell St., Los Angeles. 
| lengthening its life, reducing replacement | 2 600-pound capacity, reports the firm. Two 
| costs and relieving the driver of all hose | roller chains, said to have a breaking strength 
| line worries, the company states. of 3,000 pounds, lift the load. 





HIKES TRUCK PAYLOAD—The Trainor Build- 
Up kit, produced by Trainor National Spring 
Corp., New Castle, Ind., spaces the leaves so 


that the truck owner gains maximum carrying 
capacity with the least amount of increased 
reports the firm. 


weight, 


x df 

METAL FILLER—It can be spread and| 
worked repeatedly and is ‘tough enough to} 
be disc sanded,"' according to Minnesota | 
Mining and Mfg. Co., St. Paul 6. Is a paste- 
like material recommended for use in filling 
rust pits, dents, scratches and holes in auto- 
body metal. It is used like body solder, but) 
without the necessity of heat or tinning com- | 
pounds, the company adds, and has ‘‘excel- 
lent cold shock resistance’’ at temperatures 
down to 30 degrees F., it was reported. 
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guide frame mounted on a Towmotor 


Want More Truck Sales—with EXTRA Profit? 


Sell more Dairies, Bakeries, Laundries, etc., your chassis 
with Montpelier Specialized Delivery Bodies—by offering 
what they need and want for most efficient delivery 
service. You handle complete deal—with our full co- 
operation—one vehicle or large fleet. 


Phone, Wire or Write for Details 


THE MONTPELIER MANUFACTURING CO., MONTPELIER, GHIO 





flat carrying plate has been eliminated. Both 
shoes and guide frame are easily detachable, 
so that this Model 
used with standard forks, 


HYDRAULIC KEG HAULER—Latest mate- 
rials handling development of Towmotor 
Corp., Cleveland, picks up, transports, stacks 
and unloads—without a pallet—six 200-pound 
kegs of spikes in a single maneuver, accord- 
ing to the company. To pick up a load, a 
un- 
loader accessory with 10-inch stroke is low- 
ered over the kegs; as the unloader is re- 
tracted the guide frame pulls the kegs against | 





three rubber-covered shoes which project} NO PRIVACY HERE—The Kurb-Side Dis- 
from the face of the carriage. The six kegs, | player, a truck with glass sides which | 
held securely in position by the guide frame, | the cargo to be seen, is announced by J. B. 


the projecting | E. Olson Corp., Brooklyn, N. Y. The exterior 
|} and interior panes, which are separated by 
dead air, are '/4-inch thick shatter-proof safety | 
plate. Neoprene rubber acts as a_ shock) 
absorber. Fogging and condensation are elim- 
inated, says the firm, by use of a patented 
breather valve. 


are firmly pressed against 
shoes and can be picked up and transported 
rapidly and safely, it adds. The need for a 


LT-44 lift truck can be 





lamp with a) 
lens four inches in diameter for trucks over | 
80 inches wide is being produced by Spar- 
The flash- 
ing unit is visible at a distance of 1,500 a 


@ one-man 


The unit has| 





| speed 


TRUCK SECTICN 








FOR CHANGING WHEELS—A dolly which 
|removes and replaces dual wheels is an- 
nounced by Alexander-Tagg Industries, Hat- 
| boro, Pa. The device handles tire sizes from 


6.50 to 11.00, says the firm. No lifting or 
greasing of floors is necessary for the wheel 
| changing, it is said. 

* * * 





FOR HYDRAULIC UNITS—Economical and 


efficient operation of dump trucks, tailgate 
loaders and Stratton Hydroloaders is claimed 
for the Stratton Hydro-Throttle Control, an- 
nounced by Stratton Equipment Co., Hanna 
Bidg., Cleveland. The unit is designed for 
trucks with hydraulic devices operated from 
@ power takeoff on the transmission or separ- 
ate power pack. 
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HAND-OPERATED GUN—K-P Mfg. Co., 
Minneapolis, announces a gun which is said 
to eliminate air pockets, assuring a uniform 
grease charge. The device has a six-ounce 
capacity and weighs two pounds when filled. 
The gun is 10 inches long when empty and 
14 inches long when loaded. 


* * + 





FROM 2 TO 10-TON MODELS—Four mode's 
of Joyce Liftmaster service jacks with capa-- 
ities of two, four and 10 tons are announced 
by Joyce-Cridland Co., 2027 E. First St., 
Dayton, O. The two-ton model is a single- 
jack, the 10-ton is a two-speed ard 
the four-ton may be obtained in single or 
double speed. 
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TRUCK SECTION 


(Continued f 


motor vehicles on a grade or hill 
without taking proper precautions 
to prevent accidental movement. 
The bill, aimed at preventing acci- 
dents caused by runaway autos, has 
been passed by the house. 

+. > > 


La. Gas Tax Bill Shelved 


A bill which would have taken 
$1,900,000 in state gasoline tax rev- 
enue from the New Orleans Dock 
Board has been withdrawn from 
the Louisiana legislature by its 
sponsor, Sen. Brooks Oliver of Bas- 
trop at the request of Gov, Earl 
K. Long. 


* * * 
Fair Trade Act Repeal 


Killed in Louisiana 

A bill to repeal Louisiana's fair 
trade act, permitting manufactur- 
ers to establish minimum resale 
prices for their trade-marked prod- 
ucts, was killed by the Judiciary 
committee of the Louisiana house 
of representatives. 

Similar to the fair trade laws in 
effect in 44 other states, the Louis- 
iana law allows manufacturers to 
fix the minimum price of any 
trade-marked product by contract 
with one retailer and to require 
all other retailers in the same 
trade area to observe that mini- 
mum, 

* * * 


Driver’s Responsibility Bill 
Passed in Louisiana 

A motorists’ financial respon- 
sibility bill, which would require 
drivers involved in accidents to 
show proof of ability to meet 
possible judgments or lose their 
driving privileges, was passed by 
the Louisiana house of represen- 
tatives and sent to the state 


senate, 
* * * 


Conn. Hears Plan to Check 


Accident-Prone Drivers 


Renewal of Connecticut’s vehicle 
inspection program and periodic 
examinations for drivers with ac- 
cident records has been recom- 
mended by the Republican state 
policy committee in its second re- 
port as a means towards curbing 


the state’s high traffic death record. | 


La. Seeks Road Bond OK 


An administration measure pro- 
posing a $140,000,000 highway bond 
authorization was introduced in the | 
Louisiana legislature. If approved 
by the legislature and the electorate | 
in November, the borrowing au- 
thority will be the largest in the} 
state’s history. 

* om * 


K. C. Cuts Inspection Fee 


For Gasoline Stations 

Kansas City gasoline service sta- 
tion inspection fees have been re- 
duced from $10 to $5 for one dis- 
pensing unit and from $17.50 to 
$8.75 for two units in a new ordi- 
nance recently approved. Each ad- 
ditional pump will cost $2.50 under 
the new schedule. 

Only two inspections a year 
would be required instead of each 
three months as formerly. The new 
ordinance will also require city 
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inspectors to inspect sanitary con- 
ditions. 

The measure has been approved 
by the general committee of the 
council and full passage is pre- 
dicted. 





* * * 


| Public Utility Strike Law 
May Be Proposed in Ga. 


A public utility anti-strike law 
probably will be proposed during 
the 1951 session of the Georgia 
legislature, 

The Georgia proposal would be 
similar to laws already in effect 
in a number of other states which 
ban public utility strikes and 
provide for arbitration of such 
disputes where mediation and 
conciliation fail. Gov. Herman 
Talmadge, a candidate for re- 
election, has indicated he would 
advocate the enactment of such 
a measure at the next session of 
the Georgia legislature. 


a 










Heil 4-yard Dump Body with 
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‘Chicagoans Urge 
4 Truck Depots 
Instead of 245 


CHICAGO.—Four large areas for | 


the concentration of trucking ter- 
minals are called for in a 102-page 
report prepared by the mayor's 
committee on trucking terminals, 
the chairman of which 
F. Chaddick, trucking firm head. 


| As a start, the committee urged | 
that the city acquire and clear 


3,500,000 square feet on the near 
southwest side for development of 
the first among these areas, in 
which 1,200,000 square feet are now 
vacant. 

The committee stated in its re- 
port that at present there are 492 
trucking companies using 245 ter- 
minal buildings scattered through- 
out the city. 


It was further recommended that 
each of the four areas be located 
near proposed superhighways and 
that trucks be permitted to use 
such facilities. 

After acquiring 


and clearing 
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Heil Colecto-Pak Garbage 
Units. 
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Heil Platform Conversion 


Hoist. 
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EVERY time you sell a Heil Body and 
Hoist, you make more money. You get 
your profit on the truck sale — and an extra 


And you get another customer who stays 
a friend. Fifty years of design and fabricat- 
J ing experience enables Heil to build equip- 
ment that gives complete satisfaction. 

Heil’s weight-saving construction, for 





| 
| 





SOLD BY VER HOVEN CHEVROLET—This Chevrolet Loadmaster "105" truck with a custom 
body houses an exhibit of electrical equipment and is on a nationwide tour under spon- 


sorship of Square D Co., of Detroit. This unit, with a frame and wheelbase extension, has 
an overall length of 33 teet with an inside capacity of 32 feet. It carries an independent 
| 110-volt electrical system for activating exhibits and powering an air-conditioning and 
fluorescent lighting system. Other features include a built-in desk for conferences, self- 
| contained gas heaters, retractible steps, leather ceiling with four-inch insulation and plywood 
|} and ply-metal body walls. B. J. Ver Hoven (left), of Ver Hoven Chevrolet Co., Detroit, 
the delivering dealership, is pictured presenting title of truck to L. W. Mercer (center), 
vice-president of the Square D Co. J. W. Burke, manager of the Chevrolet truck depart- 
ment, watches. Truck and equipment is valued at more than $25,000 and is one of two 
such units owned by Square D Co. 


j}each of the areas, it was empha- 
sized in the report, the city would 
lsell the land back to trucking 
| firms for terminal developments. 

| The report said that in addition 


to increasing the efficiency of the 
trucking industry, the four-site 
plan would reduce traffic conges- 
tion, accidents and loss of life and 
property. 





truck..make 7 profits! 





A model for every job... 
and every truck chassis! 


A Heil distributor near 
you does the mounting 
and servicing! 


example, helps your customer save gas and 
enjoy longer tire life. Heil’s trouble-free 
hoist and pump help him dump loads 
faster. Heil’s sag-free construction helps 
him get longer service from the body. 


body. 


There are other reasons why it pays you 
to recommend Heil Bodies and Hoists. Get 
all the facts from your nearby Heil dis- 
tributor. W’rite us for complete literature. 


THe HEIL co. 


DEPT. 5960, 3057 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee — Hillside, N. J. 
District Offices: Hillside, Washington, DC., Atlanta, Milwaukee, 
Detroit, Chicago, Minneapolis, Kansas City, Dallas, 
Los Angeles, Seattle 
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50% by Good Driving 


ALL drivers always drove their 
best, accidents could probably 
be reduced by at least 50 percent, 
believes Norman Damon, vice-pres- 
ident of the Automotive Safety 
Foundation. 
That would 
mean that instead 


NATIONAL SAFETY 
COUNCIL'S 





of 31,800 traffic 

48 fatalities in the 

ay ee U. S. last year, 
y there would have 





been only 15,900 


Lo 
deaths. 
~~ But, said Da- 
mon, too many 
drivers. think 


they are better than they actually 
are and not until everyone ac- 
knowledges his own driving weak- 
nesses and does something about 
them will substantial nationwide 
progress be made. 

“Only then will public opinion 
frown on bad driving as it does 
on bad personal conduct else- 
where,” Damon said. “A good 
place to start then is with a crit- 
ical reexamination of our own 
driving performance.” 

As a yardstick for measuring a 
motorist’s ability, Damon said a 
good driver should be able to an- 
swer “yes” to all the following 
questions. 

+ * + 

IRST, under native abilities: 

(a) If you are under par physic- 
ally—whether permanently, such as 
being a very short person, or tem- 
porarily as when fatigued—do you 


Installed 


At “factory installed” prices 
you offer this Bostrom Hy- 
draulic Seat, the ultimate in 
truck seating, at lowest cost. 





allow for those handicaps in your 


driving? 

Second, under knowledge and 
skills: 

(a) Driving, whether good or 


bad, becomes a matter of habit. 
For example, do you have the habit 
of using your brakes in advance of 
making a turn instead of waiting 
until you are into it. 

(b) Do you devote full time and 
attention to your driving? 

(c) Do you know the meaning 
of the different shapes of the 
uniform U. S, warning and direc- 
tional signs? 

(d) Do you have patience and 
foresight enough as a good driver 
to allow for traffic “boners” by less 
skillful drivers? 

(e) Do you start early when you 
may run into adverse driving con- 
ditions such as rain, snow, fog or 
unusually heavy traffic? 

(f) Do you clean off your wind- 
shield or rear window if covered 
with snow or dust — both before 
starting or stopping on the road 
to do so when necessary? 

+ + * 
ND third, under the heading of 
attitude: 
(a) Do you refrain from “blow- 


N. C. Safety Committee 


Gov. Kerr Scott of North Caro- 
lina has named a 15-member ad- 
visory committee on highway safety 
to reduce mounting highway deaths. 
John A. Park jr., publisher of the 
Raleigh Times, was named chair- 
man of the committee. 


HypbraulLic shock absorber and suspension mechan- 


ism of the Bostrom seat soak 


up jolts and jars. Steel frame 


and bonded rubber pad last the life of the truck. Mechan- 


ism moves in rubber — requires no oiling. Fore and aft 


adjuster accomodates all drivers. Seat coverings are replaced 


in 10 minutes — eliminating upholstery jobs. 


For truck part numbers consult 


your factory data book, or write: 


BOSTROM MFG. CO. 


Milwaukee 4, 


Wisconsin 





FOR |-H DEMONSTRATIONS—Aggressive 





demonstration campaigns at all six Interna- 


tional Harvester truck district branches in Minneapolis were launched with new demon- 


strator units. 
J. H. Shafer, district manager; W. A. Riggs, 
of Metropolitan Body Co. At the wheel is 
with R. C. Leonard, retail salesman. 


Inspecting the Arizona Blue LM-120 International truck with Metro body are 


northwest region manager, and T. J. Slattery, 
J. F. Busboom, Eau Claire branch manager, 


With yellow lettering on solid Arizona blue, the 


LM-120 was further dressed up with chrome-plated bumpers, white-sidewall tires, chrome 


guard rails and rear vision mirrors. 

ing your top” at other drivers, es- 
pecially women, and from making 
derogatory remarks about them? 

(b) Do you observe speed limits 
voluntarily, or only when the po- 
lice may be around? 

(ec) Do you put the safety, com- 
fort and convenience of your fam- 
ily and passengers above your own 
wishes, or are you arbitrary 
driving a certain number of miles 
when others in the car are tired, 
hungry or thirsty? 

(d) If you’re going to a cock- 
tail party, do you decide in ad- 
vance to. strictly limit your 
drinking, or if you indulge freely 
do you make sure that you don’t 
drive? 

“Now, if you were to score your- 
self on the questions as candidly as 
possible, would you say that you 
drive as well as you think you do?” 
Damon said. 

“If you were able to answer all 
or a majority of them in the af- 
firmative, you’re a better than av- 
erage driver,” Damon added. “If 
not, then I doubt your perform- 
ance is anywhere near as good as 
you think it is.” 

* * 7 


Drunken Drivers 


Termed Death’s 
Chief Handyman 


Drunken drivers have been called 
“death’s chief handyman in road 
disasters” by Burton W. Marsh, 
traffic and safety engineer of the 
American Automobile Assn. 

Speaking at the annual meeting 
of AAA’s highway safety commit- 
tee, Marsh said the man who really 
is intoxicated is less of a hazard 
than the one who has had only 
a few drinks. 

“In the first case,” he said, “the 
man generally becomes unconscious 
and goes to sleep before getting 
into the car, thereby eliminating 
him as a menace. 

“The other driver seldom under- 
stands that his senses have been 
dulled and he tries to pilot a motor 
vehicle, often running into serious 
trouble as a result.” 


Marsh said a few drinks arouses 
a “superman complex” which 
makes the driver, in his own esti- 
mation, above traffic laws and 
regulations. 


To Cut Costs 
Process to Stick Concrete 


To Roads Sought 


A process to adhere new layers 


in | 





ing to Commission Chairman Sam- 
uel C. Hadden. 

Pointing out that the test will 
“allow the public and other inter- 
ested parties to form their own 
conclusions on which material 
best for building roads,” Hadden 
declared that “it may be some 
years before any conclusions are 
reached, but the results should be 
i final when they are learned.” 


N.Y. Adds Glow 
To Lane Paint 


Tiny glass beads will be mixed 
with marking paint on New York 
state highways to provide a lumin- 
ous glow to the white lines dividing 
traffic lanes, the state department 
of public works has revealed. 

The mixture will be used mainly 
}on curves, according to V. L. Os- 
trander, superintendent of opera- 
tion and maintenance. He said the 
marking would last about one year, 
which is as long as ordinary high- 
way marking lasts. Price for the 
beaded lines is about $14 more per 
mile than for plain paint. 

The beads come in three sizes, 
largest of which is about as big 
as a pin head. As the paint is worn 
down, successively smaller beads 
are exposed to pick up light. Ap- 
proximately 90 miles of highway in 
the state already have the beaded 
markings. 
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New York ‘Thruway’ Seen 


Cutting Insurance Rises 


Increases in the cost of motor 
vehicle liability insurance will be 
stemmed by construction of the 
projected $450,000,000 New York-to- 
Buffalo “thruway” superhighway, 
Bertram D. Tallamy, chairman of 
the state thruway authority, has 
predicted. 

Pointing out that recent insur- 
ance rate increases were forced by 
a high accident rate record, Tal- 
lamy declared that “this is an em- 
phatic reminder of what the thru- 
way, with its wide lanes, divided 
traffic, negligible curves, no cross 
traffic and no stoplights, can mean 
to the pocketbook of every motor- 
ist.” 

* * * 


Road Death Film Shown 


Before being sentenced, 25 ar- 
rested motorists in Minneapolis re- 


}cently were required to watch a 


movie showing a case where drunk- 
en driving led to death. 
+ * + 


Maine Road Deaths Up 


Traffic deaths in Maine during 
the first five months of the year 


of concrete to old roads so they|totaled 49, six higher than in the 


won't have to be torn up and re- 
built is being worked on at the 
new laboratories of the Portland 
Cement Assn., Skokie, Il. 

“If we can develop a concrete 
that will stick to old roads,” says 
Miles D, Catton, development di- 
rector, “we should be able to re- 
juvenate a modern two-lane, 24- 
foot-wide highway for say $20,000 
a mile, 
build it at a cost of over $50,000.” 


* * * 


Indiana Will Compare 
Concrete, Black Top Roads 


Indiana’s state highway commis- 
sion has approved final plans for 
a test strip on U. S. 31 between 
Amity and Columbus to determine 
the relative merits of concrete and 
black top paving materials, accord- 


instead of having to re-| 


same period last year but a reduc- 
tion of 22 from 1948. 


- + + 


Roads for Saskatchewan 
Highway construction to cost an 
estimated $5,758,000 is planned in 
Saskatchewan this year. 
+ * * 


Year-Old Rubber Road 
Still in Good Shape 


A rubberized stretch of road just 
north of San Antonio, Tex., laid 
down about a year ago, seems to 
be standing up fine, Dewitt C. 
Greer, Texas state highway engi- 
neer, reports. 

The road is an experiment being 
conducted to determine if natural 
rubber mixed with asphalt can act 
as a deterrent in deterioration of 








is | 














TRUCK SECTION 
the asphalt surface through tie 
action of cold, heat, air, light and 
other factors. 

Greer hastened to add that e 


|experimental stretch of road his 
/not been used long enough as )+t 
|for more definite conclusions. 


Death Drop 
Modern Highways Seen 
Cutting Toll 30% 


The Massachusetts safety coun- 
cil says that highway deaths in the 
state could be cut 30 percent by 
construction of modern, scientific- 
ally-designed highways, 

Edgar F. Copell, president of the 
council, urged the legislature to 
pass immediately a  $100,000,000 
bond issue. He said that modern 
highway design is “absolutely es- 
sential to our efforts to reduce the 
death and accident toll.” 

Copell told the legislature that 
accidents killing at least 164 per- 
sons and injuring 11,620 could be 
prevented in the next 12 months if 
Massachusetts had a system of 
modern highways. 


King Sells Nash Deal 
J. W. King Motors, Inc. (Nash), 
Ninth and Washington Sts., Junc- 
tion City, Kans., has announced a 
change in ownership and officers. 
Kenneth Goreham, formerly assist- 
ant manager and a partner with 
J. W. King in the firm, now is 
president and general manager. The 
interests of King have been pur- 
chased by several others, King has 
returned to Enterprise, Kans., to 
make his home. Office manager 
and secretary is Duane Hinkle. 
Other stockholders are Wilford Al- 
dehoeft, parts manager, and Shel- 

don Goreham, of Des Moines. 
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the original wax-treate 


AUTO POLISHING CLOTH 


BIG BARGAIN for your customers. 


50 Dry WASHES FOR 50c. Absorbs 


dust; wipes off road grime without 
scratching. EXTRA VALUE in this 
big size cloth, with stitched edge, 
in metal container. It's fine for 
furniture, too. 

Easiest of all accessories to sell 
Show it and you'll sell it! Gener- 
ous mark-up. If jobber can’t supply 
you, order direct from: LAS-STIK 
MFG. COMPANY, Hamilton, Ohio. 


(NAME PLATES 


yew # PRECISION CAST... 
ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 
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Show Slight Rise 
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overall picture in the field was a 
healthier one than a month before. 
* + * 

ON MAY 1 stocks of cars at deal- 

ers in certain lines appeared 
way out of line with those of other 
makes. However, preliminary re- 
ports on May sales give every in- 
dication that the situation is now 
in better balance. 

Except for Chrysler Corp., deal- 
ers, whose stocks on June 1 were 
still nil, the number of cars in 
stock at one make of dealer is 
likely to be about the same as 
that of his competitor in certain 
areas, 

However, one condition which in- 
dividual area reports seem to point 
out strongly is that of uneven dis- 
tribution. From various parts of 
the country come reports that deal- 


Keller Motors 
Sold at Auction 
For $65,000 


HUNTSVILLE, Ala.—The defunct 
Keller Motor Corp. has been pur- 
chased conditionally for $65,000 by 
Arthur Cooksey & Associates, Chi- 
cago, at a bankruptcy auction in 
Birmingham, Ala. 

The condition is whether the 
Army Corps of Engineers will lease 
the real estate to the company. 
Cooksey has until June 27 to close 
the sale. 

The deal does not include Kel- 
ler’s $70,000 woodworking plant at 
Hartsell. That plant was to be used 
by Keller Corp. for making wooden 
parts for a station-wagon model. 
Cooksey would not say whether the 
company would make the auto ac- 
cording to present plans. 

Keller had granted about 1,500 
dealer franchises throughout the 
world. Many dealers were in 
Europe. 

Roger Delbecq, of Keller Motor 
Export Corp., came from Belgium 
to represent overseas dealers at the 
hearing. Keller Export and Cooksey 
have signed a 10- pear contract. 





Canada Recsinde Tariff 


On Automatic Drives 

MONTREAL. — Canada has re- 
scinded a 25 percent tariff on the 
import of U. S. transmissions hav- 
ing aut-natic-shift qualities for 
use in lo er-price vehicles. 

The tariff was ordered dropped 
for a period of one year beginning 
May 31, 1950. After that, the 
Canadian government is said to 
anticipate that Canadian firms will 
be able to manufacture such de- 
vices themselves. 


Roesch Joins Englander 

Karl A. Roesch, formerly with 
White Motor Co., has joined in 
partnership with A. L. Englander 
in Englander Motors, Inc. (Ford), 
Cleveland. 
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Vigorously promoted . . 
nationally advertised; 
motorists want it! It 
sells fast brings 
even bigger pro- 
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KARI-TOP 


Car-Top 
Carrier 
Made of water-and- 
dustproof canvas. Holds 
10 suitcases. No suction cups...won't mar 
car finish. Packed in box 15x12x5 in., ready for 
use. Lugoage FULLY enclosed. Immediate de- 


livery. Profit at 50% off for orders $16.95 


of 12 or more. List 
KARI-TOP CO, Dayton 2, Ohio 
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ers in certain lines are trading high 
and even allowing discounts. 

On the other hand, dealers in 
other areas in the same lines of 
cars are finding it impossible to 
make immediate delivery and are 
trading for only the cream of the 











crop. * * * | 
New-Car Stocks 
In Postwar 
(Estimated by Automotive News) 

Cars Cars Total 

Actu- in Poten- 

ally in Transit tial 

Period Dealers’ to Inven- 

Ending Stock Dealers tory 
Jan. 1,°47.. 75,838 175,000 250,838 
duly 1,°47.. 56,752 205,000 261,752 
Jan. 1,°48.. 78,636 242,000 320,636 
duly 1,°48.. 84,559 214,000 298,559 
dan. 1, °49.. 196,883 293,000 489,883 
Mar. 1, °49.. 205,681 244,000 449,681 
Apr. 1, '49.. 194,949 310,000 504,949 
Sept. 1, °49.. 286,686 306,000 592,686 
Oct. 1, °49.. 340,457 278,000 618,457 
Nov. 1, '49.. 339,858 233,000 572,858 
Dec. 1, °49.. 298,781 122,000 420,781 
Jan. 1, °50.. 251,754 188,500 440,254 
Feb. 1, °50.. 313,491 192,000 505,491 
Mar, 1. '50.. 312,457 159,500 471,957 | 
| Apr. 1, 50... 276,136 158,000 434,136 | 
May 1, '°50.. 196,738 152,000 + *349,238 | 
June 1, °50.. 236,043 160,200 396,243 | 
N.B.—Above figures include new cars 
actually in dealer hands, plus those in| 


transit, but consigned to individual dealers. 
*Revised. 





| Obituaries 


H. O. K. Meister, 62, Head 


Of GM’s Hyatt Division | 

SHELTER ISLAND, N. Y.—H.| 
O. K. Meister, general manager of 
the Hyatt Bearings division of 
General Motors in Harrison, N. J., 
died recently at his summer home 
here. Mr, Meister was 62 years old) 
and had been general manager of 
the Hyatt plant since 1937. 


Mr. Meister was vice-president 
jand director of the New Jersey 
state chamber of commerce, a 





director of the Newark YMCA, a 
director of the First National Bank 
and Trust Co. of Montclair, a 
member of the West Hudson Manu- 
facturers Club, the Essex Club of 
Newark, the Rotary Club of New- | 
ark and the Menantic Yacht Club 
He joined Hyatt in 1914. 
* * * 


Martin J. Brennan 
| DETROIT.—Martin J. Brennan, senior 
|; manufacturers sales representative of the 
| Willard Storage Battery Co., died in De- 
troit on Memorial Day. He was 56. Mr. 
Brennan began his career with Willard in| 
Cleveland in 1913 as a laboratory assist- | 
ant. Transferred to Detroit in 1916, he 
served in that office from that time until 
his death, with the exception of military 
service from June, 1917, to December, 1918 
* * * 


Mose Campbell 
INGLEWOOD, Calif. — Mose Campbell, | 


head of Sparling Buick Co., died here. | 
* * * | 

Charles H. John | 
MILWAUKEE. Charles H. John, 83, 


founder and former president of Wisconsin 





Motor Corp., engine builders since 1908, 
died last week after a long illness 
* * 
C. A. Richards 
CLEARWATER, Fla.—C. A. Richards 
midwest sales manager for Russell Mfg 


Co. of Middletown, Conn., died at his home 
near here June 3. Mr. Richards joined the | 
firm 25 years ago as a salesman in Ta- 
coma, Wash, 

* 


7” * 
Roy S. Kemper 


MACON, Mo.—Roy 8S. Kemper, 61, who 
formerly operated Ford dealerships here 
and in St. Louis, died here June 14 


* * * 


Arthur W. Pickett 





BRONXVILLE, N. Y.—Arthur W. Pick- | 
ett, 56, died June 14 at his home here| 
after a long illness. He was a New York 
City Willys - Overland _ distributor Mr 
Pickett, a graduate of the University of 
Missouri, joined Willys as a St. Louis serv- | 


was a close 
Willys and 


ice manager in 1917, He 
associate of the late John N 





was an executor of the manufacturer's 
will 
* + } 
Grover Burrows 
YAKISNIA Wash Grover Burrows, 61 
pioneer automobile dealer and owner of | 


Burrows Motor Co., died at his home here | 
following a long illness 
* * + 
William H. Hotchkiss 
RYE, N. Y.—William H. Hotchkiss, 85 
who in 1893 helped draft New York state's 
first motor vehicle laws, died here June 6 
From 1904 to 1906, Mr. Hotchkiss was 
president of the New York State Automo- 
bile Assn. He served as American Auto- 
mobile Assn. president from 1907 to 1909. 
* * * 

Robert J. Jackson 
HOUSTON, Tex.—-Robert Jamison Jack- 
son, owner of Jackson Motors (Dodge) 
died here at his home on June 17 Mr 
Jackson became a Dodge dealer in 1914 for 
the first time and had held Dodge dealer- 
ships since then He moved from Mexia 
to Corsicana in 1916 and in 1934 moved 
again to Houston where he remained the 

rest of his life, 
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SIGNING DELUXE PRODUCTS OVER TO WALKER MFG.—Officials of both automotive 


| firms are shown as the LaPorte (Ind.) firm becomes a division of Walker Mfg. Co. 
James S. Allan, 
Standing (left to right) are: 


Wis. 
president of DeLuxe. 


Seated (left to right) are: 


Racine, 
Walker president, and H. A. Lightner, 
H. M. Cable, executive vice-president 


of DeLuxe, _and T 8. Earle, Walker secretary-treasurer. 


‘DeLuxe Products 


Mashak Takes DeSoto 

Mashak Motors, Van Nuys, Calif., 
has been appointed a DeSoto- 
Plymouth dealer for Van Nuys and 
the West San Fernando Valley, 
reports Joseph F. Mashak, owner. 
The firm was formerly a Packard 
dealership. 


| 
| 


"| 


Is Acquired by 
Walker Mfg. 


RACINE, Wis.—Walker Mfg. Co., 
manufacturer of automotive jacks, 
lifts, exhaust ayneme and oil alters, 
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|has acquired the entire business, 
both wholesale and original equip- 
ment, of DeLuxe Products Corp., 
LaPorte, Ind. 

The DeLuxe company produces 
oil filters and cartridges for auto- 
motive, agricultural and industrial 
engines which are original or op- 
tional equipment on more than 30 
makes of trucks and _ industrial 
units. 

DeLuxe will be maintained as a 
separate division at LaPorte, ac- 
cording to James S. Allan, presi- 
dent of Walker. It will continue its 
present policy of furnishing to its 
own wholesalers both the original 
DeLuxe filters and cartridges and 
the DeLuxe - Baldwin replacement 
cartridges. 

Certain cartridges made under 
basic DeLuxe patents will, how- 
ever, be incorporated into the 
Walker oil filter line. 

“This move,” states Allan, “broad- 
ens considerably the scope of the 
Walker operation in the oil filter 
industry. We believe it places our 
distributors in a most advantage- 
ous position to properly serve the 
entire market.” 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 





NEW 1950 


REO 


SPEED WAGON 





A real trail blazer for price and performance in the versatile, ton- 


and-a-half field. 


14,500 lbs. GVW 


e Reo-built engine 

e 245-cu.-in., seven-bearing 
e Extra-heavy frame 

e 100 per cent truck! 


REO 


AND BUSES 


TRUCKS 





Complete chassis and cab . 


rear tires (larger 


REO M 


‘163 


PLUS 
TAXES 





.. 6.50 x 20 dual 
sizes available). F.O.B. Lan- 


sing, Mich., plus taxes. 


Automobile dealers! Investigate the new profit opportunities 
of the 1950 Reo Truck and Bus Franchise. Wire or write 
general sales manager today! 


OTORS, INC. 


LANSING 20, MICH. 


*Trademark Registered 








Free ee pee ae 
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Opposition Develops on Corporation Levy . . . 


___ AUTOMOTIVE NEWS, JUNE 26, 


Snags Seen for Tax Boost 


WASHINGTON. Democratic | 
leaders are confidently predicting | 
that before the week ends the| 
House will approve a bill cutting 
excise levies $1,010,000,000 and in- 
creasing corporation taxes $433,- 
000,000. 

However, some opposition § is 
brewing, even among Democrats, 
Over the size of the corporation 
tax that was inserted in the ex- | 
cise bill in an effort to avoid a | 
presidential veto. 


Chairman Doughton, of the House 
Ways and Means committee, said 
he believed the increase went too 
far. House Republican Leader Mar- 
tin, Massachusetts, called it a mis- 
take to increase corporation taxes 
at this time because it means more 
government spending. 

But the excise cuts stood little 
chance of escaping a presidential 
veto unless tax revenues from 
other sources were marked for the 
federal coffers. 

To balance the proposed $1,010,- 
000,000 excise reductions, the treas- 
ury is expected to receive $433,000,- 





a 


fits into 


000 from the corporation levy, $465,- 
000,000 from plugging of loopholes 
in the tax laws, and $100,000,000 in 
increased income tax collections, 
due to the excise cuts, which are 
expected to stimulate business. 


While this will be $12,000,000 
less than the proposed cuts, it is 
presumed by House leaders to be 
satisfactory to the President. 

The new corporate tax bill would 
boost the rates of all corporations 
having a taxable income of $167,000 
a year or more but would lower the 
payments of most corporations that 
earn less than that amount. 

The Ways and Means commit- 
tee, in revamping the existing cor- 
porate tax system, agreed that cor- 
porations shall pay a 21 percent 
normal rate on all taxable income 
plus a 20 percent surtax on all 
income above $25,000. 

This knocked out the gradu- 
ated rates on earnings under 
$25,000 and the 53 percent “notch” 
rate that applies to earnings in 
the $25,000 to $50,000 bracket. 

Abolition of the “notch” tax, on 


any 


Car... 


fits 


into 


your sales 
picture! 





For full details write to: 


KLEPPER COMPANY 


28 E. 31st St., N.Y. 16, N.Y., Dept. AN 


SET, Tt 
6.Gn 34 


B® 





Bob el jel Baill 


O.dBoats 





The original portable boat 
your customers can pack 


in their car, launch and sail 


safely on any water. 
@ Profitable to sell. 
@ Requires little selling space 
(2 carrying kits weighing 56 Ibs. 
in all, contain boat and 
entire equipment). 
@ Superb construction (perfected 
from 46 years of experience). 
@ Complete with sails and all 
fittings, no extras to sell. 
@ Nationally Advertised in 
“Field & Stream," “Sports Afield," 
‘National Geographic," and 
many local newspapers. 
®@ Available for immediate 
delivery. 
@ Retails Profitably from $152.50 
complete with all accessories. 

Here's a profitable item it will 

pay you fo sell. Your customers 
will find it simple to assemble, 
easy to maneuver with paddle, 
motor or sail. 


|ground that it discriminates against 
small corporations, had been pre- 
viously asked by Truman, who re- 
ceived solid backing from small 
business organizations on this de- 
| mand. 

Under the new rates a corpora- 
ition with taxable income of $10,000 
|will pay $100 less than under the 
| present law and a corporation mak- 
jing $100,000 will save $2,000. 

A corporation with $200,000 
taxable income will pay $1,000 
more and a corporation making 
$1,000,000 will be charged $25,000 
more than it is now paying. 
Another move to put money into 

the treasury faster was also ap- 
proved last week, but it will not 
actually increase the amount of 
revenue collected. 

The speedup plan on corporation 
income tax payments would even- 
tually make corporations pay all 
their taxes for the previous year 
by June 15. At present they can 
be paid 
ments. 

Under the proposed regulation, 
offered by Rep. Mills, Arkansas 
Democrat, corporations would pay 
an increasing amount the first two 
quarters of each year for the next 
five years. After that all their taxes 
would be paid in the first two 
quarters. 





(Continued from Page 4) 


ship so that customers can at 
least have the privilege of shak- 
ing your hand. He makes your 
twice-yearly vacation trips possi- 
ble, so at least show him the 
courtesy of telling him how much 
you enjoyed the trip and the 
rest and relaxation it afforded. 

Some Monday morning get down 
to the “place” early—yes, even be- 
fore sales meeting—and grab a 
service repair order tablet and 
work for 30 minutes in the cus- 
tomer reception drive. 

It will not only be healthy from 
a physical point of view, but from 
a financial one as well. Yes, sir— 
the customer is a very important 
necessity in this business. 

. * + 

LSO, let’s remember our em- 
+% ployes. They, too, play a minor 
role in our livelihood. They don’t 

do too badly with the business 
when we go away on a combination 
pleasure-business trip. Yes, in most 
cases upon your return you will 
find the old dealership doing “busi- 
ness as usual.” 

Give them the best in working 
conditions and they will give you 
the best in workmanship. A few 
months ago, the Missouri Automo- 
bile Dealers Assn. extended, as 
an additional membership service, 
group insurance for their dealer 
members. This plan is receiving 
very popular participation from the 
Missouri dealer. Group insurance 
is as important a piece of dealer- 
employe relations as can be cut out 
for your operation. 

Why shouldn’t group insurance 
be equally necessary as is good 
lighting, exhaust fume removers, 
proper heating and _ ventilation, 
locker rooms—and a _ host of 
other things you do around your 
dealership for their comfort, con- 
venience and safety? 

I feel our employes serve as our 
best goodwill builders and _ best 
public relations producers. Cer- 
tainly, they are our best advertising 
media as they know pretty well the 
copy writer. 

I did not intend to go so far off 
on all the subjects discussed in 
this article, but that’s the way a 
lot of us out here in Missouri feel. 
In Missouri, we talk pretty much 





how we feel, and I'll bet we got 
your agreement on most of our! 
topics. To cork it up—you may 


take it from a former pharmacist 

-this is potent and healthy medi- 
cine 
applied. 


Trucker in 61st Year 


DALLAS.—The Dallas Transfer 
& Terminal Warehouse Co. has 
celebrated its 60th anniversary with 
a banquet honoring Board Chair- 
man E. D. Balcom and 36 veteran 
employes, some of whom have been 
with the company for 44 years. 
Service awards were presented to 
the veteran employes by Gus K. 
Weatherred, company president, 


in four quarterly install-| 


if properly compounded and | 
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STUDYING THEIR WARES—Recess time at a Studebaker district managers’ 


Frank Hutchinson, Michael Lehrer, 


school in 
South Bend finds the participants joined in discussion around a Studebaker half-ton pickup 
at the company's truck plant where all such sessions are convened. Shown in the photo, 
beginning with the man in the cab and proceeding clockwise, are: J. T. Smith, R. H 
McColley, J A Yantis, T. M. ee J. C. Bagley, director of the school; Herman Dorn, 


W. Knipper, J. E. Colovin, R. F. Roache, Robert Amic, 
M_B. Sand jr. W. B. Johnson and D. N. Crawford. 


Supplier Labor Score 


Is Still Confusing 


tlement, the UAW also made peace 
with General Motors of Canada, 
with the signing of a new five- 
year pact, 

The agreement contained provi- 
sions for an immediate wage boost 
of three cents an hour, with an 
annual increase of three cents an 
hour for the life of the contract. 

The contract, which is non- 
reopenable, also continues the 
cost-of-living wage formula, 
grants three-week vacations to 
employes with 15 years’ service, 
increases life insurance and sick- 
ness and accident benefits paid 
by the company, and provides 
company-paid pensions of $55 a 
month for workers with 30 years’ 
service at the age of 65. 

The work force of the Herron- 
Zimmer Moulding Co. was also 
back on the job last week after 
ratifying a new contract. The six- 
day strike at this company had 
hit production at Hudson, Nash 
and Lincoln-Mercury. 

The UAW estimated that its new 
contract with Herron - Zimmer 
would cost the company 14 cents 
an hour. Provisions include a three- 
cent-an-hour wage increase, and 
seven cents an hour to be put into 
a company-paid hospital-medical 
program. 





* * * 

TAW LOCAL 859 in Monroe, 

/ Mich., departed from the union 
|pattern in its new contract with 
the Monroe Steel Castings Co. The 
pact calls for the company to set 
aside seven cents an hour for each 
worker in a savings plan, 

The money accumulated during 
the year will be paid to the work- 
ers the second payroll period in 
|December. Thus, instead of pen- 
|sions, the workers have a “Christ- 
mas club.” 

Pensions were not eschewed by 
George Morelli, UAW  interna- 
tional representative, who an- 
nounced the signing of a pension 
and insurance agreement cover- 
ing 490 employes of the Barne- 
Gibson-Raymond division of As- 
sociated Spring Corp. 

Morelli said the agreement also 





|granted the workers a wage boost | 


lof five cents an hour, 


Mack Peldianting 
50th Anniversary 


With New Model 


ALLENTOWN, Pa.—The first of 
a series of events celebrating the 
golden anniversary of Mack Trucks, 
Inc., was held last week at 
| company’s plant here. 





The observance of the company’s 


50th birthday was featured by the 
launching of the first of Mack’s 
{golden anniversary trucks the 
| Model A—from the Allentown plant. 
A civic luncheon preceded a meet- 
ling of Mack’s board of directors, 
after which Mayor Donald V. Hock 
christened the new truck model. 

Mack president E. D. Bransome 
said Allentown was chosen for the 
initial ceremony “because for many 
years after the Mack brothers 
moved to the city in 1905 it was 
the company’s only home.” 

Mack now also operates factories 
in New Brunswick, N. J., Plain- 
field, N. J., and Long Island City, 
ee 





the | 


(Continued from Page 2) 


A two-day wildcat strike ham- 
pered the operations of the trans- 
mission department at the Dodge 
Main plant last week, but the dis- 
pute was ironed out, The protest 
walkout was precipitated by a dis- 
ciplinary layoff of two days given 
one man for “failing to do his 
work properly.” 

* * * 
— employes of the Firestone 

’ Tire & Rubber Co. in Memphis 
voted to accept a company pro- 
posal for a new contract bringing 
pay increases averaging about $4 
weekly to some 4,000 workers. 

The contract calls for wage ad- 
justments to correct interplant in- 
equities, with increases ranging up 
to 7% cents an hour on various 
jobs. 

The contract will be in effect 
until March 20, 1951, but it includes 
a clause permitting the union to 
reopen the general wage scale for 
consideration after July 1. 

In Philadelphia, the Budd com- 
pany announced the signing of a 
pension agreement with the Budd 
Field Plant Employes Indepen- 
dent union, representing some 
2,000 office, production and main- 
tenance workers in Budd’s Red 
Lion plant. 

The agreement provides a maxi- 
mum pension payment of $73 to a 
retired worker with 30 years’ serv- 
ice, Budd officials said. 

Walter Reuther, UAW-CIO pres- 
ident, hailed the Senate’s action in 
passing the bill increasing benefits 
and extending coverage under the 

Social Security act. 

He said that the increase was a 
“long overdue, forward step,” but 
contended that it “is still short of 
the minimum budget needed for 
the aged single person and couple.” 

Reuther also promised that the 
UAW “will continue to bargain for 
supplemental pensions to provide 
combined incomes for the aged 
that are adequate.” 

—Bos Gorpon 


LICENSE PLATE 
FASTENERS 


On or Off With a Quarter Tu rn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each.....$ .20 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items i 
> 
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TRUCK SECTION 


May Give Distribution Insight. . . 





Bootleg Ring Trial Due 


by members of the ring, operating 
sales tax paid, as is required under | *5 the ea Sia ee Co. 
Michigan law unless the vehicle is | , 
for consignment outstate via a li-| JILSON first told — Maher 
el ‘a ; that the cars were “over quota 
censed common carrier. vehicles and that his firm was will- 
Wilson told Judge Maher that/jng to sacrifice some profit in view 
he had never seen any of the cars|of the volume of the deal. Later, 
leave his firm by haulaway. How-| however, he said the cars were de- 
ever, he said it was his impression |!ivered from his firm’s regular re- 
that the cars were going outstate, |tail stock. 


Ch i rer ¢ Judge Maher insisted that the 
appus sald he had never seen | . aosnction had all the carmarks 


any haulaways around either, that of a fleet deal. He said he couldn’t 
Mrs. Parker and Harper often | conceive of Wilson delivering 88 
took delivery of the cars but that cars to one buyer in a year at 
he had no idea of how they took | huge discounts if the Rund firm’s 
them away. total annual quota of both Cadil- 
Wilson and Chappus both denied| lacs and Oldsmobiles was only 
having furnished dealership plates} 350 cars. 
so that the cars could be driven| Later testimony revealed that, al- 
to a used-car firm at 124 Sproat|though Rund Motor Sales may not 
St., Detroit, where they were sold|have furnished the license plates 


(Continued from Page 2) 





Quantity 


PRODUCTION 


of 
GREY IRON CASTINGS 


at. 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


=e 
7 
i 


SOON DOR. aoe nil 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








WOULD YOU LIKE A SUCCESSFUL—INEXPENSIVE 


USED CAR CONTROL RECORD? 


A Simplified System That Will Contribute 
To Faster Turn-Over and Help Keep 


Your Mind Acute to the Trends, 


PLUS 
THE FINEST PROVEN AND MOST HELPFUL 


SALESMAN’S REPORT 


Your Sales Staff Will Know Every Day of All 
Units on Hand, the Sale Prices and All 
Other Necessary Information 


MODERN METHODS ASSURES BETTER SELLING 


Write Today for Free Samples 


Modern Selling Methods, Inc. 


LOUISVILLE 1, KY. 


P.O. BOX 666 
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for the trip, many of the cars pur- 
chased by the ring from the firm 
did end up at Neff Motor Sales, 
located at the Sproat St, address. 
Lois Neff, owner of the used-car 
firm with her husband, testified to 
obtaining a cashier’s check for 
$12,653.90, payable to Rund Motor 
Sales, for three of the cars (Cad-| 
illacs). | 
* + * | 
RS. NEFF said the cars which 
her firm purchased from the} 
ring were later sold to dealers in 
California, Texas, Oklahoma and} 








ana titles on most of the cars, but 
that the titles were usually deliv- Gr 
ered after the cars were purchased. 

Asked if she knew the cars 
were coming from Rund, she 
answered: “I guess so.” She then f 
said her firm had also purchased 
Plymouths and Fords on a sim- 
ilar basis from alleged dummy e 
firms set up by the ring. e 

Authorities claim that the ring} — 
had the help of Donald Gene Rice, 
sales manager for Hull-Dobbs, Inc. 
(Ford), Fort Wayne, Ind., in ob- 
taining Indiana titles for cars 
without the cars ever reaching that 
State. 

* * * j 

ICE is also an Indiana deputy 

sheriff, authorized to make a) 
physical inspection of outstate ve-| 
hicles as to motor and serial num- 
ber when Indiana titles are being 
applied for. | 

Rice admitted approving many 
such applications for the ring 
even though he never did actu- 
ally see the cars. Michigan state | 
police say that the cars, for | 
which Rice was approving title, 
were actually on their way to 
western states at the time of title 
application. | 

Joseph Rashid, assistant Wayne | 
county prosecutor, directing the 
ring’s examination for the state, 
brought out testimony that many 
of the cars purchased from Clark | 

| Auto Sales were sold almost imme- 
diately to Lester Corson, California | 
car buyer, or Parvin Lassiter, Ken- | 
tucky buyer, both of whom do an) 
extensive business in Detroit. 

Corson admitted buying Cadil-| 
|lacs, Pontiacs and Oldsmobiles 
lfrom the ring. He said he paid| 
Parker, Mrs. Parker or Harper, | 
| depending on whoever delivered the | 
ears to him. 

* * * } 

ASSITER said that besides Pon- 

4 tiacs, he also purchased Dodges 
and Chevrolets from Harper. He| 
said he had also bought cars from | 
the ring in Toledo and Pittsburgh. | 
Corson said that on some of the) 
cars, Indiana titles were either) 
mailed to him or delivered to him} 
by the defendants. Authorities say | 
these cars never reached Indiana | 
either. 

All of the defendants vehement- 
ly deny that the car deals consti- 
tute any wrong doing on their 
part. Said George Parker: 

“If we’re guilty, a lot of dealers | 
and high-level factory sales offi- | 
cials should be sitting right here 
with us. If we go to trial, those 
factory officials are going to be| 
subpenaed, and the trial will be a) 
good place for NADA to find out| 
all about new-car bootlegging. They | 
say gambling can’t thrive without | 
the aid and abetment of police of- | 
ficials. It’s the same thing with} 
new-car bootlegging.” 

+ + * 

HROUGHOUT examination of | 

the defendants, defense attor- 

neys sought to bring the names of 
factory sales officials into the case. | 
For example, Wilson, the Rund 
| general manager, was asked what 

| General Motors official approved 

| his firm’s sale of cars to the 

| ring, 
Wilson said he “supposed” the} 
lear distribution manager, but that} 
he didn’t know his name. 

“Have you ever heard of 4 man 


named ‘Ahrens’?” 
* + * 





i 





ILSON answered yes, and the 
matter was not pressed further. | 
Authorities said there will be no} 
attempt to prosecute dealers whose | 
names have already been men- | 
tioned in court in connection with | 
the ring’s activities. 
“We have subpenaed records 











whose officials 
here,” it was explained by Prose- 








FAST FREIGHT—Commercial Body Corp., 
other states. | San Antonio, Tex., recently had this body | 

She said she was furnished Indi-|for a police department service truck in 
that city rushed to it by air from Artisan 
Products, Cleveland. Shown are Harold M. 


ist, sales manager of Commercial Body, 


and Capt. John Fitch of the police depart- 
ment. 


rom most of the dealerships 
have appeared 


utor Rashid. “In a conspiracy 
ase, you cannot prosecute a man 


PACKS PROFITS 
SELLS ON SIGHT 


ee Te ae 
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if his records have been sub- 
penaed.” 

Rashid would not comment on 
what might be in store for those 
dealers whose names sstill remain 
a secret, 


Buffalo Dealers Name 
Four Area Directors 

BUFFALO.—The board of direc- 
tors of the Buffalo Automobile 
Dealers Assn. has appointed four 
members to serve as district direc- 
tors until May 1, 1951, representing 
|dealer members in their respective 
areas. 

They are: Harold W. Lawrence, 
East Aurora; A. J. DeLacy, Depew- 
Lancaster; Chester G. Daetsch, 
Hamburg, and Ervin J. Wolf, the 
Tonawandas. 


Hause Buys House 

Nelson H. Hause, president of 
Hause Motor Sales, Inc., 1800 Main 
St. E., Rochester, N. Y., has pur- 
chased five pieces of property in a 
$350,000 transaction. The property 
included four apartment houses and 
a four-family house. The purchase 
reportedly was made for invest- 
ment purposes. 





SIMPLE TO INSTALL 





It's sales and profits unlimited with Con- 
verto's hydraulic picUPac. Here's the 
conversion unit your customers have been 
waiting for. The picUPac converts pick- 
up trucks up to | ton capacity into 


dumps. No power take-off, easy 


installa- 


tion, 6,000 Ibs. load lifting capacity— 
the picUPac actually sells on sight. Users 
can convert any premanufactured bodies 


of their choice to dump bodies. And it ia 


stonds up under the toughest 
dumping jobs. 


Optional at extra cost is the cab-oper- 
ated, electrically-driven Blackhawk "Pow- 


er Packer" Pump. 
The Converto "Constructor," 


body is the ideal combination 
picUPac. 


TRAILER WAGON 


Name 
Address 


MANUFACTURING CO. 2 City 


another big 
sales attraction designed for users requiring a 
sturdier, more efficient dump body. Con- 
structed of 1! gauge steel, this heavy duty 


f fast 
of fas J 7 


The picUPac ready 
for installation under 
the pick-up body of 
your choice. 


with the 








See e eee see 
Please send me at once your illustrated automo- 
J tive equipment folder with complete details. t 


State i 
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CAMBRIDGE CITY 


INDIANA 
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Heater, Radio, Signals Included .. . 


Nash Rambler Wagon) 


Priced at $1,808 


(Continued from Page 1) 


easy to handle in traffic. It offers 
easiest parking, and on the open 
highways owners will find the Ram- 
bler station wagon is a real eye- 
opener for comfort and perform- 
ance.” 

The car gives up to 30 miles per 
gallon at average highway speeds, 
he claimed. 

af + 
HE new Rambler is the first 
station wagon built with Air- 
flyte construction. Built like Nash 
Statesman and Ambassador models, 
its body and frame are welded into 
a single unit. 

Airflyte construction is stronger, 
more rigid, safer and eliminates 
squeaks and rattles, Doss said. 

Wood grain is simulated on steel 
side panels and rear tailgate of the 
Rambler wagon. Both front and 





of the 
re- 
and 


cushion 
with topping 
construction 
removable upholstery 


SPRING LINK—Seatback 
Rambler station wagon, 
moved showing spring 
method of attaching 
with hooks. 


rear wheels are fully enclosed, in 
keeping with Nash Airflyte design. 

The new station wagon is pow- 
ered by an 82-horsepower six- 
cylinder L-head engine with a 
displacement of 172.6 cubic inches 
and compression ratio of 7.25 to 1. 

It is offered with automatic over- 
drive with four forward speeds as 
optional equipment. 

As an innovation, the Rambler 
station wagon has removable seat 


cushion upholstery for easier clean- | 


ing. Snug fitting upholstery is held 


in position with small hooks and | 
can be quickly removed or installed. | 
* * 


* 


HE new station wagon is 14 

feet, 8 inches long and stands 
5 feet, 2 inches high. 
8 feet, 11 inches long; 
seat has 4 feet, 8 inches of elbow 
room and the rear seat 4 feet, 4% 
inches. 

Despite its low silhouette, its 


road clearance is 7% inches. With | 


the back seat in passenger-carrying 
position, luggage space is 3 feet, 
1 inch long; 2 feet, 8% inches high 
and 3 feet, 11% inches wide. 

With the tailgate closed, lug- 


Comparisons 
Advertised-Delivered 
Station Wagon Prices 





SE MMMM 60500 660000000 $1,605 
Saw acne ene oie 1,690 
Nash Rambler* ........... 1,808 
Plymouth Suburban ...... 1,855 
EE ca gs sy 5.4 ad «aloe 1,994 
EE os ached eee eek 2,028 
eee 2,107 
Plymouth Special Deluxe.. 2,387 


*Includes radio and heater as standard. 





Interior is | 
the front 


gage space can be increased (by 
folding the rear seat backrest 
forward) to 5 feet, 1% inches; 
when folded down the steel back- 
rest becomes part of the floor. 


Maximum cargo space is obtained 
by dropping the tailgate, which ex- 
tends floor length to 6 feet, 5 inches. 

Color choices for the Rambler 
station wagon are sunset maroon, 
Sherwood green, Nile green, cruiser 
gray, sea mist gray, Champaign 
ivory and carioca rust. 

Five combinations of upholstery 
‘are offered. One type is a vinyl- 
coated two-tone combination in tan 
with ivory and rust, while four 
are waterproof needlepoint fabric 
combinations in rust, green, blue 
or black. 

* a * 
ECHANICALLY, the Rambler 
is the same as the convertible 

model announced Apr. 13. Parallel 
features include off-center division 
of front seat backrest, front coil 
springs mounted above the steering 
knuckle and instrument panel di- 
rectly forward of the steering 
wheel. 

Rear seat of the wagon pulls 
forward, and the steel rear side of 
the backrest becomes part of the 
floor to increase cargo compart- 
ment floor length by two feet. 


Rear door is in two sections 
and the tailgate in the open posi- 
tion forms part of the floor for 
use when long objects are to be 
carried. 

Upper section of the rear door is 
fitted with an adjustable friction- 
type prop to hold the door in open 
position even when the car is 
moving. 

Spare tire is accessible by lifting 





RAMBLER FEATURE —View showing rear 
seatback cushion stop and shock absorber 
| support housing. Cushion is shown pushed 
| forward. 


'a hinged section of the floor near 
the tailgate. Around the tire is 
l|ample storage space for tools. 

Upholstery fabric on seat cush- 
jions and backs, instead of being 
|held in place by tacks, is gripped 
by a series of hooks, permitting 
the fabric to be readily unhooked. 





Correction 


Randell Motors, Hackensack, N. 
| J., reported in the June 9 issue of 
Automotive News as a Nash and 
Willys dealership, is exclusively a 
Nash outlet. Recently a sporting 
and equipment show was staged 
by Randell Motors to mark its new 
Nash franchise and new show- 
room. The firm formerly handled 
Willys. 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


a quality 


binder which will stand the gaff 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS 
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BACKSIDE OF RAMBLER WAGON—This is a view of the new model's cargo space, show- 
ing the rear tailgate open for loading and the rear seat folded into the floor for maximum 
carrying capacity. Overall length of both the convertible and station wagon in the Rambler 


series is 176 inches. 








TAILGATE HINGE—This upper rear hinge, 


Nash states, will hold the Rambler station 
wagon gate in several positions. 





Legislation 
(Continued from Page 1) 


Maine, Maryland, Minnesota, Mis- 
sissippi, Montana, Nebraska, Ne- 
vada, New Mexico, North Carolina, 
Oklahoma, Oregon, Pennsylvania, 
Rhode Island, South Carolina, Vir- 
gina, Vermont and Washington. 


* 7 + 

A GASOLINE tax boost passed 

by the Missouri legislature was 
voted down in an April referendum. 
A similar tax increase enacted in 
North Dakota was scheduled for a 
referendum vote on June 27, 1950, 
while Nebraska’s tax increase is to 
be voted upon at a referendum in 
November. A tax boost approved 
by the South Dakota legislature 
this year was invalidated by a 
court ruling. 

In addition to higher gasoline 
taxes, increases in motor vehicle 
registration fees or other forms 
of special highway-user levies 
have been adopted since the war 
in at least 183 states—California, 
Indiana, Iowa, Kansas, Mary- 
land, Minnesota, Mississippi, 
Montana, Nebraska, New Jersey, 
Oregon, South Dakota and Wash- 
ington. 


Despite these widespread auto- 
motive tax increases already 
enacted, current indications are 


that higher gasoline or other high- 
way-user levies will be proposed 
next year in the legislatures of at 
least 27 states—Alabama, Arizona, 
Arkansas, California, Colorado, 
Connecticut, Delaware, Florida, 
Idaho, Illinois, Indiana, Maryland, 
Massachusetts, Michigan, Missouri, 
Montana, New Hampshire, New 
Jersey, New York, Ohio, Oregon, 
South Dakota, Texas, Utah, West 


Virginia, Wisconsin and Wyoming. | 


* + . 

Was it is impossible to fore- 

cast with any accuracy at this 
point just how many states will 
enact new highway-user tax boosts 
next year, reports from the various 
state capitals where highway fi- 
nancing is an issue make it plain 
that the postwar uptrend in this 
form of taxation has not yet passed 
its peak and still has a consider- 
able distance to run unless stronger 
opposition appears than is now in 
sight. 

It is predicted that both state 
and local highway bond issuance 
will be resorted to increasingly 
as impatience with inadequate 
road facilities spread and as fur- 
ther tax increases for pay-as- 


| Room in the Rambler 


© 





you-go financing programs be- 
come impractical for fiscal or 
political reasons. 


Indications of this trend are of-|! 
fered by a number of recent legis-|' 


lative developments. On its way 
through the Louisiana legislature at 
this writing was a $140,000,000 high- 
way bond issue, to be voted upon 
by the electorate in November. 
Rhode Island’s_ legislature ap- 
proved a $12,000,000 highway bond 
issue for submission to the elec- 
torate this fall. 

A second $100,000,000 highway 
bond issue is pending in the Mas- 
| sachusetts legislature, while a bond 
|issue issue of $1,000,000 was author- 
ized for highways by the New 
Hampshire legislature. 

o * ae 


GTATES in which new authority 


for highway borrowing was pre- 
viously granted since the war in- 
clude Arkansas, Delaware, Massa- 
chusetts, New Hampshire, North 
Carolina, Pennsylvania and West 
Virginia. 

Present indications are that 
states in which new proposals 
for highway bond issuance may 
be expected next year include 
Alabama, California, Colorado, 
Maine, New York, Indiana, South 
Dakota and Washington. 

With more than _ $1,000,000,000 
worth of postwar high-speed super- 
highways already projected for fi- 
nancing by the toll system or va- 
riations of it, there appears to be 
little doubt that such proposals will 
continue to spread despite opposi- 
tion from most _ highway-user 
groups. 

* 7 * 

QUCH highways have been com- 
\’ pleted since the war in Maine 
and New Hampshire; are under 
construction in New Jersey, New 
York and Pennsylvania, and are 
planned or projected in Colorado, 
Kentucky, North Carolina, Ohio, 
Oklahoma, Texas, Virginia and 
West Virginia. 

States in which proposals for new 
or broadened toll road authority 
may be raised during next year’s 
legislative sessions include Ala- 
bama, California, Georgia, Illinois, 
Maine, Maryland, Michigan, Mis- 
souri, North Carolina, Texas and 
Wisconsin. 

Despite the rapid spread of the 
toll-road idea, however, this form 
of financing is conceded even by 
its proponents to be applicable 
only where special circumstances 
prevail and does not offer an 
answer to the over-all problem 
of providing adequate facilities 
to handle all types of traffic. 


With the long-term financial sta- | 
remaining | 


bility of toll highways 
to be demonstrated even in _ in- 
stances where traffic conditions ap- 
pear favorable, it may develop that 
enthusiasm for this type of financ- 
ing will subsequently prove to have 
been excessive in some instances. 
* ” * 

N THE search for more highway 

funds, campaigns will continue 
to be pressed to add to the list of 
21 states which have already 
amended their state constitutions 
to completely or partially prohibit 
the diversion of automotive tax re- 
ceipts to nonhighway purposes. 

Such an amendment is slated to 







TRUCK SECTIO’ 


same time 
called up for an election sooner. 

States now having such anti- 
diversion amendments _ include 
California, Colorado, Idaho, Iowa, 

Kansas, Kentucky, Maine, Massa- 
chusetts, Michigan, Minnesota, 

Missouri, Nevada, New Hamp- 
shire, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Texas, Washington and West Vir- 
ginia, 

The antidiversian amendments 
of Kentucky, Massachusetts, Ohio, 
Pennsylvania and Texas’ were 
adopted since the war, the most 
recent being the Massachusetts 
amendment, which was adopted at 
the 1948 general election. 


Packard Moves 
Three Managers 


To New Zones 


DETROIT.—Three appointments 
to Packard zone managerships 
were announced last week by Karl 
M. Greiner, sales 
vice-president. 

F.. M. Hunt, pre- 
viously Boston 
zone manager, as- 
sumes his new 
post in the Cin- 
cinnati zone. He 
succeeds Mark 
Page, who  be- 
comes Syracuse 
zone manager. A. 
L. Davis leaves 
his Syracuse zone 
post to become Packard’s new At- 
lanta zone manager, succeeding D. 
B. Boyer, who has resigned to take 
a Packard dealership. 


Hunt has served packard in New 


F. M. Hunt 





A. L. Davis 


Mark Page 


York, Chicago, Boston and Detroit. 
Before joining Packard, he was 
with Trailer-mobile Corp. as man- 
ager of factory branches and for 
18 years held motor car sales posts 
in Philadelphia. 


Page joined Packard six years 
ago, serving in Baltimore and Roa- 
noke, Va. He was advanced to as- 
sistant Washington zone manager 
and last November was promoted 
to Cincinnati zone manager. From 
1933-36, Page was in the retail au- 
tomobile business at Greensboro, 
N. C., and in 1936-42 represented 
automotive parts and equipment 
companies in North Carolina and 
Virginia. 

Davis goes to Atlanta after near- 
ly three years as Syracuse zone 
manager. He had earlier served as 
a district manager and then assist- 
ant Washington zone manager for 
Packard. Davis entered the auto- 
motive field at Atlanta in 1935 and 
was with Packard for a time be- 
fore the war. 


‘Maine Dealers 


Convene Sept. 9 


AUBURN, Me.—The annual con- 
vention of the Maine Automobile 
|Dealers Assn. will be held Sept. 
9-10 at Belgrade Lakes, Me., the 
board of directors announced last 
week. 


= 

Studebaker 

(Continued from Page 1) 
of increased employment at the 
main plant, where,” Vance 
pointed out, “the manufacture of 
passenger-car engines and sheet 
metal stampings, as well as other 
components will have to be 
stepped up in order to supply 
our New Jersey needs. 

“Increasing the production sched- 

ules in these divisions means, of 
course, that we will have to hire ad- 
ditional men.” 


The company operates assembly 





appear on the November election| plants in Los Angeles, California 
ballot in Tennessee, with a similar|}and Hamilton, Ont., as wel] as it 
proposal to be voted upon at the} South Bend, 
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PONTIAC DEALERS VISIT FACTORY—Full speed ahead on Pontiac sales was reported to general sales manager L. W. Ward by 


dealers from every national sales zone who attended a summer planning session at the factory. Present were: D. 
W. J. Bodie, Williamsburg, Va.; Edward Jones, Corning, N. Y.; 
New Castle, Pa.; S. K. Lassen, Battle Creek, Mich.; Paul 
; Norwood E. Bryan, Fayetteville, N. C.; Van 


Mass.; Joseph H. Gray, Freeport, N. Y.; C. 


H. B. Shelton, Hopkinsville, Ky.; Anthony F. 
M. McKenney, Brighton 
White, Little Rock, Ark.; Art Newquist, Aurora, 


North Platte, Neb.; Harry J. Adams Terre Haute, Ind.; W. A. Jarrell, 
Allen, Tex.; D. E. Fitzgerald sr.. Kansas City; Tom Butterworth, Guthrie, 


A. Goodwin, Philadelphia; 
Ditz, Cleveland; John C. Scott 


Mich.; Wilfred McGuire, Detroit; Connor Brown, Jacksonville, Fla. 
lil.; James A. Sullivan, Waukesha, Wis.; H. P. Gauker, Mankato, Minn.; Ray 
Kilgore, Tex.; W. R. Olney, Missoula, Mont.; D. J. 
Harry Maher, 


Okla.; 


Portland, Ore. and Allan Ledford, Napa, Calif. 





For Mechanics 


In Parsons, Kans. 


PARSONS, Kans.—A _ collective 
bargaining election is expected here 
to decide whether backshop em- 
ployes of new-car dealerships will 
be represented by the Internation- 
al Assn. of Machinists. 

The Kansas Motor Car Dealers 
Assn. reports that the IAM, an in- 
dependent union, already claims 
over a majority of Parsons me- 
chanics. 

Dealers here dispute this, con- 
tending that the union has signed 
up no more than 30 percent of the 
workers in any one establishment. 

Apprised of the situation, Roscoe 
Hambric recently visited Parsons 
along with a Topeka labor attor- 
ney. Hambric is secretary-manag- 
er of the Kansas association. 


The attorney advised the local 
dealers to fill out NLRB forms re- 
questing a bargaining election and 
send these, together with lists of 
shop employes, to the NLRB re- 
gional office in Kansas City’s Fidel- 
ity building. 

Each dealer was advised to 
speak individually to every affected 
worker, explaining the disadvan- 
tages of IAM affiliation. The deal- 
ers were told what they could and 
could not say to employes involved 
in an organizing drive. 

To win representation privileges, 
the IAM must command more than 
a majority margin in an NLRB 
margin. The union loses a tie vote. 


Marcus Upheld on Firing 


MADISON, Wis.—The Wisconsin 
personnel board has upheld Ben 
Marcus, states commissioner of 
motor vehicles, in the discharge of 
Homer Bell, who had been chief 
of the department’s enforcement 
division. The charge against Bell 
was insubordination and lack of 
cooperation. 


ACCEPTS SHAW CHALLENGE — Shortly 
after Wilbur Shaw, three-time winner of the 
Indianapolis Speedway 500-mile race chal- 
lenged any man to a race in a Soap Box 
Derby type racing car, Jimmy Stewart, movie 
star and sportsman, announced that he would 
race Shaw. Stewart is shown with his ‘‘jet 
job,"* which he claims will give Shaw chills 
when he passes him. The "‘jet’’ tubes, accord- 
ing to Stewart, permit the air to pass 
through the car and not over and around 
it. The men will race at Akron Aug. 13, just 
before the All-American Soap Box Derby. 














Union Vote Due | Booster Leaders See 


J. Delaney, Dorchester, 


gier, 
Yoder, Mc- 
North Hollywood, Calif.; S$. W. Fraser, 


Aftermarket Rise 


DALLAS.—Business in the auto- 
motive aftermarket industry is at 
a high level this year and is ex- 
pected to continue to increase, dis- 
tribution leaders agreed here last 
week. 

The international officers of the 
Automotive Boosters club, who 
gathered here as guests of the 
Southwest No. 4 group at its an- 
nual banquet and dance, also pre- 
dicted that business volume would 
continue to be good indefinitely. 

The Boosters’ executives attrib- 
uted the bright outlook to record 
production of new cars and the 
steady increases in the number of 
autos on the highways. 

Heading the group was Henry 


Synthetic Plants 
To Remain Under 
Federal Control 


WASHINGTON.—Continuance of 
the existing synthetic rubber law 
for at least two more years was 
assured by the Senate last week. 
A three-year extension already had 
been voted by the House. At the 
weekend the two chambers of Con- 
gress had only to agree on the 
term. 

Extension of the existing law, 
which is due to expire June 30, 
means the federal government will 
retain ownership of the nation’s 
synthetic rubber plants and keep 
its present power over the devel- 
opment, manufacturing, distribu- 
tion and use of synthetic rubber. 


Last January, the White House 
proposed a 10-year plan for gradu- 
ally disposing of these plants. The 
House Armed Services committee, 
which handles rubber legislation, 
rejected this program and de- 
clared that world conditions “at 
this time do not warrant the dis- 
posal of any of the synthetic fa- 
cilities in the present government 
rubber program.” 

The expiring rubber law, enacted 
in 1948, requires the government 
to keep facilities in standby or op- 
erating condition capable of pro- 
ducing at least 600,000 long tons 
of general purpose synthetic—usu- 
ally called GR-S—and at least 65,- | 








000 long tons of special purpose 
synthetic, the butyl rubber used in 
automobile tubes. 

Sparked by higher prices for nat- 
ural rubber, a demand has devel- 
oped recently for greatly increased 
amounts of synthetic. 


Steel F irm icine 
Output Expansion | 


ECORSE, Mich.—Construction of | 
an additional large blast furnace | 
will be started in the near future} 
at the Zug Island operation of 
Great Lakes Steel Corp., it was an- 
nounced last week by George R. 
Fink, president of that company 
and also president of its parent 


organization, National Steel Corp.) —~ 


S. Clark of Atlanta, president. The 
officers held an informal midyear 
council meeting and discussed fur- 
ther plans for the Chicago show 
to be held Dec. 4-8. They predicted 
that this event would set a new 
attendance mark, and _ indicated 
that the turnout for the banquet 
held in connection with the show 
would eclipse last year’s record at- 
tendance. 

Clark had a special word of 
praise for the success of the re- 
gional shows, pointing out that 
they give jobbers greater oppor- 
tunity to bring their customers 
to the showings. 

Other Boosters officials attending 
the Dallas event were: Arthur F. 
Snyder, Minneapolis, first vice- 
president; Walter J. Sullivan, Bos- 
ton, second vice-president; H, M. 
Cree, Dallas, secretary - treasurer. 
Past presidents are Art Ways of 
Dallas and Fred Marsh of Minne- 
apolis; and regional vice-presidents 
H. Gordon Payne of Dallas and 
B. A. Kline of Oklahoma City. 


Explain Limits 
Of Insurance, 


Dealers Told 


BUFFALO. 
salesmen have 









- Dealers and their 
been urged by a 
bulletin from the Buffalo Automo- 


bile Dealers Assn, to adequately 
explain to car buyers the insurance 
coverage provided under finance 
plans. 

“Customers frequently believe 
they have coverage which they do 
not,” said the bulletin. 

“Recently, we heard of a cus- 
tomer who was told that he had 
‘complete coverage.’ When he be- 
came involved in an accident, he 
discovered, much to his surprise, 
that he did not have liability and 
property damage coverage. He had 
not looked his policies over but 
had relied upon the information 
given him by the delivering dealer.” 

As a goodwill builder, the asso- 
ciation suggested that coverage 
provided in financing plans be care- 
fully explained to customers. 





Thompson Does More 


Than Pray for Cars 

CULVER CITY, Calif.—Times 
are pretty bad (or good) when 
a dealer brings his preacher 
with him to the factory district 
manager in hopes of getting 
more new cars, 

But that’s what Jimmy Thomp- 
son, Lincoln-Mercury dealer 
here, did. He and his minister 
went to see George Boggs, the 
district manager, to plead the 
case. 

Boggs said this is the first 
dealer he knows of who is that 
close to a preacher. 












Also Ad-Cost Proposal .. . 
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Plants Remain Silent 
On Freight Markup 


(Continued from Page 3) 


gal—if the customer is willing to; you do not need and cannot prof- 


pay the charges. 

No such problem has arisen with 
our dealers yet, said the sales de- 
partment of another independent. 

* + * 
TTORNEY General J. Howard 
McGrath’s statement, which 


was used by NADA for its advice 


to dealers, said: 

“Small businessmen must be per- 
mitted the unrestrained opportu- 
nity to enter the competitive strug- 
gle, and they must have the right 
to bring their ideas and their ener- 
gies to bear in_ that 


duct of their own business affairs, 
unrestrained or coerced by the 
pressures and the privileges that 
come to certain monopolistic 


_| groups. 


“Independent small  business- 
men in a truly free economic 
system must be permitted to buy 
where they please, to sell where 
they please and to seek the pat- 
ronage of any customer they 
please.” 

In another bulletin, NADA ad- 
vised that if a dealer’s inventory 
appeared to be sufficient, he should 
not hesitate to so advise his fac- 
tory representative. 

“You should not under any 
circumstances,” NADA said, “per- 
mit yourself to be influenced to 
order any more vehicles or any 
special models (station wagons, 
convertibles, trucks, etc.) which 
the foregoing analysis indicates 


Price 


(Continued from Page 3) 


bootlegging of new cars is by 
very highly competitive saies 
programs by franchised dealers, 
not through legislation or factory 
control. 

“The Industry Relations commit- 
tee should be commended on the 
progress it has made in the release 
of this 10-point dealer-factory pro- 
gram.” 

Irvin W. Walls, Dallas Pontiac 
dealer who urged in a recent speech 
before Missouri dealers the _ re- 
vamping of NADA and its appoint- 
ing a “Judge Landis” to act as a 
spokesman for all dealers, had no 
comment immediately upon the 
announcement of the NADA Indus- 
try Relations committee, 

Walls said he probably would 
discuss the committee’s proposal in 
his scheduled address before the 
annual convention of the New York 
State Automobile Dealers Assn., 
which is to be held July 16-19 in 
Saratoga. 


S.C. Assn. Plans 
Equipment Show 


COLUMBIA, S. C. — Convention 
time for the South Carolina Auto- 
mobile Dealers Assn. will be Sept. 
9-11. The annual parley will be 
held at the Ocean Forest hotel, 
Myrtle Beach, S. C. 

At the same time the association 
will sponsor its fourth equipment 
exhibition. 








struggle 
y.:|through the free, independent con- 





zone. 


itably sell within a reasonable 
time.” 

In discussing proper inventory, 
NADA said a dealer should exam- 
ine his inventory at frequent in- 
tervals, and base future require- 
ments on: 

1, Factual information developed 
from his own sales records for 
past years. 

2, Careful study of registration 
and sales of competitive makes 
and price class in his own terri- 
tory. 

3. Intelligent consideration of 
seasonal and economic conditions 
in his own territory. 


N. J. Truckers 
Move to Patrol 
Own Ranks 


NEWARK, N. J.—In a move to 
police its own ranks, the New Jer- 
sey Motor Truck Assn. has initi- 
ated and approved a highway safe- 
ty patrol to supplement the work 
of regular law enforcement offi- 
cials. 

The first patrol car is now on 
the highways. Additional cars for 
the establishment of a 24-hour pa- 
trol of the entire state are planned 
for the near future. 

The primary purpose of the patrol 
is to encourage safe-driving prac- 
tices among truck drivers and to 
assist them in any difficulties en- 
countered on the road. However, 
the patrol is under instructions to 
help all motorists. 

“Our creed, and the motto of our 
association,” said Barclay W. Fox, 
president, “is that ‘Safety Is No 
Accident’ and we are working con- 
stantly toward the goal 
venting and minimizing highway 
accidents. To this end we have 
approved the establishment of the 
highway safety patrol, which will 
observe improper driving practices 
by truck drivers and report them to 
the association and to their em- 
ployers. 


Nash Ups Keller 
To Zone Head 


DETROIT. — Appointment of 
Charles D. Keller as Nash zone 
manager in St, Louis was an- 
nounced last week 
by H. C. Doss, 
sales vice - pres- 
ident. 

Keller, who suc- 
ceeds S. K. Goge, 
who resigned, en- 
tered the automo- 
bile business in 
1934 as a retail 
automobile sales- 
man. He joined 
Nash in 1945 as 
Charles D. Keller business manage- 
ment manager of the St. Louis 
He was advanced to assist- 
ant zone manager there in 1946 and 
held that position until his present 
appointment as manager. 











LOOKS LIKE FLORIDA, BUT IT ISN'T—Detroit Auto Dealers Assn, isn't missing any bets 
on advertising its first outdoor auto show to be held in connection with the Motor City 
open invitational golf tournament at Red Run golf club June 30-July 4, Left to right: 


Paul Graves, 
Frank Walsh, the club's pro. 


executive secretary of the association; 


Margie Zupner, Helen Amato and 


of pre- . 
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Overall Average Up $1... 





Prices Hold Steady 


(Continued 


wholesale used cars broke from 
its May peak of $1,031 in the first 
week of June. Since that time, 
however, the market has settled 
down with only nominal varia- 
tions. 


The overall average rose $1 last | 


week to $1,013. This is $2 below the 
average prevailing on June 12. A 
decline of only $2 in the overall 
average price of used cars in the 
past two weeks illustrates better 
than anything else the stability of 
the market. 
* * * 

OW long used-car prices will 

remain static is the question of 
the hour. Auction operators are 
almost unanimous in predicting a 


“steady” market for the immediate | 


future. 

A good many dealers appar- 
ently agree, according to reports 
of market conditions in various 
cities. 

The same source reveals that the 


retail used-car trade picked up in| 


May over the April level. How- 

ever, in many cities May used-car 

sales did not reach the levels at- 
tained in March. 

Since used-car retail 
step with new-car sales, 


is usually 
in it’s 


considerably this month. 
* + 


¥ 
We prices have been stable 
for the past two weeks, the 
number of units offered for sale 
at auctions has also been steady. 
At 10 auctions last week, there 
were 1,394 entries, of which 901 
or 65 percent—-were sold. In the 
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* 
Car, Truck Output Estimates 
ive N 
By Automotive News | 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan, 1 dan. 1 
Ended Same Ended June, to to 
June 24, Week, dune 17, 1950 June 25, dune 24, 
1950 1949 1950* to Date 1949* 1950* 
CHRYSLER 38,700 25,828 37,882 129,265 461,209 340,833 
Chrysler 4,942 2,463 4,991 17,339 60,304 47,484 
DeSoto ........ 3,751 2,160 3,733 13,131 45,900 35,926 
Dodge .......... 10,866 7,611 10,422 35,286 111,921 95,324 
Plymouth . 19,141 13,594 18,736 63,509 243,084 162,099 
FORD .. 35,416 25,405 35,435 122,472 450,084 774,034 
Ford .. 27,193 19,685 27,423 93,946 354,157 595,730 
Lincoln 726 837 439 2,271 15,679 16,896 
Mercury ..... oe 7,497 4,883 7,523 26,255 80,248 161,408 
GENERAL MOTORS .. 71,602 51,550 71,067 245,964 1,010,776 1,428,943 
Buick .......... prevckvenv 12,304 8,077 12,217 . 42,481 195,957 258,612 
Cadillac 2,932 1,844 2,798 9,259 42,795 44,273 
Chevrolet. ..... 87,428 28,453 36,990 127,801 488,721 717,880 
Oldsmobile 8,624 6,016 8,678 30,199 134,072 187,831 
Pontiac ...... re . 10,314 7,160 10,384 36,224 149,231 220,347 
KAISER-FRAZER 4,065 1,915 4,008 13,242 36,170 39,912 
Frazer .. 12 188 13 42 5,892 9,692 
Kaiser ....... 4,053 1,727 3,995 13,200 30,278 30,220 
CROSLEY . 161 153 155 374 5,414 3,034 
HUDSON .. 3,891 2,527 3,901 13,151 79,969 71,134 | 
NASH ...... 4,354 4,020 4,358 14,897 73,4382 102,887 
PACKARD ... 2,929 1,031 2,875 47,923 $1,941 
STUDEBAKER . 6,568 5,117 6,592 22,336 108,030 142,377 
WILLYS-OVERLAND? 1,019 1,024 994 3,440 15,003 15,364 
Total Cars, U. S. 165,776 120,468 165,423 568,016 2,288,010 2,950,459 
*Station wagons and Jeepsters. *Revised. "<9 
| 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 dan, 1 
Ended Same Ended June, to to 
June 24, Week, dune 17, 1950 June 25, June 24, | 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET .. 13,332 8,471 11,247 38,0384 214,100 239,669 | 
CROSLEY ............. 10 7 12 22 210 189 
ee 90 118 34 228 1,870 1,813 | 
DODGE ............. 3,688 2,206 3,626 12,277 83,322 31,123 
FEDERAL 45 35 59 163 725 867 | 
FORD 71,776 5,551 7,575 26,486 101,249 176,715) 
2,080 1,884 2,094 6,512 47,583 53,175 | 
INTERNATIONAL 2,911 3,601 2,889 9,736 71,557 57,505 
SEMEMEEL,  soccassesceese ; 168 120 115 483 3,284 4,936 | 
ss cckd i ceatd vs scessesv de 174 of 127 449 1,887 1,800 | 
STUDEBAKER ......... 1,096 1,496 1,108 3,588 38,036 25,664 | 
ETE, sc asosccecvcnceesenss ves 288 164 . 295 1,002 4,445 6,305 
WILLYS-OVERLAND .. 951 956 996 3,310 28,956 18,501 
MISCELLANEOUS ...... 292 348 292 985 8,267 6,819 
Total Trucks, U. S. .. 32,901 25,011 30,469 103,270 605,491 625,131 
Total Cars, Trucks 
i a eiiae ...198,677 149,479 195,892 671,286 2,893,501 3,575,590 
Total Cars, Trucks 
Canada Scéananense 9,246 6,973 8,991 30,408 134,211 178,041 
Grand Total, 
Cars and Trucks 
U. S. and Canada ....207,923 152,452 204,883 701,694 3,027,712 3,753,631 


‘Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 





Output of 1 98,6 77 Vehicles 
Sets 3rd Mark in Row 


(Continued from Page 1) 


1,131,695 trucks—-were built for last 
year’s alltime high accounting. 

+ * + 
NDICATIONS are that the auto 
industry will build slightly fewer 

cars in the last half of 1950 than 
in the first half, reversing a trend 
of previous postwar years. 

With the 3,000,000th car of 1950 
due this week, U, S. plants will 
probably wind up June having 
accounted for 3,130,000 such units 
so far this year. This would leave 
another 2,320,000 to be built be- 
fore Dec. 31, if the predictions 
of most production forecasters 
materialize. 

Last-half 1950 truck production 
is also expected to fall behind first- 
half volume. In this instance, the 
observers are optimistic but state 
that the decline might be of sharp 
proportion. 

The forecasters hasten to ex- 
plain that they do not base their 
outlook for last half vehicle pro- 
duction on any premise that the 
auto industry’s sales picture shows 
any soft spots. 

* 


+ 
ON THE contrary, there is gen- 
eral agreement that the out- 
look regarding sales is still excel- 
lent, even though demand is bound 
to drop below what it is now. 

Further hampering weekly pro- 
duction volume in this country 
will be a succession of shut- 
downs for changeover to new 
models. 

Packard’s current model change 
is expected to be an extensive one, 
inasmuch as no final assembly is 
anticipated at the company’s De- 
troit plant until the middle of next 
month. 

Changeover plans at other plants 


* 


are likely to require a_ similar 
period of downtime this year—ex- 
cept, perhaps, for Chrysler plants, 
which may or may not continue 


production of present models right | 


into 1951. 
—Bernit THOMAS 


Vehicle Sales 
In March Near 
Alltime Records 


DETROIT.—The hectic pace of 
new-car and truck sales in 1950 is 
revealed in final registration sta- 
tistics for March, released last 
week by R, L. Polk & Co. 

The totals show that 495,885 new 
cars and 96,266 new trucks were 
sold in the third month of the 
year. New-car sales in March were 
the second highest ever achieved in 
any month, while new-truck sales 
were the third highest. 

Only in May, 1941, when 515,034 
were titled, was the March new-car 
total exceeded. New-truck sales in 
March rank behind the 108,168 sold 
in April, 1948, and the 100,614 sold 
in May, 1948. 

The March surge in new-car 
sales made the first quarter of 1950 
the highest in the industry's his- 
tory. The three-month total of 
1,286,437 new cars far outdistanced 
the best previous first-quarter sales 
effort of 1,016,655, established in 
1941. 

New-truck sales in the first quar- 
ter of 1950 amounted to 235,889 
units. This was less than 3,000 
units below the record first-quarter 
sales total of 238,618, set in 1948. 
Bos Gorpon 





CLASSIFIED WANT AD DEPA 


Reaching an estimated 90,000 readers 


Rates 


Position Wanted Ads accepted’at half-rates to 


Count initials and groups of numbers as one word 


but if signed “Box No 


and extra service as replies are forwarded, unopened, the same day received 
F is 


Ve heel al 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 

SERVICE MANAGER. Florida east coast. 
Due to death of former service manager, 
we need an alert and aggressive man, 
volume minded. The man we hire must 
possess intimate mechanical knowledge 
of Dodge cars and trucks, be sales- 
minded to produce high service volume 
and to instill sales enthusiasm in sub- 
ordinates. Familiar with reconditioning 
procedures and capable of assuming full 
responsibility. In reply, kindly send cur- 
rent photograph and furnish us with a 
detailed list of previous employment and 
achievement in each job, This is a wide- 
awake Dodge-Plymouth agency located 
in the finest spot in the world to live, 
over 100,000 population trade territory. 
Reply to Joe Blank Motor Co., 2602 8S. 
Dixie, West Palm Beach, Fila. 


WANTED 
SALES ENGINEER 


WITH GENERAL EXECUTIVE ABILITY 


By Midwestern Manufacturer of Pistons and 
Cylinder Sleeves with established national 
distribution. 

He should be a graduate mechanical engi- 

neer and have a general knowledge of 
After-the-market business. 
Be able to handle sales 

correspondence. 

Analyze service problems and complaints 
Direct mechanical production problems. 
Splendid opportunity and attractive compen- 

sation for the right man. 
State age, education, past experience and 
salary expected. 








and service 


Box 4131 
c/o Automotive News, Detroit 26 





LIABILITY SUPERVISOR, Material dam- 
age supervisor. Two new home office 
supervisory positions with an Omaha, 
Nebraska stock casualty company spe- 
cializing in automobile lines. Do not ap- 
ply unless over 30 and with some 
previous insurance company experience. 
Salary open. Box 4123, c/o Automotive 
News, Detroit 26. 


FIFTEEN CENTS (15c) PER WORD for one 


in care of Automotive News, 


On Used Cars 


from Page 1) 


preceding week the same auctions 
|had 1,388 entries, with 980—or 71 
| percent—sold. 

Although the percentage of 
cars sold showed a variation of 
6 percent, the number of cars 
offered for sale differed by only 
six units. 


At least two of the auctions re- 


porting last week blamed _ the 
decline in sales on_ inclement 
weather. However, the fact that 


the number of cars offered for sale 
|was virtually the same in both 
instances would indicate that bad 
weather scares away buyers, but 
/not sellers. 
* * * 
Cara and Akron both 
| had good news to report about 
|retail used-car sales in June. In 
|Cleveland, during the week ended 
| June 17, 2,723 used cars were sold. 
|This was a 10-week high for that 
city. 

Akron listed 639 used cars sold 
| in the week ended June 10. This 
| was well above the 455 sold in 








the same week of 1949, and also 
in front of the previous week’s 
sales of 464 units. 


| In other cities, the latest statis- 


| probable that the market picked up|tics covered May used-car sales. 


In Detroit, used-car sales by new- 


|car sales in May, compared wih 
1,406 in April. 
| * * > 

N CINCINNATI, used-car sa!.s 

in May were more than 23:0 
higher than in April. The Moy 
count of 3,484 was short, howevr, 
of the Marclf total of 3,615. 

Columbus, O., had a similar sit :- 
|ation. In May, 9,829 used cars were 
sold, against 9,462 in April. The 
year’s high point was reached in 
March when 11,324 used cars were 
sold. 
| A check of dealers in Cleveland 
|showed that the majority believe 
|that used-car sales will remain 
|high for the rest of the summer 
| In New Orleans, dealers said 
| that business was good. Most of 
| them predicted that prices would 
remain steady and that business 
would be good for the next 60 
| days. 

Although the market has not fol- 
lowed the prewar seasonal pattern 
|this year, many dealers are still 
|wary of what may happen after 


July 4. 
Bos Gorpon 
'U. S. Rubber Co. 


‘Denies Trust 


CHICAGO. — United States Rub- 
ber Co. has filed a brief here in 
|federal district court wherein it 
denied some accusations and dis- 
puted the accuracy of other charg- 
es that it combined with E. I. du- 
Pont de Nemours & Co. and Gen- 
eral Motors Corp. to violate federal 
antitrust laws. 

General Motors and duPont had 
| previously entered similar denials 





|ear dealers in May totaled 13,098—/in their behalf. All three compa- 


|the highest month this year. In 
'the same month last year, 
|}count was 10,872. 

Richmond, Va., 


|}used-car_ transactions 


reported 2,361 
in May, 


-|against 1,962 in May of last year. 


| Youngstown, O., listed 1,697 used- 


enqaged in all branches of the automotive 


insertion or two s of the 


encourage this clascification for 
Ads may be signed with your 


Detroit 26, Mich 


AUTOMOTIVE NEWS, PENOBSCOT BUILDING 


HELP WANTED 


the|a government civil 


Display Ads 


nies are among the defendants in 
suit wherein 
they are accused of working to 
eliminate competition through a 
system of secret rebates and by 
dividing several fields of manufac- 
turing among themselves. 


RTMENT 


ndustry fr to Califor Ten 


» same copy for 25¢. Cash 1 


the benefit of our employing reader 


full name and address at requlor rates 


add One Dollar ($1) per insertion for addre 


hy oe 1 
Vio Pee theo 


per inch, per 


DETROI 





POSITION WANTED 





WHOLESALE PARTS SALESMAN. Large 
New England Chevrolet dealership seeks 
real salesman, thoroughly familiar with 
Chevrolet parts, to promote wholesale 
business. Attractive proposition for top- 
notch man. Supply all details in first 
letter. Box 4140, c/o Automotive News, 
Detroit 26. 


WANTED. 
dealership and 





Parts manager, experienced in 

parts store, aggressive 
merchandiser, Salary and commission. 
In fast growing N. M. city. Give full 
details: age, marital status, experience 
and references. Box 4141, c/o Automo- 
tive News, Detroit 26. 

SALESMAN, Chrysler, DeSoto, Dodge. 
Must have experience, references. Na- 

Key West, Fla. 


varro, 


Inc., 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 










SERVICE EXECUTIVE, 
dealer management, Fifteen years as 
service manager for Olds-Pontiac and 
Chevrolet. Rated by these divisions of 
G.M, as tops in the field. Married—col- 
lege grad, Age 44. Want connection only 
with high grade dealer in West, South 
or Southwest. Please give full details of 
your proposition in first letter. Reply to 
Box 4133, c/o Automotive News, De- 
troit 26. 


GM DEALERSHIP ACCOUNTANT and 
office manager. Twenty years’ experi- 
ence, College trained. Now employed, 
but desire to make new association in 

| Detroit area, Fully acquainted with all 
phases of dealership operation, Excellent 
references on request. Box 4134, c/o 
Automotive News, Detroit 26. 


Capable of full 





TRUCKS, MY SPECIALTY. Former over- 
the-road owner operator, young (32), 
educated, personable, desires permanent 
position in the trucking industry. Sales, 
service, advertising, fleet, safety. Em- 
ployed N.Y.C., relocate, Married, two 
children. Recently completed Mack Diesel 
course. References. Box 4135, c/o Auto- 
motive News, Detroit 26. 


SALESMANAGER: Knows volume opera- 
tion only, Keeps profit after making it. 
Nominal charge parts, service, business 
management to control expenses. $100 
weekly plus percentage. Prefer Ford or 


Chevrolet. 100 units monthly, plus 
trucks, Factory approval positive. Thir- 
ty-three years old. Walks fast, talks 


fast, needs no office and can compete 
with Hull-Dobbs, Box 4136, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER. A MERCHAN- 
DISER. Many years of Ford and Lin- 
coln-Mercury experience. A volume op- 
erator and cost minded. Desires to 
locate out of Detroit. Location no object. 
Full knowledge of all service, parts and 
body shop operations. Available July 
lst. This may be the answer to your 
labor absorption problems. Box 4142, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, PARTS MANAGER 
—Chrysler Corporation cars. Excellent 





references, stable, thirty-seven, married, 


three girls. Now employed as aircraft 
executive—wants change. Box 4143, c/o 
Automotive News, Detroit 26. 





SERVICE MANAGER. Truck sales or 
fleet. 25 years. White, Autocar, Dodge. 
Qualified to set up and direct modern 
preventative maintenance and rebuilding 
operations on all units including trailers. 
Box 4145, c/o Automotive News, De- 
troit 26. 

ACCOUNTANT - OFFICE MANAGER, ex- 
perienced business manager, General Mo- 
tors, Packard systems; 25 years’ account- 
ing experience, 15 years’ public account- 
ing, part auditing automobile agencies; 
middle-aged, college graduate. Box 4132, 
c/o Automotive News, Detroit 26. 


CONTROLLER, 37 and married, wishes to 
transfer to General Motors dealer in 
middle Atlantic states, Experienced in 
dual franchise, all phases of operation 
and control. Have operated under Motors 
Holding supervision, member Business 
Management Club for four years. Will 
furnish any details necessary. Box 4119, 
c/o Automotive News, Detroit 26. 


USED CAR MANAGER, APPRAISER. 
Full working knowledge wholesale, retail, 
used cars and new cars; 27, married, 5 
years’ experience. Employed in field at 
present, but seeking position with future 
with new car dealer in or near New York 
City. Best references. Box 4121, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT,. Top 
experience all phases of dealer operation. 
The right hand for the dealer who wou'!d 
be relieved of detail, Box 4120, c/o 
Automotive News, Detroit 26. 











EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answerl 


See rates at start of this section. 
AUTOMOTIVE NEWS 
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POSITION WANTED USED CARS FOR SALE 































Wih —_—_—— a 
sALESMANAGER—100 to 250. Chrysler, 
Buick, Oldsmobile, Chevrolet experience. 
20 years one dealer. Keen used car spe- ATTENTION DEALERS I 11 
alg cialist. No bad habits, hard worker. e 
310 Production screams competition; over- A 
= come with proven sales technique. Actual y J il es 
M y training methods, years’ hard study, rec- 
Vor ords show results. Advocate following: | 1948 Chevrolet - Ford - Plymouth 
7 quality selling, not giving; courtesy sea- 
‘ soned with human kindness; can sell if 4 Door Sedans 
Sil. seen first; planning work, working plan; Excellent Bodies -: Good Motors 
vere no substitute for quality, hard work. } 
The Own home $15,000, no floater. Can bring All Cars Formerly Used for 
aggressive parts manager, age 25, mar- ice in i 
1 in ried, two years college, no bad habits. Cab Service Phila. 
vere Awaiting interview. Box 4144, c/o Auto- * 
motive News, Detroit 26. Phone or Write: 
an ;ENERAL MANAGER. Experienced in all THE R. A. COMPANY 
and jetails of large operation. Successful 
. € 8. 
lieve record pre and post war, Available on | 43rd & Locust Sts. e PHILA., PENNA. 
nain short notice. Personal and bank refer- SHerwood 7-1700 — Morris Freedman 
or ences. Prefer New England or Western EV 2-0400 Herb Col 
aid Penn. Write Box 4146, c/o Automotive ergreen é- — Herbert e 
r. News, Detroit 26. 
0 muchuseadlocsenanenaaans a 
uld GENERAL MANAGER, age 35, ‘married. 
Thoroughly experienced all phases sales, ' 
ess service, parts and office procedure with KEN SCHAEFER'S 
60 i new = dealership. Ambitious, saree. The Only Indiana 
capable assume full respons ty as 
right hand to principal, Presently em- AUTO AUCTION 
fol- ployed. No future. Will invest if neces- In Continuous Operation Since 1943 
tern sary. New York area preferred. Box EVERY THURSDAY 
still 4137, c/o Automotive News, Detroit 26. | Dealers Meet at the Cross-Roads of America 
fter Steen AAS, INDIANA 





SA Martin, Auctioneer 


DEALERSHIP AVAILABLE 
iiliols St. 


IN ONE OF BEST DEALERSHIPS in Ohio, 
now handling K-F. County seat town. 
Prosperous agricultural area, Real going 


915 N. 









































Phone Lincoln 5383 












































USED CARS FOR SALE SHOP EQU IPMENT WANTED _ MISCELLANEOUS 











Interested in multiple boring 


WwW. ANTED 
bar. State age condition, and price. 
A U T oO om ae Pleas, Inc., P.O. Box 3071, ~ You CAN PAY MORE 
BUT CANNOT MATCH 
AUCTION DYNAMOMETER DYNAMOMETER The NEW V Type 


Would like to purchase fairly new equip- 
anja ment. Give details as to make, model, 
age, new cost, and other motor equip- 


ment for sale. 
HORSEHEADS, NEW YORK BAUGHER MOTOR CO. 
EVERY FRIDAY 


WAYNESBORO, VA. 


MOTO-MATIC 


TOW - GUIDE 


Trade Mark—Patented 
— Tows and Guides Motor Cars 


ANTIQUE CARS FOR SALE 


ROL LS-ROYC E “1934 ‘town ‘sedan, like 1 new. 
Fred Cozzi, 1101 Diversey, Chicago, mi. 


Twin Leaf Chain Couplers 
No Adapters Are Necessary 


Complies ge Strength Requirements 
Up 5,000 Lb. Vehicles 


$32.50 EXCISE 


TAX INCL. 
WRITE TODAY FOR LITERATURE 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 


DANVILLE, PENNA. 
EVERY WEDNESDAY 





_M ISCELLANE ous 


WANTED 
AUTO LITERATURE 


Smith's “Marketing of Used Automobiles” 
Write Box 3879 
c/o Automotive News, Detroit 26 











You will always find real action at — 
both these auctions. 


R. D. WEST, Prop. 


E. Johnson Tex Rickard 
Auctioneers 


Jos. 














IMMEDIATE DELIVERY | RACE CAR 


Philadelphia's 3 








































































soncern since 1946, Business booming 
le with '51 models, $16,000 buys tools and AUTO AUCTION New suproves Model > Capable of 210 inet, mascered aimee ee 
inventory. Buy or lease real estate. A | iti anapo » ice 
real buy, Owner has good reason for TIM ANSPACH BIG DEALER AUCTIONS Automatic 1951 BraKinGs peed 13 inph Ts. Straight eight cylinder, 
selling. Box 4126, c/o Automotive News, 1175 Washington Ave Complete with Controlled Steering | $5445 180 cu. in. displacement, supercharged, rear 
Detroit 26. Se ees ALBANY, N. Y Guide Cables & Brake Hook-Up /[ drive. In first class running condition. Price 
tub- DEALERSHIP IN COLORADO, now hand- ee Dantas Gale TUESDAY THURSDAY FRIDAY “ae 100.00 | $19,090. Write Box 4130, c/o Automotive 
> in ling Ford, located in center of industrial y came DEAL sence News, Detroit , 
1 it and recreation area, serving a, than EVERY MONDAY... 12 NOON er = wow orm. 8 6..... $295.00 | “"° 
° 50,000. 50-100 units per year. 20,000 
dis: wil™handle Wile "ade 'e/o" ut: |] Member of NU.CD.A. ond NAAPA |! GILBERT — ROBINSON |___Meets 1-C.C. Requirements __ 
arg- motive News, Detroit 26. : 
Automobile Auctioneers QUICK-TOW, Bumper- £ 
du- cnenmemncsssueiiedieieeiata . 
ven- __ DEALER oRSHIP_ WANTED AKRON'S 6600 N. Broad St. Phila, Pa. | *e-Semper Tow Ser 17.50 RADIATOR 
wel Se, ae Pt ee ee PLENTY OF CARS AND BUYERS V Type MOTO-MATIC | GRILLE GUARDS 
ae qralership cast of Mie ssi os ee AUTO AUCTION WEEKLY PRICES MAILED ON REQUEST | "Toya, . Guide, $32 50 en 
é held confidential. Box 4122, c/o Auto- . ° 
a. EVERY THURSDAY 1:00 P.M. Tel. Livingstone 8-3000 Red Arrow - Fulton - Velvac|| POPULAR MAKES OF TRUCKS 
1pa- WANTED—CHEVROLET or FORD dealer- DEALERS ONLY e Individual styles to fit models 
i ship in New Mexico, Texas or Florida. : ; Safety Chains (set of 2) ... $2.50 1945-1950 incl 
cae Box 4138, c/o Automotive News, De- Auctioneers: ee — WE STOCK PARTS nel. 
! 38, f News, eins Sis ‘ USED CARS WANTED i 
ie 5 ee ; Col.” Carl : sone Jimmie Leichty,  |§ ——————. ——————— | Protecto Covers ¢ Carrying Bags Bustin Iron at = 
|} 100 QUALIFIED BUYERS WAITING for jarvey Boyer 110 East 130th St., N. Y. C. 
1 a 4 desirable dealerships in all parts of the BUY AND SELL WITH PLYMOUTHS WANTED TOW BAR SALES COMPANY Est. 1928 
by 3 United States. Write or wire —— "Mac" Exclusive Factory Distributors st. 
; Brokers, One No. LaSalle St., Chicago ‘46s — ‘47s — ‘48s — ‘49s and ‘50s. 
fac- ‘ ; AN 3-8888 | MU 4-840! 
SE ERETE-WARYED—IG0-toS86-car The Liberal Scotchman All body types including suburbans DE 2-0700 Nites: | DO 38373 ENGINE REBUILDING, — Crankshaft 
SALERSHIP WANTE 0 to 300-car iste. 40 SO. CLINTON ST., CHICAGO 6, ILL.| grinding and metalizing. Ji 
——— ae. ee ne Dee H. C. TURNEY AUTO SALES and convertibles Denver: KE 2323 — Los Angeles: OL 9782 | a Co. * eee 800 Commerce S8t., 
Box 4147, c/o Automotive News, De- 156 E. Center St. JESS HUNTER MOTOR CO. | Lyne _— a 8 a» oe 
troit 26. Akron, Ohio Blackstone 3127 Phone 6237 ee 2.. SSS as 
___BUSINESS OPPORTUNITIES __ THE TUESDAY SALE — 11:30 A.M 
WHEELING ILLINOIS|.. Sr a ere ee ta 
EXCLUSIVE DISTRIBUTORSHIP 1948 B-1-HMA-107 1'%-ton cab over Dodge 
for a Revolutionary Automotive Oil Purifier, AUTO AUCTION tractor, excellent condition. Has been FORT WAYNE AUTO AUCTION 
that eliminates all oil changes and reduces Every THURSDAY Noon used for light hauling. Equipped with 
engine wear to a minimum, is being offered| !5 miles north of Chicago limits on Route 45| heater, fifth wheel, saddle tank, vacuum —DEALERS ONLY— 
for the States of New York, New Jersey, and Oldest "Dealers Avclion la” Go F es Tan iaaenieas a mais Ge ae 
East P. | e: ealers uction in oO un 7 i ‘ ° 
er Suavenemetive will be in New York (Chicago). 35 years experience in the Auto. ome | Road, Van Dyke, Mich. (In the Heart of the Nation) 
d Philadelphia soon to interview prospec-| motive Business. - — 
tive sogitentie. Applicant should be experi- Al Kellum—Auctioneers—Joe Ostergrant TRUCKS WANTED Ph S -1254 
enced in ectemetive Gtirinetion, aggressive, WANTED AUTOMOBILE TRANSPORT, ones: -5209 
inancially able to organize a sales or- re f 
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bargain, Clark Seeley, Kalkaska, Mich. _————— 





You're talking to a truck user’s pocketbook when 
you talk lower truck maintenance and operating 
costs. 


So you find mighty few deaf ears when you sell 
new International Trucks. 


It’s this simple: every new International from 
4,200 to 90,000 pounds GVW is heavy-duty engi- 
neered to save your prospects’ money. 

This is a 1-2-3 story: 

1. For 18 straight years, Internationals have led 
in heavy-duty truck sales. 

2. Buyers of those heavy-duty Internationals 
bought solely on a basis of performance. 

3. The same organization that year after year 
has kept Internationals first with America’s 
most exacting truck buyers, builds heavy-duty 


ALL NEW, ALL PROVED 





INTERNATIONAL 


INTERNATIONAL HARVESTER COMPANY 


You sell teaw-Guty Lagineered truck stamina when you sell 


NWEW INTERNATIONAL TRUCKS 


engineered truck stamina into every single new 
International model. 


That’s only part of the reason International 
Truck Dealers have a fact-packed sales story. In 
addition — 


You sell new comfort and ease of handling 
when you sell NEW INTERNATIONAL TRUCKS! 


You start with the Comfo-Vision Cab... model 
for model, the “roomiest cab on the road.” 


You offer greater comfort, with wider, deeper, 
adjustable seats. You offer full front visibility, with 
the one-piece, scientifically curved Sweepsight 
windshield. 


And you offer greater maneuverability, along 
with a steering system that provides more posi- 
tive control from a more comfortable position. 












IONAL 





You sell advantages for every prospect 
when you sell NEW INTERNATIONAL TRUCKS! 


Features? New Internationals are packed with 
practical new features, from bumper to tail light! 


Specialization? New International Trucks are 
available in 87 different basic models, and in thou- 
sands of different combinations to meet every job 
requirement! 


Service? The nation’s largest exclusive truck 
service organization is ready with trained men 
and special equipment, to give you service when 
and where you need it. 


International Harvester Builds . 


McCormick Farm Equipment and Farmall Tractors Ea 


Motor Trucks . . . Industrial Power 
Refrigerators and Freezers 

Tune in James Melton and “Harvest of Stars” 

NBC, Sunday afternoons 


TRUCKS 





CHICAGO 
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